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HUNTER ZEPHAIR Window Fan 


, SALES OFFICES: 
_ New York, St. Louis, Atlanta, Chicago, Dallas, 


7 





PERMANENT GROUND 
VIBRATION PROOF 
CLOSE, ACCURATE FIT 
EASY TO INSPECT 
RE-USABLE 


ECONOMICAL 


NO WRENCH STRAINS ON BOXES 


INSTALLED WITH SCREWDRIVER 


UNIFORM, SAFE 
HOLDING ACTION 


SIMPLE, STRONG, PRESSED. 
STEEL CONSTRUCTION 


ELECTRO-GALVANIZED 





Murray Attic Fans are manufactured in our 
own plants under rigidly controlled manu- 
facturing processes. Only tested, quality 


materials and skilled labor are used in 
making Murray Attic Fans. Murray Attic 
Fans provide maximum ventilation and 


steady air flow with minimum sound. Scien- 
tifically designed, Murray Attic Fans are 
engineered to perform efficiently at low 
operating cost. Every Murray Attic Fan is 
guaranteed against defects in materials 
and workmanship. You and your customers 
can depend on Murray Attic Fans — the fan 
that does its work in a Whisper. 


SUCTION BOX AND GRILL PACKAGE: Specially designed 
Murray Suction Box complete with Grill and everything else you 
need for most fan installations. A unit package available in three 
standard sizes. 


MURRAY SALES INCREASERS KIT: Includes Installation Manual, 
Newspaper Mats, Consumer Folders, Radio Announcements, 
Suggestions for increasing your sales — all pre-tested sales mate- 
rial available free to Murray Attic Fan dealers. P 
‘The Fan 


that does its work 
in a Whisper” 


For complete information, see your jobber, or write direct to 


THE MURRAY COMPANY 


ATLANTA, GEORGIA Established in 1900 DALLAS, TEXAS 
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the Increased 


SURGE CAPACITY 
of KEARNEY 


FUSE LINKS 


we you can have both high 
surge capacity and low temper- 
ature operation on dragging over- 
loads when you use the K-S Fuse 
Links: high surge capacity so that 
switching or other minor lightning 
surges will not cause an outage; low 
temperature operation so that peak 
loads and dragging overloads can 
be accommodated with full pro- 
tection to the line equipment and 
without damage to the cutout. 
Until recently, either one of these 
desirable characteristics could be 
had, but only by using two differ- 
ent fuse links. 


Modern day power sys- 
tems must be operated so 
that a service interruption 
occurs as a last resort and 
only when the alternative 
is extensive or permanent 
damage to line equipment. 
This means that modern 
fuse links must be capable 
of differentiating between 
harmless surges and over- 





loads, and those that are damaging. 
One other requirement—fuse links 
must not only be coordinated 
amongst themselves so that in 
emergencies, selective outages will 
result, but the larger links must co- 
ordinate with oil-circuit breakers. 
That’s a rather large order for a 
simple one-piece device, especially 
where cost is a limiting factor. 

The K-S Links do an excellent 
job of meeting these requirements. 
Take a minute to check your fuse 
links with curves shown for the 
K-S Links. Then write to Depart- 
ment F for other data. 


Next to making an accurate, 
dependable fuse link is pro- 
tecting it for shipping and field 
handling. Kearney fuse links 
are individually wrapped and 
come to you in the Patented 
PUL-TAB FUSE-PAK of five 
and cartons of 25—triple pack- 
aging for maximum protection 


Write to Department F for a complete set of Average melting, Minimum 
melting and Total clearing time curves of the modern K-S Fuse Links. 


FOR BETTER CONSTRUCTION AND MAINTENANCE 


Always Specify 


JAMES R. 


KEARNEY 


CORPORATION 
ST.LOUIS, MO. 


jor the fob 


4224-42 CLAYTON AVENUE e SAINT LOUIS 10, MISSOURI 
Canadian Plant...LEASIDE, ONTARIO, CANADA 
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HETHER you favor 

the fuse or the multi- 
breaker ... you’re entitled to 
the maximum in circuit pro- 
tection. On both fuse devices 
and multi-breakers, the Fed- 
eral NOARK label stands 
for the highest engineering 
standards, thoroughgoing 
honesty of manufacture, and 
complete reliability. For 
either type of protection, it 
pays to specify Federal 
NOARK. Write for the latest 
issue of the “Federalog”. 
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oh COMPLETE RANGE oF FUSE DEVICES: A COMPLETE RANGE OF MULTI-BREAKERS 


Executive Offices: 50 Paris Street, Newark 5, N. J. 
Plants: Hartford, Conn., Newark, N. J., St. Louis, Mo., 
Long Island City, N. Y. 

SALES OFFICES IN PRINCIPAL CITIES 


Federal Electric Products Company, Manufacturers of a Complete Line of Electrical Products including Motor Controls + Safety S\ itches 
Service Equipment * Circuit Breakers * Panelboards * Switchboards * Bus Duct 
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Reasons 


ER 


Fleur-O-Lier’s advantages are so clear, so simple, 
that you will want to recommend them to your cus- 
tomers. The important benefits are: 


Every Fleur-O-Lier fixture delivers fine lighting 
performance. 

Long, trouble-free service assures Customer satis- 
faction. 

Each manufacturer offers individual styling and 
design, but every fixture meets exacting specifi- 
cations for lighting, constructional and elec- 
trical excellence. 

Conformance to these rigid specifications is safe- 
guarded by impartial Electrical Testing Labora- 
tories, Inc., which checks and tests Fleur-O-Lier 
fixtures. 


Fleur-O-Lier offers a Product and a Program. The 
product is tops. The program promotes and a : 
develops commercial fluorescent lighting—ele- Every Fleur-O-Lier fixture uses 
vates lighting standards to higher levels. Certified Ballasts and Certified 
. ; Starters. 
Everybody benefits from Fleur-O-Lier—you and your 
customers. 


C CERTIFIED 
tins in accordance 
18D with Test 
Requirements of 
Specifications of 
Fleur-O-Lier Manufacturers 


ELECTRICAL TESTING 
LABORATORIES, INC 


2116 Keith Building Cleveland 15, Ohio NEW YORK, N.Y 


fleur-O-Lier is not the name of an individual manufacturer, but of a group of 
fixtures made by leading manufacturers. Participation in the Fleur-O-Lier program 
S open to any manufacturer who complies with Fleur-O-Lier requirements. 
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In Junction Boxes 


For Connecting Motor Leads 


For Connecting Light Fixtures 


For Connecting Electric Ranges 


For Any Indoor Wiring 


FULLY APPROVED BY 
UNDERWRITERS’ LABORATORIES 


Catalog 
Number 


10U 


6U 


4U 


Wire Sizes Standard Shipping 


Minimum 


2 #14 


2 #8 
2 #6 


h 
Maximum Package poy 


4 #14 
3 #12 
2 #10 106 
3 #8 
2 #6 100 
2 #4 100 


An Approved Building 
Wire Connector 
for Any Indoor Use! 


cover a wice 
range of 
#14 to #4 


BLACKBURN 


CONNECTOR 


ERE’S an efficient, inexpensive connector that will con- 

nect 2 410, 2 or 3 #12, and 2, 3, or 4 #14. This 
popular size costs less than 5c. Two additional sizes cover 
#8, #6 and #4 wires. Self-contained washer prevents 
set screw from cutting into wires. 

The BLACKBURN Building Wire Connector is ideal for 
motor leads and junction boxes, because connections may 
be changed without clipping off the old pigtails — you 
merely remove the connector and rearrange the wires 

This new connector is easy and quick to install, and 
easy to remove for re-connections or wire changes. !''s 
small, compact, and easy to tape. Economical, too—b:= 
cause it saves the labor of soldering. 

WRITE TODAY FOR SAMPLES 


JASPER BLACKBURN PRODUCTS CORB 


FIRST, MADISON & CLINTON STS. « ST. LOUIS 6, M@ 
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we're always up a tree 


Why not? That’s where we belong; that's our 
business. Over 125 utilities in 30 states employ 
Asplundh’s trained crews of men to do tree-trim- 
ming the year ‘round. Wherever wires and trees 
meet, you'll find men in orange doing a job. 


There are good reasons why— 


Experience. The largest organization of its kind 
in the world, Asplundh has specialized in line 
clearance exclusively for 20 years. 


Supervision. All crews are inspected at frequent 
intervals by general foremen or supervisors with 
from 5 to 20 years’ experience, 


Equipment. When you hire Asplundh, you get 
completely equipped units, with as many as 103 
special tools on each truck. Everything from anti- 
septic paint to power saws... even large tractors 
and sheardozers . . . is available for efficient clear- 
ing of lines. 


Responsibility. We assume complete responsi- 
bility. Utilities need not worry about personnel, 
have no insurance to carry, no permissions to 
secure, no trucks or equipment to purchase. 


Asplundh offers a complete line-clearing service: 
tree-trimming, mechanical brush control, chemical 
brush control... “ABC.” 


Write today for further information about this 
unique business. 


BRANCHES: : 

Chicago, Ill. © Grays Lake, Ill. © Springfield; Il. 
Indianapolis, Ind. © Columbus, Ohio © Toledo, Ohio 
Saginaw, Mich. © Lake Geneva, Wis. © Omaha, Neb. 
Tulsa, Okla. © Oklahoma City, Okla. © Dallas, Texas 
San Antonio, Texas . Albuquerque, New Mexico 
Los Angeles, Cal. © Boston, Mass. * Binghamton, N. Y. 
Malverne, L. 1., N. ¥. © Scranton, Pa. © Allentown, Pa. 
Pittsburgh, Pa. * Greensburg, Pa. . Erie, Pa. 
Philadelphia, Pa. © New Castle, Pa. «© Oil City, Pa. 
Plainfield, N. J. © Glenburnie, Md. ¢ Silver Spring, Md. 
Lexington, Ky. © Alexandria, Va. ¢ Charlotte, N. C. 

Clearwater, Fla. 
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YES, the PENN-UNION Connector 


LARGER Sy aFACES 
for the WRENCHES ~ a good-sized 
HEX Top and Bottom 


The men who use connectors appreciate the 
better design of the Penn-Union - - especially 
when they have to make a splice in close 
quarters, or any unhandy location. 

Better Design is a feature of the entire Penn- 
Union line, which includes Tees and Taps, Straight 


PENN-UNION ELECTRIC CORPORATION, Erie, 


L. MORRIS LANDERS 
315 Walton Bldg. 
Atlanta, Ga. 


BEN K. PATTON 
Gulf Sales Agency, 
504 Delta Bldg. 
New Orleans, Louisiana 


Connectors, Terminals, Grounding Clamps, and 
many more fittings . . . every one thoroughly 
dependable, mechanically and electrically. Pre- 
ferred by leading users, who have found that 
‘‘Penn-Union” on a fitting is their best 4 
guarantee of unfailing service. 


Pa. 


WALTER J. HUEMMER 


Dallas Transfer & 
Term. Wareh. Bldg. 
Dallas, Texas 
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New 2-way tests absolutely prove Bendix tops 3 leading 
non-automatic washers—in washability—in germ removal! 


No vague statistics here—but actual, unretouched photo- more soil than the best of the three competing washers 
grapns definitely prove that the Bendix automatic Washer tested! The Bendix did more than 10 times as good a job 
gets clothes cleaner—with less soap—with less hot water! of germ removal as the other three machines tested. 


The Pittsburgh Testing Laboratory has completed soil Study these results yourself! Then—get in touch with 
removal and germ removal tests of a Bendix and three your Bendix distributor. Ask him how you can tie-in 
leading non-automatic washers. with this great new story. 


The results are dynamite! The Bendix removed 23.3% Bendix Home Appliances, Inc., South Bend, Indiana. 


LOOK AT THESE UNRETOUCHED PHOTOGRAPHS! 


BEFORE BEFORE BEFORE BEFORE 


SR 


Bendix automatic Washer Machine “A” ; Machine “B” Machine “C” 
Each spot in each picture represents a germ colony. 


AFTER AFTER AFTER AFTER 


Bendix automatic Washer — Machine “A” ; Machine “B” Machine 
' Germs practically gone. Note quantity of germs remaining. Compare with Bendix! 





HOW THE TESTS WERE MADE: 


The soil removal tests Were made in accordance with the Test Manual of the 
Americ: n Washer and Ironer Manufacturers’ Association, with water tem- 
peratures of 160° for the automatic machine and 125° for non-automatic 
type me chines as specified by the Manual. 


For the cerm removal tests the washing procedure as above was supple- 
mented by a pre-determined rinse procedure established from contact 
with au‘horities in the field of home laundering, including the manufac- 
turers of the machines used. The Bendix was used in accordance with the 
manufac‘urer’s published instructions. Staphylococcus aureus bacteria 
(bacter commonly used for test purposes) were used to measure effi- 
germ removal. 
sur washers used, three non-automatic and a Bendix automatic 
*, were purchased in the open market by the Pittsburgh Testing 
y. 
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Gee, the lines are busy — . our brand new. huge factory is “humming” to fill 


orders from all parts of the world. The reason is obvious. Orley produces freezers that set 


new standards for performance . . . 


at prices that mean peak value for consumers. That's 


why Orley Distributors and Dealers are foremost in the Profit Parade! 


George Orley, president, Myron 
Solomon, chief engineer and 
Charles W. Stillman, v-p in charge 
of sales personally conduct a 
“spot check” on a group of Orley 
Super-Seven Home Freezers ready 
for shipment to eager Distributors. 





Whe Worlds 


ORLEY FREEZERS, inc. 


Detroit 25, Michigan 
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SOLVED MANY POWER PROBLEMS 


Behind the attractive appearance of this new @® maintenance with fuses concealed behind doors 
Shutlbrak Switchboard is a host of features which that open only when switch is in “off” position... 
added greatly to the safety, efficiency and operation greater simplicity of maintenance due to accessi- 
of one company. It provided, for instance, a more bility and design...more efficient power trans- 
compact unit with greater electrical capacity... mission with High Efficiency Feeder @ Busduct 
greater operating efficiency with less maintenance carrying current from transformer station to switch- 
... easier, faster and more positive switching with 

new heavy-duty @ Shutlbrak Switches . . . safe oper- greater flexibility by providing for future additions 
ation with dead front, safety-type enclosure... safer when the need arises. 





You'll solve these and many more power problems 
by including the @ Shutlbrak Switchboard in your 
new electrical system. This heavy-duty, safety-type 
switchboard with quick make and break switches 
fitted with @ Kamklamp (pressure type) Fusehold- 
ers is available in a full range of capacities: 30 to 
1200 amps., 250 volts, AC or DC; and 600 volts 
AC, 2, 3 and 4 poles. Consult your nearest & Repre- 
sentative for details. 


Frank eC(dam Electric Co. 


ST. LOUIS 13, MISSOURI 


Makers of BUSDUCT * PANELBOARDS © SWITCHBOARDS © SERVICE 
EQUIPMENT © SAFETY SWITCHES @ LOAD CENTERS © QUIKHETEP 
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MORE G-E LAMP ADVERTISING SUPPORT 
Pp ~ 1} FOR THE NEW CERTIFIED LAMP PROGRA 


Sl Highs Fashion Tone 
MW mMYLS Wise days . ste 


Not only * al 





More Light... but 
More Beautiful 





Lighting with 


Women seeking heauty~men looking for eye comfort 


are hinding in these new Certified Lamps the ideal we LOOK FOR THIS TAG! 
combination of “good looking” and “good seeing "> 
they have wanted for so long It identifies the wew Certified Lamps which 
Why don't you see these lacest achievements of 2% » « « Give scientific control of light quality 
years of lighting research and the creative genius of ; . give proper light distribution 
over 100 of the country’s leading portable lamp man- ; 
£4 2 rer Sige. oe . protect agoinst glare 
ufacturers today? Look for Certified Lamps wherever ide gleuty 48 néed aie? 

‘ , ... provide plenty of go i ‘or 
wortable lamps are sold. All sizes, all types—and Pp Pp Y 9 ‘3 
f f 

an P ’ eye comfort 
best of all all prices 
, , , 7) A every lamp is built to 105 exacting 

General Electric does not make portable lamps for home . - 
, ae ‘ specifications and certified by Electrical 
lighting. However. we are glad ! recommend Ce rtified : 
~ > Testing Laboratories, Inc 
Lamps as a great step forward toward easier seeing. 


eve comfort and eve appea 


Be sure your new Certified Lamp is equipped with G-E lamp bulbs 








30-70-100 watt G-€ Circline Fiverescentiomp— 

x for wse in « 42 watt—1i2 inch—used with 

Bbc %. Swing ad dressin fiameat bulbs in many large 
amps. and pir i floot and table lamps 

c more fight $4.75 


to give 
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wiring jobs go smoothly 


when you plan ahead with GraybaR 


Graybar distributes everything for plant or product 
wiring. Wire, cable... busduct, conduit, fittings, race- 
ways... connectors, wiring devices, panels, fuses . . . 
safety switches ... switchboards — they’re all products 
of leading manufacturers — all made conveniently 
available to you or your electrical contractor through 
asingle contact, your local Graybar Representative. 
Many wiring items are stocked at the Graybar ware- 
house near you. Thus Graybar not only can simplify 
vour ordering but often can shorten delivery time. 


CALL OUR NEAREST OFFICE 


a 


Jackson 
Jacksonville 
Knoxville 
Miami 

New Orleans 
Norfolk 
Orlando 
Richmond 
Roanoke 

San Antonio 
Savannah 
Tampa 
Winston-Salem 


Amarillo 
Asheville 
Atlanta 
Beaumont 
Birmingham 
Charlotte 
Chattanooga 
Columbia 
Corpus Christi 
Dallas 
Durham 

Fort Worth 
Houston 


@eeeeoene2ee2e282¢82 
@eeeeeoede0 eee e880 


As for items that are still on the “tight” list, the 
best thing to do is plan ahead with us now. We'll 
schedule deliveries to fit in with the progress of your 
projects, avoiding supply-shortage delays for you en- 
tirely — or, at least, as far as ingenuity makes possible. 

The near-by Graybar Inside Construction Specialist 
will gladly help you plan any wiring project. Our 
other Specialists can help solve any electrical problem 
you may have. Graybar Electric Company, Inc. Execu- 
tive offices: Graybar Building, New York 17, N. Y. 


4826 


WIRENG * LAMPS AND LIGHTING * COMMUNICATION * SIGNALING * VENTILATION * CONTROL *- POWER APPARATUS * TOOLS 
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SCHWITZER-CUMMINS ; 
FANS and BLOWERS gp yore 


AIR HANDLING AT ITS QUIETEST BEST 


You will need the best there is in quality, performance and design in 
merchandise for 1948, and all at a reasonable price. With prices \ 
they are, you must have convincing value to offer. Schwitzer-Cum: 
Fresh-Air Maker fans and Hy-Duty blowers can’t be beat for big air de 
livery, quiet operation, selling features and looks. You will like everyt 
about them and will cheerfully O.K. this year’s prices. And there are a 
prising number of essential types and sizes to help you get the busi 


and boost your profits. 


© ATTIC VENTILATORS © ADJUSTABLE WINDOW FANS 


® WINDOW FANS © PORTABLE CIRCULATING FANS 





© EXHAUST FANS © DOUBLE INLET BLOWERS 


With our enlarged facilities we can now give good service to more dealers 
and distributors and have some prime territory open. We would like to 


present a portfolio of new literature descriptive of some very unique and 





interesting developments for this year’s ventilating business. It is yours 


for the asking. 





SCHWITZER-CUMMINS COMPA 


VENTILATING DIVISION @ 
1145 EAST 22nd STREET + INDIANAPOLIS 7, INDIANA Ee 
ENGINEERS AND MANUFACTURERS OF FINE FANS FOR 30 veAR 


ce 
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Close-up view, showing trolley as it rides in 
Industrial Trol-E-Duct. Trolleys are fed electrically 
and supported mechanically by the slotted duct. 


Trol-E-Duct furnishes constant power to these 
hand-tool operators on moving assembly line. 
BullDog manufactures Vacu-Break Safety Switches 
* SafToFuse Panels * Superba and Rocker Type 
Lighting Panels * Switchboards * Circuit Master 
Breakers * “‘Lo-X"’ Feeder BUStribution DUCT °* 
“Plug-In” Type BUStribution DUCT * Universal 
Trol-E-Duct for flexible lighting * Industrial Trol- 
E-Duct for portable tools, cranes, and hoists, 


These trolleys save more than carfare 


onsiderably more, in fact! Call in a BullDog Field Engineer for data on this 
( can fatten your wallet on the savings you get remarkable power distribution system. He’ll be glad 
8ullDog Industrial Trol-E-Duct ... and breathe to advise you in any way. If you’d like, he can arrange 
, too, as production headaches walk out of your to show you a similar installation near your own plant. 


Your outlet follows the job BullDog’s Field Engineers welcome the chance to sit in 
1g Industrial Trol-E-Duct is a flexible electrical on planning stages of a building project. Their knowl- 
. Current is carried by copper bars encased in edge of electrical distribution layout can mean sav- 
ed steel duct. Trolleys, moving along the con- ings in installation and maintenance costs, as well as 
; slot in the bottom of duct. transmit current highest efficiency and reliability in actual operation. 
bus bars to portable electrical tools, cranes, Why not take advantage of this pre-building service? 
and other moving “loads.’’ Since outlets (trol- 


nove with the job, no lengthy extension cords 
re ee ce ee BULLDOG ELECTRIC PRODUCTS COMPANY 
DETROIT 32, MICHIGAN ¢ FIELD OFFICES IN ALL PRINCIPAL CITIES 
ideal for assembly lines IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD, TORONTO 


Electrical outlet problems for assembly lines are 
solve’ with BullDog Industrial Trol-E-Duct. The slot 
in th bottom of Trol-E-Duct casing is continuous 
throush straight sections, fittings, around curves... 
a saf’, smooth path for the outlet (trolley) which 
follov s the worker and his job. Whether he operates 
a hand tool, a hoist, or even a crane, Trol-E-Duct 
make the job easier, saves time, and increases pro- 
duction 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 
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NORTH STAR 


® North Star, the newest 
fixture in the Smithcraft fluo- 
rescent line, heralds the com- 
ing of a new era in fixture 
design. Slim and ,simple in 
appearance, giving an un- 
precedented degree of illu- 
mination in the vital working 
zone, this two lamp, 40-watt 
unit achieves lighting output 
never before obtained in a 


SMITHCRAFT 


unit of the conventional type. 
North Star has every desired 
maintenance and service fea- 
ture, including hinged glass 
panels and a fully enclosed 
dustproof top. 


North Star is ideal for offices, 
stores or institutions. For 
complete information, address 


Dept. 600. 


LIGHTING DIVISION 


CHELSEA 50, MASSACHUSETTS 


In Canada, address inquiries to: 
Henrae AND LAMPS LTD,, 425 RIVER ST. MONTREAL, QUEBEC, 


he pal tc iat > 
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Ready for today’s 
heavy loads 


Narrow bodies 
make wiring 
, easy 


ideal for homes, 
offices, hotels, 
institutions 


Ndr 
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Helps you to 
sell good wiring 


Underwriters’ __ Silent operation 
Laboratories, t : 
Inc., approval 
means proved 
reliability 


Ask your General Electric merchan- 
dise distributor to show you the new 
G-E mercury switch, or write for 
complete information to Section 
D7-324, General Electric Company, 
Bridgeport 2, Connecticut. 





' Feed Grinders 
Made by tne Corn Shellers 
makers of the 


world-famous 
Milking Machines 





Hoover 


PFI TMG hat Re SIN <a 


Cleaners 


Drill Presses 





ADO 2 ORs 


hitch up a HOOVER and Hitch up the BEST HERE'S WHY THEY WANT HOOVER MOTOR 


hm Zolel anaes ys colil-1e- Mel e-M (ole) dialeMcol@elM-til-1ee lilo Induction run... single phase ... 60 cycles... 
reliable fractional horsepower motor, just tell pcan hgpe aged nae cg 
Capacitor start . . . more than 300% full 


them to hitch up a Hoover. starting torque with minimum current 
F ? No vibration or “shift” . . . integral feet, car 
This sturdy, compact Hoover power plant is machined to give solid mounting and « 
operation. 
eS Low temperature . . . electrical and mecha 
has made over seven million world-famous design for low-temperature operation. \ 
lated open type. 40° C. Rise. 
Laminated steel rotor . . . carefully grounc 
Your customers can use Hoover fractional horse- balanced for maximum efficiency. 


t ie their h thei Centrifugal starting switch . . . designed 
power motors anypiace—in their homes, on their built for years of trouble-free oper: 


farms, in workshops and hobby shops—-wherever High-grade ball bearings . . . sealed ag 
3 dust and grit, give smooth perforn 

they want an easy-starting, dependable source of and long wear. 

Rotation . . . clock or counterclock 


built with the same engineering know-how that 


Hoover Cleaners. 


power. That's why we say, “Hitch up a Hoover and 
ation up the best.” Sold only through retail outlets. 
THE HOOVER COMPANY 


Electric Motor Division 


North Canton, Ohio; Hamilton, Ontario, C 
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WHEN YOU INVEST in power lines and equipment. it’s 
wise to insure against line failure—and to provide long 
range economy—with corrosion-resistant copper wire and 
cable. 

For many years and over many thousands of miles, cop- 
per lines have been giving trouble-free service. You can 
rely on Anaconda wire and cable for efficiency, durability 
and long range economy. 


Anaconda Wire and Cable Company, 25 Broadway, New 
York 4, New York. 47444 





ALWAYS REMEMBER: 


yes 


Vase 











BARE COPPER WIRE AND CABLE 
COPPERWELD-COPPER COMPOSITE CONDUCTORS 


DURALINE URC WEATHERPROOF 


LOOK TO Cnacontla FOR CONDUCTORS THAT LAST! ““SS? 
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For the first time since 1941, we are able to offer you a new, 
complete and up-to-date catalog covering Simplex-TIREX Portable Cords 
and Cables. This new 68-page TIREX Catalog has just been published. 
It contains all the latest dimensions, weights and descriptions of the 
various standard sizes and types of Simplex-TIREX Cords and Cables. 
A complete range of sizes is covered for the various voltages. The “Cured 
in Lead” process is explained and there are instructions for splicing. 


We will be glad to send you a copy upon receipt of a post card or a letter. 


"| 
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j 
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SIMPLEX WIRE & CABLE CO., 79 SIDNEY ST., CAMBRIDGE 39, MASS. 
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IN THIS COMPACT 
CONTROL PANEL 
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-.. ALL AT THEIR FINGER TIPS! That is where experienced home- 

* makers prefer to have the switches and controls on their electric 
ranges. Like this handy compact arrangement on a typical 
MONARCH — Model F56P shown above and also on the Famous 
2 Oven Roaster Range Model F57P. 
When you observe the obvious convenience and safety of this 
arrangement of operating panel, it is understandable why 
MONARCH dealers and Utility accounts find it a pleasure to 
offer these practical range designs to their customers. Here are 
features that are popular with service departments also. Let us 
send you complete information on MONARCH Electrics. 


MALLEABLE IRON RANGE CO. 


4838 Lake Street Beaver Dam, Wisconsin 








Something IN SECONDARY DISTRIBUTION 


HUBBARD 


SAGGER 
_¢ |BRACKETS 





Holes are drilled at correct spacing 
and machine bolt is inserted as shown, 





Conductors are strung, using insu- 
lators as pulleys, until desired sag is 
obtained after which they are tied-in 
while still in the horizontal position. 





Side view of the horizontal | Insulator and bolt in semi- | Closed position. Note that 
or ‘“‘sagging’’ position. | closed position. It must | insulator bolt is solidly 
Note that insulator bolt is | clear the keepers atthe top | locked in this position, 
solidly checked against | to complete closing. having been pushed down 
further downward move- past the spring keepers. 


ment. 











After tying-in, the insulator bolts are 
raised to the vertical and dropped into 
the lock position. 


For secondary distribution circuits, where a variety of sulator Bolts are locked in position when closed of 
problems are to be met, Hubbard No. 710 Sagger open. Strength against line pull is provided by the 
Bracket is the most flexible choice to meet the require- broad back bearing against the pole, the backs being 
ments. This Bracket may be described as a single, 3-inches in width. Spurs at the corners prevent the 
separate, secondary-rack point, which may be used bracket from turning during and after installation. 
with one or more similar points, at any desired spacing Bolt heads are trapped in the back to prevent turning 
for any number of conductors. while tightening. 

No. 710 Brackets are versatile in other ways also. Hubbard Sagger Brackets have been testec! and 
The patented feature is the arrangement of the in- proved in service. Highly adaptable to any condi- 
sulator bolt which may be dropped to a horizontal tions, they have drawn praise from engineers, im 
position to allow the “sagging’”’ of conductors every instance of the many installations made 
with the insulator spool acting as a pulley. In- to date. 


HUBBARD 


HUBBARD ann COMPANY 


PITTSBURGH - CHICAGO OAKLAND - CALIFORNIA 
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»nt National advertising plus these sales 
nd pe ormance features built into every Mert- 
nd A. omatic Electric Hot Water heater bring 
oy moe sales, more profits: 



























L APPROVED. 
Heav 1uge galvanized steel tank, hot dipped. Made 
and vanized in Mertland’s ultra-modern tank and PLUS KIT 
galvc ng plant. CHEN WORK SPACE 
Fully matic, adjustable, snap action temperature con- N "ne Mertland Table Top Electric H 
trol. | 
Quick heating immersion type heating unit. 


Work pressure guaranteed 150 Ibs. (Tested 300 Ibs.) 


Protected from corrosion by Mertland Magnesium Anodic ‘ 
Rod (optional equipment). 

Thick, blanket type Fiberglas insulation all around tank. 

Eight coats of white enamel baked on heavy steel jacket. : Mertland quality 


nlet fle evenly distributes incoming water. 


Heavy gauge copper wiring. round models from 10 to 80 gallon: 

Internc’ heat trap prevents hot water circulation through . 

house ystem except when drawn. Saves fuel. : : da - 
Watta es and voltages to your specifications. Can be - — eMERTLAN DG 
furn 1 wired for limited demand. - , > 


Black \ase conceals mop marks; flush to floor. 


There » a wholesaler near you who will be glad to give ze = 
you the cts about Mertland. On request, we will be glad - 
0 give vu his name and address. 
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OPTIONAL EQUIPMENT AT EXTRA COST 


M. M. HEDGES MANUFACTURING COMPANY, Inc 





: * CHATTAN . 
WATER HEATER SPECIALISTS « en Sane 
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- HEDGES MANUFACTURING COMPANY, INC. 


« WATER i 2 ae SPECIARZASTS * 
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Why Dealers Are Prougo 


Here behind the scenes in Hunter’s moce 
dedicated exclusively to the manufactu ¢ 
is revealed the reason why Hunter pr 
famous for their quality and durability 
most in engineering skill and materials 


ENGINEERING—DESIGN © 


Hunter maintains a staff of skilled engineers and drafts- 

men with experience of many years in fan engineering. 

These experts are constantly at work creating new prod- 

ucts, improving design and searching for new and better 

materials. The fruits of their labor is reflected in the pains- 
taking refinement in every detail of all Hunter 
products 








MACHINE SHOP e- 


Up to date turret lathes, multiple drilling machines 
punch presses, centerless grinders and automatic 
balancing and testing devices all contribute to 
modern tooling techniques that make for a “mass 
precision,” the secret of So much more per dollar 
value of all HUNTER equipment. 


BLADE BALANCING 


Every precaution is taken in fabricating the blade 
to assure uniformly smooth operation. The fan 
blades, die-formed to exact contour, are selected for 
even weight and carefuily matched in pairs. Rivets 
that fit snugly into holes in the blades are driven 
home by hydraulic pressure, fastening the blades 
permanently to the heavy die-formed spider. 


AN BLADE ASSEMBLY 


Here, the air wrench whirls the stud bolts into the 
sturdy cast iron hub, fastening the die-formed spider 
securely on the accurately machined face of the 
hub. A shoulder, turned on the face of this hub, 
is pressed into a hole in the exact center of the 
spider, thus assuring perfect concentricity. The 
blade assembly is now ready for the balancing 
room 


ae SUMMERS EOE F 


| Choice Throughout The Natian For 


4 C fj J % 
» O4NnG peason No wonder 


A Fie 
TI a products a 
RATING & m6 in appearance, quality, and perfor 
i h 
The Certified Rating In- ovate | There are many other interesting p 
signia. used only by ong’ ten ey, production not shown here. At ever 
members of the Propellar ; : 
Fan Manufacturers As- 


sociation offer both dealer 
and consumer the de- 


pendable assurance that ‘ 

all Hunter fans have been 7 D 
rated according to the . i! 

Standard Test Code. ; 


General Office 400 S. Front St. 











> build into these fans the highest 








“8M py 0 AS te ; : 
3 of amity to give lifetime service. Hunter is proud 
ucts fer a |: ne of equipment possessing all the de- 
The nle characteristics made available by 61 years 
Ne | 1e) 7 : 
has bemmmexperie Ce. 


~"® BEARING ASSEMBLY 


ne of the most important assembly steps is pressing 
the sound tested ball bearings, snap rings and 
prene seals into place to form an integral, grease 
packed, dust proof mechanism. Close limit guaging 
parts assure a snug fit in the heavy seamless 

steel tube that holds shaft and bearings in per- 
manent alianment. 
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MOUNTING ARM ASSEMBLY 









The rugged, sleek lined steel mounting arms 
gain their strength through their extra breadth 
at the same time retaining sufficient flexibility to 
absorb motor hum and largely dispe] mechanical 
noise along their separate lengths. Here they 
are bolted rigidly to Hunter’s famous one-piece 
streamlined orifice. 
















FINAL ASSEMBLY 







Here the finishing touches are being added. Every 





part is being gone over to see that every bolt is 







tight while skilled hands are attaching name 





plates, belt pulleys and fan blade assemblies 






FINAL INSPECTION wo 










the unit is 


Under 


tested for speed, smoothness and quiet opera- 


actual running conditions 






tion. The serial number, speed, watt input, am- 





pere and voltage readings are recorded during 







each test 





t Fan Venti lation , 






specialization, skilled 
workmenship, and finer materials 
go into ‘he making of a really fine 
produci. You, too, will be proud 

Hunter. 

















The famous Hunter name 
plate bearing the Under- 
writer's Label is your pro- 
tection against unreliable 
performance and other 
potential hazards. Air de- 
livery, fan speed, horse 
power and serial number 
are shown on a perma- 
nent metal plate. 
























































































































































(type KVS) .. the compact but husky 
connector for heavy duty service. Completely encircles and firmily 


forces conductors into high pressure contact. Recessed bolts and 
rounded edges permit easy taping. Quickly installed with ordinary 
wrench. Bolt retainers eliminate the hazard of loose hardware. Five 
sizes take all conductors from 4/0 to 1000 Mcm. Burndy connectors 
also available for all connecting needs. Write for a catalog, or con- 


sult your local Burndy representative . .. Whatever you connect, 


CHmneel wih 


New York 54, N. Y. 
WESTERN BRANCH: Vernon 11, California * CANADA: Canadian Line Materials, Ltd., Toronto 13 
FOREIGN: Philips Export Corp., New York 17, N. Y. 


be sure to... 
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Ovlaie Attic Fans 


Expand your business and your profits by selling 
modern COOLAIR equipment. Coolair fans, for in- 
dustrial and home installations, will build good will 
for your store because of greater value to your 
customers. 


No other fan offers all of the quality features 
found in Coolair Fans. Customers are assured of the 
utmost in satisfaction because Coolair Fans are: 


QUIETER ... Patented spring mountings and 


streamlined inlet absorb vibration noise! 


LONGER-LIVED . . . Oversize SKF ball bear- 
ings, welded-steel frame and precision manu- 
facture add many years of useful service! 


MORE ECONOMICAL . . . Eight-blade design 
means slower operating speeds, less wear and 


longer trouble free performance! 


Your Coolair distributor or agent has full infor- 
mation on the profit opportunities awaiting Coolair 
dealers. Get in touch with him now ... Start your plans 
for extra profits as an Authorized Coolair Dealer! 





A full description of the Coolair line, with tables 
showing models, dimensions, performance data, 
ete. can be found in 
SWEET’S CATALOG SWEET’S CATALOG 
FILE FILE 
For Builders 
ELECTRICAL BUYERS 
REFERENCE 


Architectural 


A.S.H.V.E. GUIDE 











3604 MAYFLOWER ST., JACKSONVILLE, FLORIDA 
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i's good 


to limit the main capacity of distribution panel- 
boards to 1200 amperes and the branch circuit ca- 
pacity to 600 amperes 


7 ™~ 
f emesis & 


{ )|©) To make your branch circuit sys- 
7 


Ei 


WL tem Trumbull FLEX-A-POWER. Pre- 
.___ fabricated in standard stock lengths 
Se (with numerous outlets), this flex- 
ible distribution system meets the challenge 
of change in industry. 

FLEX-A-POWER can be installed before 
machinery is moved into place. When major 
changes in electrical distribution become 
necessary, the entire Busway system can be 


dismantled, removed and reinstalled, with 
practically 100% reuse of materials. 

Branch circuits or main feeders, switches or 
switchboards, motor controls or control 
centers ... it’s always good electrical practice 
to specify Trumbull, the name that safeguards 
your safe practice. THE TRUMBULL ELECTRIC 
MANUFACTURING CO., Plainville, Conn. Other 
factories and offices throughout the United 
States. Foreign representation. 


MEN WHO. OBSERVE THE TRUMBULL(T ELECTRIC 


BEST PRACTICES MAKE 
IT A PRACTICE TO USE 


TRUMBULL 








lon 
ti01 


Fox THE FIRST TIME, electrical ap- 
pliance dealers have developed an ef- 
fective voice in the electrical indus- 
tr. for many years, the manufac- 
turers. wholesalers, contractors, and 
other specialized groups of the elec- 
trical industry, have had organiza- 
tions that enabled them to express 
their views as a unified group on im- 
portant industry matters and policies, 
but the appliance dealers walked a- 
lone except for a few local organiza- 
tions 

7 National Electrical Retailers’ 
Association has grown rapidly in the 
last two vears, and although its mem- 
bers may not vet include a majority 
of appliance dealers throughout the 
country, it is rapidly approaching 
that objective. Its membership 
touches nearly every state, and in- 
cludes small dealers as well as those 
in metropolitan centers. 

Nearly 100 leaders of the Associa- 
tion attended a “leadership confer- 
ence’ in Chicago recently, to discuss 
sales promotion, trade-ins, service re- 
spons:bilities, franchises, tie-in sales, 
and other topics of current interest 
to lance dealers in their relations 

istomers and suppliers. 
ecial feature of the conference 
joint meeting of the dealers 
epresentatives of electrical 
cturers for the purpose of dis- 
manufacturer-dealer_ relations. 
policies and views expressed 
“d tc dealers are summarized _be- 
ow 


TH: MASTER KEY to the whole 
problem of customer satisfaction for 
our iicustry is efficient and complete 
service on the part of dealers. Cer- 
tainly this item should be of utmost 


importance to every manufacturer. 
He spends a great deal of money and 
time building up good will and pub 
lic acceptance for his products, and if 
these products are not properly serv- 
iced out in the field, then much of 
that good will is destroyed. 

It is poor business for any manu- 
facturer to permit his products to be 
sold by dealers who do not maintain 
their own service departments, or 
have such service readily available. 

The NERA Leadership Confer- 
ence fully appreciates the importance 
of service as a means of assuring the 
purchaser complete satisfaction. In 
view of the importance of complete 
dealer service, it is recommended to 
manufacturers that they co-operate 
with NERA as follows: 

1. Manufacturers should allocate 
merchandise only to dealers who per- 
form service themselves or have ade- 
quate facilities available for that serv- 
ice, in order for the greatest amount 
of good will to result for the entire 
industry. 

2. The manufacturer and distribu- 
tor should carry a full stock of parts 
—even though it might reduce the 
number of complete units produced. 
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They should also ship these parts 
promptly and shipments should be 
prepaid on a memo charge basis 
rather than on a cash basis, where 
the part is in guarantee. 

3. Credits on replacement units 
under warranty should be handled 
promptly in order to increase custom- 
er satisfaction and free dealer capital 
from carrying the cost of the replace- 
ment unit on his books, thereby tying 
up valuable capital investment. 

+. More adequate discounts on re 
placement parts should be provided 
by all manufacturers. 


ONE OF THE BIGGEST problems in 
our industry today is the problem of 
trade-ins, and what to do about 
them. Most observers in the indus- 
try estimate that as soon as supply 
catches up with demand, 80% of all 
sales will involve a trade-in of one 
tvpe or another. 

When that point is reached, deal- 
ers are going to find themselves in 
the same position as the automobile 
industry found itself years ago when 
it discovered that its dealers did 
not realize the importance of trade- 
ins to their business. 

Automobile dealers were then fall- 
ing by the wayside because they look- 
ed upon trade-ins as a great evil. 
Most dealers gave too much money 
for used cars, and by the time they 
reconditioned a car, they could not 
get their money out of it, and gross 
profits shrank accordingly. 

In the appliance business today a 
similar situation exists. One is 
amazed at the number of dealers who 
think they will be able to stay in the 
appliance business without handling 
trade-ins. Right now, some dealers 
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shy away from trade-ins because they 
are afraid of them—aside from the 
fact that some appliances are still in 
short supply. As soon as dealers realize 
that they can handle trade-ins at a 
profit, more dealers will get into the 
trade-in market. 

There is a need for a practical plan 
that will enable more dealers to op- 
erate their trade-in departments at 
a profit. With the experience of 
the automobile industrv as an ex 
ample, the appliance industry should 
definitely take steps to form a similar 
plan. 

It is not too early for this indus- 
trv to take such steps, since the mar 
ket for used appliances is already 
very much in existence, although 
the average dealer does not have the 
slightest conception of its scope. 

What, then, is needed? First there 
is a need for a program of education 
for dealers as to where the market 
for trade-ins is, and the _ profitable 
wav to handle the trade-in business. 
The co-operation and assistance of 
manufacturers is needed to provide 
such a plan. Manufacturers might 
well co-operate with NERA in_ the 
following manner. 

1. Officially approve and endorse 
the NERA program for handling 
trade-ins, which provides wavs and 
means to develop prospects and pro 
fitably handle trade-in business. 

2. Give NERA full support in 
market surveys to develop trade-in 
prospects. 

3. Officially approve and endorse 
the NERA 15-point program for ad 
vertising used appliances. Enforce 
ment could be carried out by working 
with local advertising clubs, Better 


Business Bureaus, and local news- 
papers. 
+. Support a proposed NERA 


program for “certified’’ used appli- 
ances. Under this program dealers 
who recondition appliances in accor- 
dance with basic requirements set up 
by the Association would be entitled 
to advertise that appliances had been 
fully reconditioned, in accordance 
with standards of NERA. When 
properly advertised for public accep- 
tance, this program would give pres- 
tige to the trade-in market and help 
build consumer confidence and good 
will. 


The Rural Market 


ANY DEALER who is looking for 
added sales need look no further 
than the rural market surrounding 
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his city. Farmers not only have the 
money to spend for electrical appli- 
ances and farm equipment, but they 
have many times more money than 
do most city workers. 

However, in getting into the farm 
market, time is of the essence. 
NERA is therefore vitally interested 
in seeing more dealers get into the 
farm market at the earliest possible 
moment. 

The average appliance manufac- 
turer does not specialize in products 
for the farm, except for appliances 
and radios. Electrical distributors 
can help the dealers by stocking a 
full line of electrical products which 
the farmer wants and needs. 

Manufacturers can take an active 
interest in setting up specially trained 
farm dealers. There are many deal 
ets who are already in the business 
of supplving the farmer with appli 
ances and other electrical equipment, 
but many more would 
like to do business with the farmers 
lack the required knowledge. 

Appliance dealers need and request 
the assistance of manufacturers to 
help them sell the farmer and win 
the battle over LP gas. It is recom 
mended: 

1. That manufacturers and dis 
tributors should either train a good 
existing dealer in cach rural trade tei 
ritory, or appoint a new 
properly train or help train him so he 
will know how to profitably sell and 
service the farm market. 

2. That manufacturers should 
support these dealers by removing in 
equalities in sales and service proce- 
dures which frequently hinder their 


dealers W ho 


dealer and 


success. 

3. That manufacturers should 
work with NERA to get REA—and 
all other co-op enterprises—out of 
the appliance merchandising — busi 
ness. 


Back Door Selling 


ONE OF THE OLD-TIME problems is 
the familiar question of ‘back door” 
selling by wholesalers, and its lesser 
but equally unfair counterpart, spe- 
cial discount selling. 

We believe that wholesalers should 
be wholesalers, and retailers should 
be retailers. While there has been 
no apparent increase in this evil dur- 
ing the past six months, so far as the 
smaller communities are concerned, 
we have found that this unfair prac- 
tice is increasing daily in the various 
population centers. We believe the 
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only way to stop this unfair pra 
of buying at wholesale—partici 
in this day of merchandise shor 
and dealer allocations—is for n 
facturers to rigidly supervise thei 
tributors and jobbers so that it 
be virtually impossible for the 
sumer to ‘buy anywhere « 
through regular retail channels 
Likewise, while the questi 
special discounts to groups of 
ployees within and without th 
trical industry is not now as 
a problem as it was pre-war, th 
increasing evidence that the pr 
is coming back into the indust 
far as the dealer is concerned. 
Whether normal distribution 
nels are circumvented by wh 
purchasing by _ large 
groups applying to dealers fo 
cial discounts, our association 
this definite stand: ‘That neith 
manufacturer nor the _ dist 
loses his profit on such deal 
the dealer does suffer, by loss of 
volume which rightly belongs t 
at a full profit. In our opinio 
dealer has a justifiable reason t 
plain. We maintain that the 
try should definitely discourage 
selling and 


concel 


door” special dis 
selling to emplovee groups, w 


within or without the industt 


Franchises 


Wuart is a franchise? It 
an invitation to grief—an invit 
to become involved in 
unequal 


price-cu 
special deals, distrib 
and poorly conceived and bad 
ecuted advertising support. 

That’s the extreme. On the 
hand, there’s the good fran 
However, we know and you 
that the right to market any 
line of merchandise in any give 
ritory is only an empty promis¢ 
less it is backed up by sound 
ing and fair policies which mak 
franchise nean something mor 
just a piece of paper. 

Our association __ believes 
manufacturers should examinc 
territories and franchise accord 
market population, rememberi 
keep the number of dealers do 
where the line is profitable t 
tributor and dealer alike. 

We further believe that th 
clusive or semi-exclusive franch 
the only workable basis on wh 
dealer can do an aggressive sellin 
and still feel that he is prot 
with his product. 





















ince franchises say what a dealer 
and must not agree to do, we 
ve that in each dealer franchise 
use. should be inserted which 
the distributor agrees and guar- 
; there will be no sales of the 
ict made to any group or indivi- 
those franchised. We 
recommended that 
itional association prepare such 
ment and submit it to 

encouraging the 
he agreement included in every 


except 
iccordingls 


} 
eacn 


dealer to 


e he signs. 

following is the NERA policy 
question of franchises: we be 
icre should be an ample mar 
everv dealer and a fully com 


market. If 


3 1 e 7 
tice were conscientiously fol 


dealer for every 


al! electrical manufactut 


we believe the smaller prob 
sing out of the franchise 
uld automatically take 


themselves. 


Sales to Buiiders 


\NWOrHER PHASE of the franchisc 
the matter of builder and 
purchase sales. The build 


nulfiple purchase saics prob 


increased rather than de 
n importance during the last 
ths. Our association realizes 


nufacturers must compete 
these — sales. 


that back of 
Ithy competition is the desirc 


themselves on 
\\ ther appreciate 
ic use of electrical appliances 
|. However, we would again 
yoint out that in handling 
neither the manu 
nor the distributor sacrifices 
fit, but both are definitely 
g the dealer’s profit if they 
t to the builder or force the 
sell to him at a serious loss. 


builders, 












nly logical to assume that 
ler is important to the other 
of the industry, then the 
industry does to strengthen 

and build him up, the 


will be the electrical indus 


NERA Leadership Confer- 
rived at the following uni- 

tec uon: (1) that ‘the dealer 
not be circumvented in build- 
tiple purchase sales to the 

(2) that the question of 


vl the quantity ‘line, if any, 
sti be drawn, should depend on 
What the dealer desires to handle 
and able to handle; (3) we de- 


finiteiv believe that all builder sales 


consideration of 
therefore recommend the following 
wavs and means available for reduc- 
ing costs of installations: 


in quantities up to six should be 
channeled through the dealer at his 
regular profit and that the distribu- 
tor should co-operate with the deal- 
er to see that the proper allocation of 
merchandise is shipped from the fac- 
tory to handle the requirements; (4) 
on quantities over six, it is our op- 
inion that the distributor should first 
open the sale to competitive b‘ds and 
then should co-operate with the deal 
er according to the dealer’s ability to 


handle the transaction, then if the 
dealer is unable to handle the sale, 
the distributor should act for the 
manufacturer. 
Business Helps 

DraLers participating in__ the 
NERA Leadership Conference are 
all interested in ‘becoming more effi 


=< 


cient retailers. ‘To achieve this ob 
jective, the following recommenda 
tions are offered 

1. That manufacturers recognize 
the need for—and vigorously support 

a department of NERA to be 
known as the “Business Efficiency 
Division.” This department would 
cbtain operating cost information, 
gct such information into the hands 
of dealers, and provide an_ expert 
field service which would help deal 
ers themselves in putting this info1 
mation into effect in their business. 

2. That a qualified, top-notch 


economist and analyst be emploved 
to head the NERA Business Efficien 
cv Division. This would be 
competent to prepare and keep cost 
study forms up to date, plan cost 
surveys to obtain the most complete 
figures possible, interpret the data 
secured, and direct field men in their 
contacts with dealers. 


man 


Installation 


[HIS ASSOCIATION is very much 
concerned about the high cost of in- 
stalling electric ranges, electric water 
heaters, and other appliances. 

As a result of serious study and 
the problem, we 


1. Adequate wiring in_ present 


construction, particularly in new con- 
struction, 
ling future appliance purchases. 


will lessen cost of instal- 
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2. Pooling of installations by 
dealers and contractors to work to- 
gcther would result in reduced labor 
costs. 

3. Electric companies 
ting in installation costs. 

4. Less restrictive other 
codes requiring specific materials and 
methods. 

5. Co-operative action with Na 
tional Electrical Contractors’ Associa 
tion and National 
Master Plumbers in order to discover 
a solution to the various phases of 
the problems incident to plumbing 
and wiring installations. 

6. Program of public relations to 


participa- 


citv or 


Association of 


bring all segments of the industry 
together, with a view to selling ap- 
pliances and increasing the accep- 


tance of electrical living. 


Sales Promotion 


NERA mMemBeERS have been warn 
ed by the 
their operating costs that all dealers 
—regardless of size—must in the fu 
ture even bigger 

} } : 
ume than they had in 
if the industrv is to survive and pros- 


economist who analyzed 


° ' 
have an sales vo 


prewar veats, 


per. 

In order to mect this challenge, 
we believe the dealer should be the 
all-important pivot in sales promo 
tion. We further believe that all 
such programs should involve the 
dealer as the central point of con 
tact, because the consumer recog 
nizes the dealer as the manufactur- 
er’s agent. 

In this connection, the NERA 
Leadership Conference has _ given 
considerable attention to the matter 


of monthly sales promotions on vati- 
appliances. We this 
would be a wonderful but 
we have found from experience that 
it is not practical on a monthly basis. 
We feel that everv three months 
would be more feasible timing for 
promotions, because monthly _ pro- 
grams invariably their zest, and 
also we have found that too much 
activity pushed on the dealers seems 
to be resented. 

An additional objection to month- 
ly promotion programs is that they 
have a tendency to become seasonal 
promotions of some one appliance. 
Usually such seasonal promotions do 
not achieve the desired results be- 
cause of economic factors such as 
production snags and unemployment. 

Instead of concentrating on month- 

(Continued on page 116) 


believe 


program, 


ous 


lose 
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(re Your Demonstrations Alive ? 


ACTIVE DEMONSTRATIONS pay off in 
sales; a moving window display is bet- 
ter than a static one; and servicemen 
themselves are often the best persons 
of all to make demonstrations on ma- 
jor appliances. 

These three fundamental points of 
merchandising appliances are soundly 
believed by the partners in the Jones 
George Electric Company, located at 
815 Laurens Street, Aiken, South 
Carolina, and their ten year experi 
ence in appliance selling by demon 
stration makes their opinion author 
tative. 

“Ten years ago, people in this part 
of the South thought it was beneath 
their dignity to do their own wash 
ing,” says W. O. Jones, senior part 
ner in the firm. “But by a program 
of active demonstrations, in which we 
have been aided by manufacturers’ 
advertising programs, we have helped 
to educate the people to the use of 
washing machines until our present 
market is still far behind delivery.” 

Mr. Jones realizes, of course, that 
many of these orders are merely the 
result of the seller’s market but be- 








lieves that his program of regular and 
active demonstrations over a period 
of years prior to the war built a lot of 
this demand. ‘These demonstrations 
were all-out affairs, for the Jones- 
George company rented the Aiken 
city auditorium three to four times a 


vear, and conducted “open-house’ 
which included entertainment, re- 
freshments, and thorough demonstra 
tions of appliances by power company 
home economists and salesmen of the 
store itself. 

“Coupled with these outside dem- 
onstrations, we have always made it a 
point to make thorough demonstra- 
tions of the appliances in the store 
when customers come in to ask ques- 
tions,” Jones remarks. “‘And we have 
always kept up a program of adver 
tising that continually brings home 
the advantages of our appliances. 

“For our direct mail list, we have 
not depended merely on lists of previ- 
ous customers, but we went to the 
tax books to get lists of all property 
owners in our trading area. We now 
send out sales booklets to these, and 


also use movie trailer advertising, 
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which we have found to be quit 
cessful.” 

What happens after the ap) 
is sold to the customer—doe 
Jones - George Electric C 
pocket its profit and forget all 
it? 

“No, we follow through 
sales.” 

By following through, Jones 
that the serviceman who mak 
installation is trained to go tl h 
a complete demonstration of t 
pliance when it is installed. H 
not leave the appliance until 
the customer are both sure t 
new purchaser knows how to 
the appliance efficiently, and 
make minor adjustments 1 
continued home operation. 

hen, a week to ten days lat 
serviceman makes another sch 
call in which he re-checks the 
tion, and answers questions b 
onstrating again. 

“It has been some extra exp 
me to train t 


CULS 


servicemen to 
efficiently,” Mr. Jones point 
“Besides instructing them mys 


Miss Emily McCarter, 


office manage of 
Jones-George Electric 
Company, Aiken, 


South Carolina, -mil- 
ingly does a moving 
and active demon- 
stration of an au- 
tomatic wash to 
three intere-ted 
housewives. Notice 
manufacturer’s aid 
being used at lcit— 
a chart to show the 
steps in using the 
appliance 




















































have followed a policy of sending em- 
plovees to every convention and 
manwfacturer’s demonstration.” 
‘Jyealers in the smaller cities are 
certa nly justified in sending em- 
ploy. es to the big conventions,”” Mr. 
loncs says. “In this day and time, 
u hope to keep up with the 
with the advantages of various 
neces, and with their 
ms, it is a definite necessity 
these conventions and demon- 
ms be attended. 


SeTVICC 


far as I know, there has never 
i convention in this area during 
ist ten vears, that some person 
this firm has not attended,” Mr. 
savs. “Every serviceman goes 
conventions that give informa 
m his particular line, with all 
es paid by our company.” 


Servicemen Can Sell 


ough attendance at these con 
ns and through concentrated 
the servicemen double in brass 
esmen, Jones says. “The serv 
n are also trained to make full 
ations on the condition, opera 
ind repairs of an appliance when 
eturn it from the repair shop.” 
d of simply depositing the ap 

in the home, handing out a 
nd walking off, the serviceman 
strates that the repaired ma 
has been effectively restored to 
icss. And if the repair was ne 
ted by some wrong usage of the 
Ice by the customer, the serv 
1 points out the correct meth 


> have found that the sale of 
in be increased greatly by tak 
tomers to other installations to 
strate their effectiveness,” 
says. “It all stems back to the 
le of seeing the article actually 
ration. During the hot months 
mmer, we made every fan we 
d help to sell another, both 
ns for residences and commer 
1 installations. As soon as we 
e prospect around to see our 
tions, he usually bought a 


der to give servicemen the 
incentive to sell, the two part 
fer salesmen’s commissions on 
s sold by the repair men. As 
s commission is not offered 
igerators and ranges, for the 
eorge company still has large 
unfilled orders for these ap- 


and George both consider 
tself an automatic selling fac- 
of, wien it is done swiftly and effi- 
cently. “Our service,” says Jones, 


1 


‘SS almost the best thing we have.” 


Although 


the Jones-George Electric Company keep their demonstration 


display appliances in active use, they carry the demonstration idea further 
by staging open house demonstrations in the city auditorium three or four 
times a year. Servicemen are trained to make demonstrations on every 
appliance they install. In the store demonstration above, W. O. Jones looks on. 


The company offers day and night 
service, anytime, anywhere. Their 
advertising features three phone num 
bers which may be used to reach 
Jones or George at any hour. 

“We also claim to be able to fix 
anything electrical, if it is capable of 
being repaired. For instance, just 
last week, one of the dentists in town 
found that his dentist chair was out 
of order, and he didn’t believe we 
could fix it, but he let us try. One 
of our servicemen went over there 
and worked over the week-end, and 
had it running perfectly on Monday 
morning. Now we know that the 
dentists will certainly make customers 
for us by talking about the quality of 
our repair work.” 

The two partners have always been 
active in the civic life of the com- 
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munity. Jones is past president of 
the local Chamber of Commerce; is 
presently chairman of the Board of 
Stewards of St. John’s Methodist 
Church, in Aiken, and serves on the 
state-wide hospital advisory council 
appointed by the governor. 

The company has followed a care- 
ful policy on selling appliances during 
the shortage period. Hardship cases 
have always been allowed for by 
awarding hard-to-get appliances to 
those apparently most deserving. 
Then the partners explain this to 
other customers on the waiting list 
and generally find that those custom- 
ers give 100% co-operation. 

Typical of the company’s active 
demonstration policy has been their 
window decorations. They always try 

(Continued on page 116) 
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EFFECTIVE USE OF RADIO( 


Josep 










Appliance dealers of Fort Smith, A Fort | 
are developing effective programs | at make! 
help promote sale of appliances. | The | 
left is the “street radio show” used by aie 
Hunt’s to draw noontime crowd- to gs 
the store’s front door. 
tomers visiting the store at the i 
of the broadcast. Persons inte "'*V. 
ed are asked their opinion of \ 
items on display, and listencrs, « " 
quently, learn about the appl ne 
from their friends or neighbo cid 
stead of from an announcer. é 
Get a Trade-Mark Your 
Attempt to devise some so 1 
trade-mark for vour program 
merely a theme song, but an 
recognizable identification whic 
teners will associate with you On 
gram and your store. A fire si 
rooster’s crow, a_ police whist 7 
lecomotive bell, a lion’s roar, : 
familiar sound will serve the pu 
Remember that the best sal 
‘n the world is a laugh. This d 
mean hiring a comedian to fe : 
public a lot of stale jokes. It 
injecting as much humor and ee 
mality into vour program as _ p¢ ‘, 
Another Mississippi clectrica ma 
er sponsored a quiz show on “ 
famous musicians, operas, n iy 
comedies, bandleaders and orcl 
were featured. Listeners wet! 
RADIO ADVERTISING today is pulling Electrical dealers cater to such di- phoned and given three clues 
more sales for clectrical dealers than verse groups of customers that a pro- the subject’s identitv. Wiainn¢ m 
ever before. This is because of three gram of universal appeal :s difficult awarded their choice of two 
factors. Mr. Average Citizen has to conceive. A program suitable for graph records at the store. 1 n 
more time to listen to his radio than farmers would usually find little favor gram proved to be one of th " 
he formerly did; he has more money with housewives, and vice versa. For popular daytime programs on 
and is in the market for all kinds of this reason, it might be advisable to tion. y 
electrical appliances; and more aver- direct your radio advertising and Broadcasting times havc 
age citizens have radios. Electrical sales appeal to one specific market deal of effect on the success 
dealers who are neglecting this adver (your largest) and devote your news- program and the effectiveness 
tising media should give it further paper and mail promotions to cover- commercials. While “pt Bri 
study and investigation. age of other groups. hours may be more expensi\ Sie 
Some radio programs fail as sales Above all, seek originality. A new will be well worth the extra “tricom 
builders, because they lack inspira- twist will often put across an old idea, ment. Seven o’clock in the g _ 
tion. There is no thought behind and a fresh presentation may sell is the ideal time for any | , 
them and they have no definite pur- slow-to-move merchandise. The Mod- beamed to family groups, becat \¢ 
pose (aside from the dealer’s desire ern Electric Supply Co., Columbus, ner is usually just over, and a aurea 
to sell electrical appliances). One Mississippi, built its own broadcast- bers of the household are in treet 
good, well-planned fifteen - minute ing studios in a wing of the store for relaxation. Second choicc mn jualiti¢ 
show per week can bring more dollars and transmits daily programs from Surveys have proved that the “ws 
Hunt’s 


into your cash register than a full 
week of mere “air time.” 
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these facilities over Radio Station 
WCBI, featuring interviews with cus- 
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ity of regularly used radio 
turned on during the noon ho 
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A 
extreme 
street 
wualitic 
conside 
Hunt’s 
Smith, 
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Fox, of Fox Appliance Co., of 
rith, Ark., has used a “home- 
type program successfully. 


ogram originates from a small 
kitehen in his store and attracts 
siderable “studio” 


audience. 





re attention is paid to pro- 
icard. 

ible listening time can also be 
lat 9 p.m. Mid-evening air 
especially acceptable for pro- 
f a subdued nature, such as 
nelodies, dance music, or pos- 
news or religious broadcast. 
srospect will have returned 
e movies or from social calls, 
vill be in the market for a bit 
ntcrtainment before retiring. 
program is pleasing, it will be 
to regularly. 


program will never sell ap- 
Your presentation must 


regular audience. When the 
gets the habit of listening 
programs, they will listen to 
mmercials. To insure consis- 
pularitv. there should be some 
sustained intcrest, such as a 
contest of some sort. For 
prominent local business 


might be invited to appear as 


mn your program. 

im directors and continuity 
in do much of vour planning 
but it will be wise for you 


nstruct the outline of your pro 


urself, letting the studio writ- 
t out. You will know better 
one else what type of pro- 
iterial will appeal most to 
tomers, and what will bring 

response through added 


Let Listeners Help 


your listeners into the pro- 
much as possible. Ask them 
bute ideas and material. At- 
» treat old subjects in a new 


ibination radio show (with 
high listener interest) and 
rival (with sure stopper 
has succeeded in moving a 
ble volume of appliances for 
department store in Fort 
\rkansas. 


oFOR DEALER ADVERTISING 


A radio show is broadcast from the 
street in front of the store every week 
day at 12:15 p. m. “Interviews with 
Interesting People,” featuring Harvey 
Marsh and Jim Hendrix, is drawing 
noon-time crowds to Hunt’s front 
door. The human interest involved 
in hearing local people talk over the 
mike is making the radio public lis- 
ten to Hunt’s commercials, and the 
whole performance is creating a feel- 
ing of friendly intimacy between the 
store and the buying public. 

The idea of securing “spontancous 
and unrehearsed’’ interviews from 
passers-by on the street has been 
kicked around for a long time—since 
the beginning of radio, but how well 
such a program can sell appliances 
has not been fully realized or widely 
used. That it can sell them in quan- 
tity has been proved in the experi- 
ence of Hunt’s department store. 


SLECTRICAL SOUTH for MARCH, 1948 




































In analyzing the factors that have 
made this radio street show so suc- 
cessful, much credit must be given 
to the two young men who handle 


it, says Clint Walden, manager of 
Hunt’s. “Such a show calls for an- 


nouncers who have a fluent gift of 
gab and can get people to talk over 
the mike. They must be able to 
keep the conversational selling ball 
rolling when it is hard to secure in- 
terviews.”’ 

Once begun, the conversation 
might turn to anything: the weather, 
politics, styles, dentistry, or a million 
other subjects. But it always reverts 
back to Hunt’s offerings of applian- 
ces and other merchandise. Why 
the person happens to be downtown 
usually serves to get things off to a 
good start, especially :f she happens 
to be there for the purpose of shop- 
ping. For reasons that are obvious, 
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most of the people interviewed are 
women. 
an important part ‘n the interviews. 
People on their way to and from 
lunch gather around to hear the fun, 
and the stage is set for a lively con- 
versation interspersed with bright re- 
marks about Hunt’s appliances. 

“The reason why the people at 
home listen in is because local boys 
and girls are being interviewed,” be- 
lieves Mr. Walden. “It is well nigh 
impossible to resist listening to one’s 
neighbors, or friends from nearby 
towns, or well known citizens, or to 
any other person, when he is heard 
unexpected conversation over 
the air. You mav be sure that after 
wards all the friends and acquaint- 
ances of the one being interviewed 
will talk about what he said, how he 
sounded, and what he received out of 
Hunt’s gift bag as a reward for co 
operating on the show. Could a bet 
ter way be devised to get the custom- 
ers themselves to talking about 
Hunt’s and Hunt’s merchandise? We 
think not. 

“Once the crowd has stopped to 
listen to the show, they find it easy 
to step inside Hunt’s for a look at the 
merchandise advertised that 
day. Especially does the show act as 
a magnet to draw out-of-town custo- 
mers into Hunt’s store. The feeling 
prevails that there must be unusual 
values at Hunt’s since they are im 
portant enough to warrant broad 
casting from the street,” Mr. Wal 
den points out. 


In an 


being 


Timing is Essential 

“In staging such a radio street 
show, the timing is of the utmost 
importance. Hunt’s program might 
not be so successful if it were sched 
uled at any other time of the day. 
But at 12:15 the street is full of pe 0 
ple going to and from lunch. The 
crowd is dense at that time. Hunt’s 
program comes on immediately fol 
lowing the local news at noon, which 
most persons in Fort Smith hear. 
Once having tuned in for the news, 
it is easy to leave the radio on for 
the Interviews with Interesting Peo- 
ple program. Afternoon shoppers 
come to town with Hunt’s shopping 
news fresh in their minds.” 

The radio street show is a splendid 
medium of advertising which has not 
been made use of by stores as much 
as its effectiveness warrants, believes 
Jim Hendrix, announcer of the show. 
He points out that, skillfully handled, 
it becomes a friendly link between a 
store and its trade area. But unlike 
other methods of advertising, it is 
either a big success or a complete 
flop—there is no middle ground. It 
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Wit and good humor play 


either goes over or it doesn’t. “How- 
ever, its success is assured if a few 
fundamentals are rightly managed. 
The three elements that make a radio 
street show click are: the announcer, 
the person interviewed, and the sub- 
iect of the conversation.” Here are 
how-to hirts he gives: 

1. Pick the announcer with care. 
He must be one who has “a way with 
him” when it comes to getting peo 
ple to talk. A ready tongue and a 
quick wit are indispensable. He must 
have a healthy curiosity about peo- 
ple, and an easy, friendly approach 
which makes it natural for people to 
answer his questions. He must be 
careful not to embarrass people with 
personal questions they do not want 
to answer, but he must get them to 
talk about themselves—a thing every 
body loves to do. 

It is better to have two men work 
ing on a show because one can be 
rounding up the prospects, while the 
other is on the air. Thus things can 
be kept moving along better. The 
show must move along briskly, with 
no dead ends, no lags in the conver 
sation, no waits, or hesitations—it’s 
too easv for the listener to turn his 
radio dial! 

2. Considerable skill must be used 
in selecting persons to be interviewed. 
Much depends on their co-operation. 
In rounding up prospects, look for 
settled, middle-aged persons, fat peo 
ple, or old people—the older the bet 
ter. 

These types are less scl 
and will open up and tel 


f-conscious 
1 all their 
life secrets if handled rightly. Older 
persons especially do not mind talk 
ing and like to be asked their ages. 


ly follows 


\ question which natural 
is “How long have vou traded with 
Hunt's?” 

The interviewee must 
prepared for what is to come, before 
he goes on the air. Disarm his fears 
and reassure him that he will not be 
asked anything he would not care to 
answer. Most of them will protest, 
“But I won’t know what to say!” 
Hendrix then counters, “You know 
about you, don’t That’s all 
we're going to talk about.” 

3. Once on the air, Hendrix asks 
the following questions in this order: 
What is your name? Where do you 
live? Are you married? What is 
vour work? Why are you in town 
today? 

The rest of the conversation comes 
easily, but the announcer has to be 
careful about the subjects to be dis- 
cussed. Hendrix said the truth of 
this was borne on him one day after 
he had interviewed a dentist’s assist- 
ant. Following the broadcast, pro- 


always be 


vou? 


tests came pouring in. One car 
“For goodness’ sake, don’t talk 
false teeth and sore gums whik 
trying to eat our lunch!” 

Merchandisers planning a 
street show, should also take t 
lowing factors into considerat 

4. Rainy days are best f 
broadcasting. People seck s 
store openings. ‘They are 
around and show more willing 
talk because they have mor« 

5. Radio © street 
good in winter. In fact, it’ 
not to carry one longer t 
months at a time.  Freshn 
appeal are lost if the public 
show too often. 


OI 
} 
} 
I 


show S 


Handle Commercials Caref 
6. Commercials should 
The ready-m 


b 


made obvious 
should come only at the 
and end. ‘Tell about the ba 
an ordinary conversational wa 
go along, but don’t break th 
cast. Listeners don’t like 
knocked over with commer¢ 

7. The old question box 
is out. People don’t like t 
hard or catchy questions o1 
This method was used a 
in the first years of strect 
ing, but has been discarded 
of the friendly conversation 
It’s all right to have a few s1 
tions handy to use in cas¢ 
gency, but don’t use them 
clse has failed. 

8. Most important of al 
strect broadcast squarely beh 
civic project. Hunt's gave 
instructions that any drive 
paign going on in Fort Smit 
county should be given tim 
air. Representatives of 
Cross, Community Chest 
Club, and all local organizat 
the opportunity to mak« 
Hunt’s show if they des 
policy made for a splendid 
co-operation between Hunt's 
public. It makes the pi 
that Hunt’s is for them an 
are for Hunt’s. As a result 
has a firmly established reput 
public spiritedness. 

“The program has helped 
Hunt’s a household word th 
the entire trade area,” Mr. 
says. “Going on the ait 
every day, it makes for eas} 
mate knowledge of the stor 
appliances. Fort Smith resi 
gard Hunt’s as a shopping c« 
cause every day it comes 
homes carrying friendly cony 
with the general mass of pe 
pass by on the street. 


} 
t 


) 


i 
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(ction | for every appliance 


Major and small 
appliances are put 
to work 


, PROSPECT for a home 
omes into the store of S. 
& Sons, Hot Springs, Ark- 
W. Morris, the manager, 
to the unit kept for active 
ship, lifts the cover, and 
1 for a package of icv frozen 


sty package is placed in the 
’s hand, making her instant 
jus of its completely frozen 
1 and pointing up the sales 
that makes her realize the 
reaching into her own home 


’ ] . . 7 mL: . . * . . . 
perfectly preserved food. This small appliance table permits display of many different items, ready 


scasons, this actually operat 
freezer delivers proof of its 
nce, convincing the prospect 
that she is losing mone appetite appeal and thrift with the 
ting food by not owning a home freezers we sell.” 
ezer. Action is used for all the other 


igh Hot Springs is not lo major appliances sold here. One 
1 highly developed farm electric range is kept connected for 


ec home freezers are sold by action; another displays a handsome 
mp & Sons than by dealers cooking set that seils for $16.95. In 
spects own many chickens, themselves the cooking sets are pro 
other farm products. 
who likes “good living” is 
t for a home freezer, insists 
who goes after volume. At 
he is selling all the home 
1c can obtain, but he senses 
when even more active 
ship will have to be em 





se promotion stunts then 
clude giving a package of 
od to the prospect,” Mr. 
clared. “I’m planning fu 
notions for home _ freezers 
ide prizes of frozen foods. 
| be other contests featur- 
ll of those who own home 
t preserving and packaging 
ids, with prizes for the win- 
while selling is fairly easy 
_ any electrical appliance, 
fluencing our customers to 
ppetizing foods when they 
home freezers sold by this 

> Keeping appliances in action for a 


ind we are never going to “eal ; 
ee ; oo, t ready demonstration is O. W. Mor- 
ing the prospect associate ris’s best promotion stunt. 


+ 
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for active demonstrations by the salesman. 


fitable, but Manager Morris counts 
as their greatest value their utility in 
sclling the cleanliness and conven 
ence of the electric range. 

When selling electric ranges be 
comes more difficult than it is now, 
says the manager, cooking utensils 
will be given with the range and as 
prizes at demonstrations. 

“We sell better, casier cooking, 
not just electric ranges,” Mr. Morris 
emphasized. “So we stock fine pres 
sure saucepans, waterless cookers, and 
other choice cooking utensils and usc 
them in all sales talks for ranges. 

“Let the customer see how easily 
the utensils fit the burner, how many 
she can accommodate on the top of 
the range, while you tell het that 
electric cooking is so clean that her 
utensils will always be spotless and 
shining.” 

Action is used for refrigcrators, at 
tic fans, and all the small appliances 
that add so profitably to the volume 
of this store. 

One small appliance table in the 
store is filled with one-of-a-kind of 
all the small appliances sold—mixers, 
shavers, clocks, heating pads, desk 
lamps, irons, bottle warmers, toasters, 
waffle irons, and coffee makers. 

Few customers or prospects leave 
the store without being taken to the 

(Continued on page 116) 
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Many appliance dealers are “miss- 
ing the boat” through not placing 
enough merchandising promotion on 
electric fans, according to Harold 
Hall, of Hall Hardware Company, 
2750 S. Dixie Highway, West Palm 
Beach, Florida. 

Mr. Hall, who annually sells more 
than 350 fans, believes that the small 
appliance department should begin 
with the electric fan during the early 
summer months, and that with a bit 
of simple showmanship, they can be 
among the most profitable electrical 
lines in the store. 

Hall Hardware 
built a modern new 
time ago, carries eight lines of na 
tionally-advertised, well-accepted clec- 
tric fans. “We carry no off-brands 
or little-known varieties,” Mr. Hall 
said, “on the theory that when a cus- 
tomer buys a fan, she is usually think- 
ing in terms of several years use—and 
we must be prepared to back it up. 
Therefore, during the shortage peri- 
od, we gave up selling fans altogether 
in preference to substitute lines.” 


Company, which 
store a_ short 


An extremely wide price scale is 
also required to do the best possible 
merchandising job, according to Mr. 
Hall. Therefore, his eight displayed 


DISPLAYS” 
build fan volume 


lines include prices all the way from 
$7.95 to $45.95, and from 6-inch 
bedside model fans to 20-inch, pede- 
stal-mounted circulating varicties. A 
table 8 feet long by + feet wide, with 
various levels of shelving is used to 
make up a huge fan display, starting 
June 1, in the left hand front corner 
of the store. “We arrange the fan 
display so that it duplicates itself 
cither from outside the store looking 
through the window, or inside,” Mr. 
Hall said. “Fans are something 
which must be seen and felt to be 
appreciated, and therefore, we follow 
the super-market idea of showing a 
mass display whenever possible.” 
With anywhere from 8 to 15 fans 
on the display table simultaneously, 
Mr. Hall developed a clever mer 
chandising idea—which is to bring 
every fan “‘to life”. He feels that a 
group of fans sitting motionless has 
little or no eye-appeal, and that there 


Harold Hall, of Hall Hardware 
Company, West Palm Beach, be- 
lieves in mass display for promoting 
fan sales. In the corner of his 
store, shown in the photograph 
above, a large fan in operation 
keeps the smaller ones whirling. 
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is no way to make one or th 
stand out. Therefore, the 

arranged with the smallest 

the front, the next largest sizc 
second row, and so forth to 

corner of the fan display tabl 
a 20-inch, 2-bladed air circi 
mounted. The latter is bolt 
ly to the table, and is kept i 
tion all the time. ‘The st 

rent of air from this fan, of « 
sufficient to keep the blades 

in all of the other displaye 
—which makes for a most 

display. 

“Many customers coming 
to know if all the fans ar 
at once,” Mr. Hall said. 
explain that the large fan 
doing the work, and that 
group operating at once wot 
a miniature tornado in t 
room. It is a good talkii 
however, and often the 
wedge to a sale. 

“Also, the whirling-blad 
may be clearly seen from 
way outside, where hundrec 
pass daily. The store has s 
of fans to people: who be 
tracted merely by the sight 

(Continued on page 





Use of Showmanship 
Moves Small Appliances 


This 


tracte 


place: 


store 


\LERS who complain that small 
ice inventories simply are not 
g may find the solution easily 
ying showmanship in_ traffic 
ice promotion, according to 

McLeish, head of Orlando 
nce Company, Orlando, Flor- 


eping up a worth-while turn- 
n small appliances today is a 
of overcoming the general at- 
on the part of housewives to 
ntil prices drop,” Mr. McLeish 
d out. “There are literally 
nds of women today who need 
ons, electric fans, grills, toast 
table washing machines, etc., 
re deliberately holding off, and 
by until the anticipated price 
ion comes along. In our way 
nking it will be some months 
such price reductions appear— 
iat effective selling promotion 
» a long way to offset this atti 
‘f the customer.” 
Mcl eish scored 


some sensa- 


‘all portable washer has at- 

much more attention when 

directly in the front of the 

‘an it would inside a window 
display. 


tional results with appliance promo 
tion during the past summer. For 
example, last May he sold $1800 
worth of electric fans in slightly more 
than 30 days—at a time when drug- 
stores, hardware and_ other 
competitors were offering fans of 
various makes, and usually at lower 


stores, 


prices. 

“What we did to move 
stock was to present them a little 
more dramatically than usual,” Mr. 
McLeish said. “‘First, we set up a 
window to give the impression of icy 
coldness at a glance. As _ pictured, 
we put a dozen models of our elec- 
tric fans priced from $10 to $29.56 
in the window, mounting cach on a 
display block sprinkled with mica 
snow, and the bottom of the win- 
dow was blanketed with snow to re- 
semble a winter scene. We showed 
sizes all the way from 6-inch_bed- 
room fans up to 14-inch horizontal 
circulators, including specialty types 
such as two-blade, rubber-bladed 
models, etc. 

“Each fan we showed was of a 
famous national brand, with none of 
the off-brands which customers see 
everywhere today. Then, as a final 
touch, each day we set one or more 


our fan 
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fans on a box outside the entrance to 
the store, in the doorway, directing a 
cooling breeze on customers stopping 
to look at the window. A fan out 
in the open is a decided novelty— 
and this fact helped us to stop many 
customers and to move out the 
$1800 inventory in only slightly more 
than one month.” 

Similar showmanship has been 
used by Orlando Appliance Company 
in “active display” of almost every 
type of small appliance. For exam- 
ple, instead of letting a small port- 
able electric washer of the apart- 
ment-size variety sit dully in the dis- 
play window, Mr. McLeish usually 
keeps one of these operating, by 
means of a long extension cord, out 
on the sidewalk in front of the store 
—swishing actual clothing through a 
rich suds. 

The washer is set on a heavy wood- 
en box, and a small card attached 
points out that where space is at a 
premium, it can save the housewife 
much expense and extra labor. 

“There. are many women who 
would be customers for portable elec- 
tric washing machines, but who do 
nothing about it,” Mr. McLeish said. 

(Continued on page 114) 
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Wirmg a Research Lahorator 


Circuit flexibility and isolation were of prime 
importance in the design of this installation. 


By Albert S. Low* 


THE ELECTRICAL installation in 
the new Geophysical Laboratory re 
cently dedicated by the Shell Oil 
Company, in Houston, Texas, is an 
excellent example of the increasing 
responsibilities placed upon designers 
of many types of present day struc 
tures. 

Isolation of the electrical system 
in the interest of minimizing the 
electrical disturbances within the 


* Mr. Low is vice-president and 
Southwest District manager for the 
Austin Company, Engineers and Build- 
ers. 


How the entrance lobby at Shell Oil Company, Inc.’s new 
Exploration and Production Research Laboratory looks to 
the receptionist. Cold cathode lighting tubes have been 
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building, and flexibility to permit 
adequate handling of the varying re 
quirements in a building of this type, 
made it necessary that The Austin 
Company, designers and builders of 
this structure, excrcise considerable 
ingenuity in their design. 

This building, providing 30,000 
square feet of laboratory floor space, 
exclusive of administrative service 
areas, houses the world-wide petro- 
leum exploration and production re 
search facilities of the Shell Oil Com 
pany. The appearance of the build- 
ing, modern in design, is enhanced 
by continuous sash bands and a high 








lighting troughs. 


center motif of Cordova shell s 


ornamented with 
Shell emblem. 
Being a modern 
ed modern 
as well as the 


of the interior re 
sideration of the ; 


a large alum 


structure, it re 


treatment of the int 
exterior. 


Treat 
quired careful 
ictivities withi 
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TRAN SITE 


REFLECTING SURFACE 





ALurunum Trouser 
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concealed in the extruded aluminum troughs leadin 
rectly to the doorway. Drawing above shows detai 


di- 
of 
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and 
Cor 
tors 
quit 
me! 

; 
and 
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Corridor power panel with door open, showing emergency control button (which 
projects through hole in door) and reset button (which is behind door when 


Cc 
tory 
power panel. At right, a laboratory 

control 


especially the requirements 
technical staff as they pet 
to temperature and humidity 
ms and the electrical installa 


former necessitated very close 
of temperature and huraidity 
out the vear; the latter, a re- 
1 to an absolute minimum of 
cal disturbances within the 
g while yet providing max- 
flexibility. 

the interest of satisfying the 
quirements a combination of 
ical refrigeration and chemi- 
1umidification was used. ‘To 
the latter condition, the de 
gan where electrical service 
ught to the property and ex- 
t each individual 


through to 
ind connection within’ the 


» is brought to the property 
ston Lighting and Power at 
The utility company 
their own transformer in- 
to furnish power to the 
at 440 volts, with metering 
on the secondary side. : 
gh a 600-kva outdoor sub- 
iesigned by Austin engineers 
by The Howard P. Foley 
the electrical subcontrac- 
made available as re- 
meet the building require- 


volts. 


er iS 

quire, 
ment 
Fr his point service for lighting 
and ratory power outlets is 
brought into the building and distri- 


button in 


losed to prevent accidental pushing of wrong button.) Each individual labora- 
panel in Shell’s new laboratory is on a separate breaker in the corridor 


technician is shown operating emergency 


corridor power panel. 


buted at 120/208-volt, 3-phase, 4- 


wire, 60-cycles; service for the build- 
ing utility equipment such as com- 


pressors, both air and refrigeration, 
fans, pumps, etc., is brought into 
the building and distributed at 440 
volt, 3-phase, 60-cycles. 

Both of these services are brought 
into the load centers, which are lo 
cated in the third floor equipment 
room, with four-conductor concen 
tric VCLC, 600-volt cable, with, of 
course, the outer conductor serving 
as the neutral of the 4-wire lighting 
system. From these points distribu 
tion within the building is made with 
either concentric cable, where wire 
sizes permit, or with twisted conduc 
tors where the use of concentric cable 
is impracticable. 

The use of the concentric cable 
and twisted wire was, of course, dic 
tated by the necessity for minimiz- 
ing electrical disturbances within the 
building. 

The decision to use twisted wire in 
a large portion of the wiring within 
the building required a restudy of 
Code requirements as they pertain to 
conduit fill and carrying capacities. 

The use of concentric cable requir- 
ed that careful consideration be given 
to connections made from this cable 
to other equipment and to splices 
made from this cable to single con- 
ductor cables. 

Another difficulty encountered in 
the use of this cable, especially in the 
very large sizes, was encountered 
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where it was necessary to make a 
right angle change in direction in the 
run of the cable. Since it was not 
feasible to provide sufficient space to 
make the very long radius bend re- 
quired for cable of this type, changes 
in direction were made through the 
use of parallel connectors and very 
short runs of single conductor cable. 

Since the substation is located at 
a considerable distance from the new 
laboratory, and insofar as concentric 
cables of a capacity suitable for the 
connected load are impractical from 
an economic standpoint, service is 
brought to a point approximately 100 
feet from the building underground 
in single conductor VCLC cables. At 
this point, which occurs in a man- 
hole, transformation from single con- 
ductor to concentric cable is made. 

This transformation is made by 
wiping the sheaths of the single con- 
ductor and the concentric cables into 
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breaker, it also houses the bre cer , 
controlling the subfeeders to the p 
lighting and main laboratory | 3 
panels located throughout the 
ing. a 
This load center also houses th, te 
magnetic contactors controlling tl}, n 
subfeeders to the laboratory 
panels and are a part of the 
gency control system which \ 
described later. 
The 440-volt load center, in 
tion to housing the main inc 
breaker, also encloses the 
breakers, providing protection f 
individual motor circuits, an 
the motor starters. 
As previously noted, from the | 2 
208-volt load center distribut bi 
provided through concentric oi 
ed feeders, as determined by ( 
tor sizes, to the lighting and 
laboratory power pancls_ locat 
the corridors. 
Branch circuit wiring to 
and convenience outlets in the 
ing is conventional except for 
of twisted wire in all cases. ‘I 
wire is also used in drops to a l g 
switches on lighting circuits 
Main laboratory power panc ol 
vide separate circuit breaker tc st 
tion for each laboratory sub ¢ 
panel feeder. They provide approxi- J fe 
mately 40% spare capacity wh t 
All air entering the double duct air-conditioning system is filtered through the interest of maximum flexibilit Ct 
electrostatic precipitators, like that shown in the center, which remove dust is naturally reflected throughout the cr 
and all other solids from the atmostphere. electrical design back to, and 
ing, the substation. 
In addition, each main lab 
wiping sleeves provided on a cast iron The 120/208-volt load center is panel houses an emergency pu 
box. ‘The unsheathed single conduc- of the dead-front type, and in addi- ton station which controls the 
tor cables are then carried through tion to housing the main incoming supplied to that particular 
the box and connected to the con- 
ductors of the concentric cable with 
parallel Burndy connectors. Each 
connection is very carefully wrapped 
with Glyptal tape and varnished. The 
gasketed cover of the box is then se- 
cured in place and the entire box 
very carefully filled with — splicing 
compound. 
Where the concentric cables enter 
both the 120/208-volt and the 440 
volt load centers connections are 
made to the main breakers in each 
case with single conductors  con- 
nected to the concentric conductors 
again through the use of Burndy or 
Nepco connectors. Again in each 
case all connections have been very 
carefully wrapped and varnished and 
the splices very carefully sealed to 


prevent moisture from entering the 
cable. 
L 

| 

§ 

‘ 

This is a typical arrangement through- 
1 


out the laboratory: one large labora- 
tory and two adjacent small rooms. 
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building and likewise the vari- 
rvices such as steam, gas, air 
ater. 

emergency control system is 
perited from a 24-volt storage bat- 
he ry (ocated in the third floor equip- 
room and is floated off the 
supply through a ‘Tungar 


rs of t! 


te ous 


system is so arranged that it 
1es. latching current to hold in 
iin 440-volt breaker, current to 
iagnetic contactors controlling 
1in laboratory power panel cir- 
and current to the solenoid 
controlling the various utility 


ration of a corridor emergency 
shuts down the entire venti 
system and interrupts both 
cal (except overhead lights) 
ther facilities to the particular 
1 of the building where the op 
button is located. In addi 
t sets off a howler, located in 
yortion of the building, which 
wided with a special silencing 
and also transmits an eme1 
signal to the PBX location. 
ie lighting installation through 
he building generally, and with 
notable exceptions, is design- 
» provide illumination of fifty 
indles, maintained in service, 
gh the use of two-lamp fluores 
troffers provided with 
louvers. 


“egg 
CEs 


Clo.:-up showing connection from 
440-volt, incoming concentric cable 
to main 440-volt breaker in power 
load center in the new Austin-de- 
signed geophysical laboratory erect- 
ed for Shell Oil at Houston. Note 
how each conductor of concentric 
is tapped, with center conductor 
connection off cable at top. 





This main switchboard, located in the third floor penthouse, controls all 

lighting and power distribution. All of the 440-volt, 3-phase load center is 

shown, while a portion of the 120/208 volt, 3-phase, 4 wire load center can 
be seen on the right 


In the executive wing of the bnild 
ing, which includes the main con 
ference room and the library, over- 
head lighting is also provided with 
recessed troffers, but in these cases 
the troffers are provided with clear 
louverex panels. 

The offices of the director and 
associate directors, in addition to hav- 
ing an overhead lighting system as 
previously noted, are also provided 
with a cold cathode tube cove, using 
20 mm, 3500 degree tubing and op- 
erating at 100 milliamperes. 

Cold cathode tube lighting is also 
installed in the main lobby in a 
specially designed fixture recessed in 
the ceiling and built up of a com- 
bination of aluminum I-sections and 
indirect troughs. 

Cold cathode lighting is also used 
in the cafeteria where a double run 
of tubing is provided around the peii- 
meter of the room. In addition, two 
large circular cold cathode fixtures 
located at the quarter points of the 
room bring up the intensity within 
the room and tend to level off varia- 
tions in intensity. 
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Part of the architectural treatment 
of the cafeteria consists of the use of 
corrugated glass enclosures around 
the building columns. ‘This glass is 
sand-blasted on the back and_ the 
columns are lighted internally from 
the bottom. 

Service arcas within the building, 
such as the signal generator and 
equipment rooms, are provided with 
incandescent lighting RLM 
domes. 

A part of the auxiliary clectrical 
installation consists of specially iso- 
lated wireways running throughout 
the ‘building for signal circuits. ‘The 
installation of these circuits, which 
were run in specially shielded wire, 
was, to a large extent, responsible for 
the use of concentric cable and 
twisted wire. In addition, their sus 
ceptibility to inductive currents, of a 
very small magnitude, made it essen 
tial that all power and lighting cir 
cuits be maintained at very definite 
distances from the signal circuit 
channels both on parallel runs and 
right angle crossings. 

(Continued on page 114) 
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Who's Selling Adequate Wiring ? 


Except for a few local leagues, the light and power 
companies are carrying the burden of adequate wiring 
promotion. Here are a few of the plans in operation. 


ALTHOUGH EVERY branch of the 
electrical industry stands ready to 
benefit through the promotion of 
adequate wiring, there is still lacking 
anything even approaching a unified 
electrical industry program for educat 
ing the public to the need and value 
of adequate wiring. 

Except for a few local electrical 
leagues and associations, the light and 
power companies alone are promoting 
adequate wiring. Some companics 
have comprehensive plans supported 
by sufficient personnel; others are ac 
complishing what they can through 
advertising. 

\ number of light and power com 
panies recognize that the considerable 
amount of new generating equipment 
on order for installation in the next 
three or four years, the average in- 
crease for the country being more 
than 30 per cent, may require inten 


sive load building promotion a few with regulations; service ent 
years from now—espcecially, if a period equipment of ample size; suffi: 
of recession should materialize. circuits of adequate capacity; 
Lack of adequate wiring in existing cient convenience lighting out 
homes in the past has constituted a and switches for effortless contr 
bottle neck that limited home appli It was thought that a planned 
ance sales to a drastic extent. Con ing system would result in maxi 
tinuous effort now in the promotion benefits to the customer in con 
of adequate wiring could produce a convenience, and economy; to 
two-fold benefit later on: (1) it can wiring contractor in greater p 
provide a training ground for the to the appliance dealer in mor 
sales staff that may be urgently need easier sales; to the appliance n 
ed a year or two from now; and (2) it facturer in a more stable market 
can open the way to successful load to the company in morc sat 
building campaigns when load is uscrs. ae 
needed to put new generating capacity Adequate wiring is sold in a 
to work. ber of different ways. It has 
been the policy of the Ar! 
Power & Light Company for sal 
partment employees to handle al 
ee d : quests for new electric service 
vities of other light and power com the time a request is made, the 


Following are outlines of the pro 
grams now undcr way to promote ade- 


quate wiring. Summaries of the acti 


panies will follow in the next issue. person talks to the prospective 
tomer about his wiring. ‘The 
tomer is given literature prepar¢ 
the Adequate Wiring Bureau 


Arkansas Power Emphasizes booklets such as “Farmstead Wi 


and “Residential Wiring Des 


Rural Home Wiring Needs prepared by the National Ade 


Since the restrictions on the exten 
sion of facilities to connect new elec 
tric customers were lifted in 1945, 
Arkansas Power & Light Company 
has been engaged in an extensive rural 
construction program. In the three 
years ending January 1, 1948, the 
company connected 35,208 new rural 
customers, plus an equal number of 
customers in urban areas. It was 
early recognized that the scarcity of 
wiring materials and the lack of 
knowledge of adequate wiring by pros 
pective customers would necessitate 
extensive educational work on _ ade- 
quate wiring, if the customers were 
to wire their homes adequately. 

The company took the position 
that adequate wiring is planned wir- 
ing—planned wiring being an installa- 
tion that will result in an efficient, 
convenient, and useful electrical sys- 
tem. All planning and recommenda- 
tions were to mect the 5 “S’s.”” The 
5 “S’s” are: safety first compliance 


Unprecedented interest in adequate wiring was aroused by Arkansas Power 

& Light Company through its co-sponsorship of a “Balanced Farming 

Program” during 1947, in which more than 14,000 farm families com): ted 

for prizes. This model farm wiring layout was submitted by a farm youth 
in the competition. 
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ig Committee. A farmstead 
x booklet prepared by a manu- 
rer is also used. On new rural 
sions, personnel obtain 
‘f-way for new lines. While do- 
\is work, the representative dis- 
wiring with prospective cus- 
and assists them in making 
layouts. ‘This method has 
1 highly satisfactory. 
der to make these recommen- 
more effective, replicas of a 
ience outlet and a switch were 
ied. ‘The replicas were made by 
hicago Show Printing Company, 
their adhesive product which 
it possible for the sales repre- 
ve to place a sticker represent 
switch 
er needed in the home. Usual 
sales person starts in the living 


sales 


convenience outlet or 


ind places the stickers wherever 
| to comply with the residential 
design book. 
ticular care is taken to sell the 
owner on the use that he can 
of an outlet in a particular loca 
Che advantages and desirability 
ing plenty of switches for ef 
control is also sold. A blank 
is provided so that the repre 
e can designate special outlets 
hting, clock outlets, range out 


rm is provided for the use of 
presentative to list his wiring 
nendations room by room. It 
nded that this form be used in 
ite, one copy cach for the cus 
the wiring contractor, and the 
ny. 
this program was started late 
, it is a little too early to fore 
results. However, tests indi 
iat it will be highly successful. 
selling of adequate wiring on 
operties of the Arkansas Powe1 
it Company has been done in 
During the summet 
+7 a large tent was used to 
clectric farm productive equip 
1 shows in rural areas. Ade 
viring displays were featured in 
iow. Panels were made up 
r correct meter and service en- 
nstallations and correct branch 
Literature on adequate wir- 
given to visitors. Approxi- 
75,000 rural people saw this 
iring 1947. It is planned to 
m the road again during 1948. 
The Arkansas Power & Light Com- 
pany co-operated with T. J. R. Brow- 
der, electrical specialist with the Ar- 
kansas [xtension Service, in a series 


of rur:.! wiring clinics which he con- 


lie 

ducted throughout the state. Mr. 
Browder had a very well designed 
three-dav 

‘hree-cy program that proved most 


US Ways. 


GROUND LEVEL ( 


Noo 
ENTRANCE SWITCH 
FUSES 


GROUND WIRE 


Proper 2-wire and 3-wire entrances 
for services of Arkansas Power & 
Light Company customers are 
shown on this display board ar- 
ranged by division sales manager 
Bob White, of Litthe Rock. The 
display has been used in company 
offices, as well as for meetings. 


successful. A short time before a 
rural line was to be built into a local 
itv, Mr. Browder, with the co-opera 
tion of the county agent and county 
home demonstration agent in the 
locality, arranged with a farmer 
wire his farmstead. 

All people in the area were invited 
to participate in the program. ‘The 
first day was devoted to planning and 


studying farmstead wiring. The 
county home demonstration agent as- 
sisted the women of the community 
in planning the location of switches 
and outlets in the house. Mr. Brow- 
der ard the county agent led the plan 
ning of proper service equipment cir 
cuits in the home and all exterior 
wiring—barns, poultry houses, farm 
shops, etc. 

On the second day of the clinic, all 
of the men of the community, parti- 
cularly high school vocational agricul- 
ture and manual training classes, par 
ticipated in the actual wiring of the 
house. The third day an open house 
was held. Visitors were divided into 
groups and conducted through the 
house. 

While the tour was going on, a 
complete lecture was given on why the 
wiring was installed and why each 
outlet was put in. ‘These clinics were 
not only successful in selling adequate 
wiring but brought about the use of 
better lighting equipment and the in 
stallation of productive farm equip 
ment. It will result in greater use of 
electric equipment in future years be- 
cause the wiring was planned for a 
ten year electrification program in the 
farmstead. 

In addition to the above activities, 
adequate wiring slides have been used 
as a basis for lectures on wiring by the 
home service advisors and films deal- 
ng with better wiring practice have 
been shown to various groups. Volt- 
ige drop calculators have been given 
to extension workers, teachers, elec- 
tricians and dealers. Dealer co-ordi- 
nators attempt at all times to sell con 
tractors on making and selling better 
wiring installations. 


Co-operation of Contractors 
Sought by Potomae Electric 


Durinc the war the promotion of 
adequate wiring was discontinued: 
after the war, plans were developed 
for an aggressive adequate wiring ac 
tivity, but inauguration of the activity 
was held in abeyance because of the 
shortage of materials, reports the Po 
tomac Electric Power Company. 

The adequate wiring program was 
re-established in connection with the 
First Annual! Home Show, sponsored 
by the Washington Home Builders 
Association and held in October, 
1947. One of the features of the 
Home Show was a model home erect- 
ed and exhibited at a downtown lo- 
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cation during the month of October, 
1947. This home, which had been 
wired in accordance with the adequate 
wiring standards and had been award- 
ed an adequate wiring certificate at 
special ceremonies preceding the op- 
ening, was visited by 75,000 persons 
during the time it was on exhibit. 
Adequate wiring is promoted among 
builders by power company represen- 
tatives who secure applications for 
certification. Adequate wiring certi 
ficates in the company’s territory are 
issued by the Electric Institute of 
Washington which has been licensed 
to issue these certificates by the Na- 
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tional Adequate Wiring Bureau. Cer- 
tifications are based on specifications 
contained in the Handbook of Wiring 
Design. 

Special training was given the power 
company representatives in connection 
with the re-establishment of the pro- 
gram. ‘This training included a_ pro- 
gram presenting the advantages of 
adequate wiring, the history of wir- 
ing, a detailed study of the standards, 
application of the standards to actual 
floor plans and practice on various sets 
of floor plans in the design of ade- 
quate wiring installations. 

Three special meetings of various 
electrical contractors’ associations wer¢ 
devoted to an explanation and discus 
sion of the adequate wiring program. 
At these meetings, details of the pro- 
gram were presented by (1) a promi- 
nent builder giving the builder’s view 
point, (2) a representative of the Elec- 
tric Institute giving information as to 
the operation of the plan, and (3) a 
powcr company representative giving 
information on the power company’s 
support of the program. 

Advertising in connection with the 
activity includes the following: per- 
iodic mention of adequate wiring on 
the power company’s radio programs; 
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advertising in the real estate sections 
of the local newspapers; advertising in 
Home Builders, the official monthly 
publication of the Home Builders As- 
sociation of Metropolitan Washing- 


ton; circulation of 1,000 copies of t\y¢ 


syndicated publication FElectricit 


V 


Building; circulation of the Adequ 
Wiring Reporter; and other mat 


to electrical contractors. 


Commercial and Home Servie« 
Employees Promote Wiring 


To promore the benefits of ade- 
quate wiring among residential cus- 
tomers and clectric appliance dealers, 
the following media have been used 
by the Kentucky Utilities Company, 
Inc., Lexington: 


Personal Contact 


The company has thirty-one home 
service advisers and home economists 
calling upon residential customers, 
teachers, and appliance dealers to dis 
cuss the various uses of clectric sers 
ice. In each of these contacts, the 
subject of adequate wiring is present- 
ed. Follow-up of requests made by 
teachers for project plans is made by 
the advisers and home economists. 

To supplement training already 


IC INSTITUTE 
1G TON 


A special occasion in the Washington, D. C., adequate wiring promotion 
program was the awarding of an adequate wiring certificate to the model 
home built for the Washington Home Show and Exposition. The model 
home was on display for a month and attracted 75,000 visitors. Left to 
right are: Preston E. Wire, co-chairman, Publicity Committee, Home Show 
and Exposition of Home Builders Association of Metropolitan Washington; 
Raymond M. Foley, administrator, Housing and Home Finance Agency; 
Daniel Branch, adequate wiring supervisr, Electric Institute of Washington; 
Clark Daniel, chairman, Model Home Committee, Home Show; Edward R. 
Carr, president, National Association of Home Builders; and Norman H. 
Barnes, sales manager, Potomac Electric Power Co. 
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given these individuals, the com 
is planning divisional conferenc 
wiring. In 
benefits of adequate wiring, it 
posed that instruction will be 
on making simple wiring 
which will enable their personn 
present graphically the location 
as the number of outlets and sv 
necded for convenience. 

The subject of adequate wit 
always discussed at the annual 
service conference. An_ atten 
made to simplify this subject. s« 
women will have a better unde! 
ing of what is meant by adequa 
ing. Generally, most of the 
tion carricd on in the past ha 
such that it appeared too tec! 
for the average homemakcr. 


Bulletins 


Dealer News, published m 
by the company, is sent to ov 
hundred appliance dealers, di 
tors, and their representatives 
their operating territory. Artic 
adequate wiring appeared In f 
sues during 1947. More space 
devoted to this subject during 
maining months of this year. 

Kentucky Utilities News, pul 
monthly and mailed with servic 
ments to over 125,000 custom« 
also carried articles on benefits 
quate wiring. 

The first week of March, 
umn x 10 inch advertisement « 
quate wiring will be run in 99 
papers located in communitic 
by the company . Additional 
appear in the same papers thr 
the year. 

An electric bill analysis | 
filled in for cach customer cal 
on by the home service advise 
form directs attention to the 
ance of wiring and its effect 
cperation of household equip 

At least one, and frequen 
radio commercials per week 
quate wiring are broadcast 01 
programs sponsored by the c 

The 16-mm sound film, “T 
Better Living,” was shown 
3500 people during 1947. C 





addition to discussin¢ 


| 


the 


rwo, 


ide- 
110 
inv. 
n of 
overt 
ued 
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R. W 
Utilit 
devel, 
More 


ELEC 





he two prints owned by the 
will be made. Already many 
for bookings have been re- 
rom schools and consumer 


Contacts 


full-time commercial service 
; and two part-time men call 
nercial customers, and ade 
ing is an all-vear-round, all- 
ject for discussion. 

men also call on local deal 
contractors in an effort to 
m advised and informed on 
ect and to keep them im 
vith its importance from the 
it of efficiency of operation 
lectrical appliances and wit 
ns. 

company co-operates with 
closely as possible in making 
outs for both residential and 


il occupancies and assists in — ‘oa : ‘ itis , : 
, ; , Miss Evelyn Thompson, home economist, Kentucky Utilities Co., Lexington, 
installation. simplifies the subject of adequate wiring for home service employees. The 
men also keep in contact company maintains a staff of 31 home service advisers and home economists. 


hitects and general contrac- 
issist them in making wiring 
id specifications for any type 
uction. 

mmercial SCTVICC representa keeps them up-to-date on modern 
clectrical engineers or men practices and new developments in 
xpericnce and are qualified 
any wiring questions. ‘They 
embers of the International 
n of Electrical Inspectors, 
c all information, bulletins, adequate wiring always has a spot in 


this and other sources. This these meetings. 


the wiring ficld. 
Group mectings are held occasion 


ally with the commercial men and 

















ted \\ilson, manager of Commercial Sales and Service for Kentucky 
fl mpany, Inc., Lexington, stands beside the demonstration board 
_ pe to explain the value of adequate wiring before interested groups. 

re thay, 20,000 persons have heard the illustrated talks on adequate wiring. 
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They furnish information on various uses of electric service to customers, 
schools, and appliance dealers. 


Commercial layouts are cither made 
on, or attached to, a special printed 
form which indicates the importance 
of adequate wiring. 

Several thousand pamphiets on 
wiring adequacy have been distributed 
to both residential and commercial 
customers 

(he Westinghouse booklet, “Elec 
trical Living in 194x” (professional 
edition) was distributed to all archi 
tects and building contractors. ‘The 
Handbook on Home Wiring was dis 
tributed to their commercial men and 
some of the Home Service Advisers 
for their information and guidance. 
Several hundred of the Edison Insti 
tute publications, “Handbook — of 
l’armstead Wiring” and ‘Handbook 
of Residential Wiring” have been dis 
tributed to residential and farm cus 
tomers. 

The company is periodically run 
ning “Reddytoon” comic. strips or 
other cartoons on the back of service 
statements. According to a. survey 
made in January, 1948, some 9% of 
the electric customers are reading this 
billback strip, or about 10,000 resi 
dential customers per month. 

One thousand copies of “Electricity 
in Building” are distrbiuted to com 
mercial customers each month. This 
publication carries considerable infor 
mation on wiring, its need and value 
to the commercial customer. 

Good use is being made of a dem- 
onstration panel and talk before clubs 

(Continued on page 113) 
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LOAD CALCULATIONS 
Required by the Code 


'HE DESIGNING of branch circuits By B. Z. Segall* it will operate “for long pet 
and feeder systems in accordancc 1 time.” The quoted phrasc 
with the National Electrical Code re broad but the intent has been 
quires load calculations computed as made for 
set forth in Articles 210 and 220. characteristics and its use must be 


r 


Before any load calculations can be studied to determine whether or not 


preted generally by most ins 
authorities to apply to lightin 
in stores, offices, banks, res 
ctc., where the entire lighting 
or sections of the lighting svst 
energized at the beginning 
working day and are left 
throughout the entire tim« 
| 


DUSINCSS 


any installation, the load 





f 





mises are open for 
Lobbies of hotels, sect 
beauty parlors, barber shops 
pitals may have continuous « 
of their lighting systems and 
require the 25% _ increase 
loads specified in this section 
Code. Some occupancies sui 
mories, auditoriums, church 
rooms, lodge rooms, hotel ¢ 
rooms, etc., may operate the 
ing systems intermittently 
have occasions such as exh 


. 1 
conventions, church — service 





ings, etc., when the lighting 





is in opcration for long, ¢ 





60'- 0” 








ps riods. 








Fig. 1. Typical lighting layout and plan of retail store. The unit load per Effect of Rule Changed 
square foot is obtained from Column A of the table in Section 2203 of the 

Code and in this case is found to be 3 watts. Because of the continuity of the It may be well to point 
load, this value must be increased by 25%, giving 3.75 watts per square foot. this mandatorv 
different in its application 
rule found in previous edition 
Code. The earlier rule wou 
but 80% loading of the | 
cuits feeding a continuously 
lighting system. Thus, a | 
branch circuit serving only 
uous lighting load could 
nected to it only 12 amper« 
ing fixtures (15 x .8 12 
ampere circuit could have 
amperes (20 x .8 16 
for cach size of lighting bi 
cuit. This, in effect, woul 
increase the total number 
circuits required. 

The present rule, also, w 
more branch circuits to be 
but it will not limit the ca 
80% of the circuit rating. 
be illustrated by working ot 


requirement 














] 


























poss" o” —|+— 15" 0” —+|4<— 15'-0"—> 











* This article is adapted [1 
Segall’s Electrical Code Di 
Book 1 (Copyrighted, 1947). 
gall is executive vice-presiden! 
Electric Company, New Orle 


|—12'-0"—» + 60‘-0" 











Fig. 2. High intensity lighting layout for retail store. Each of the small 

rectangles represents a high power factor fluorescent fixture with four 40- 

watt lamps. Total wattage of each such unit is approximately 200 watts, 
including ballast loss. 
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system calculations for the 
ustrated in Figure 1. 


total area, exclusive of show 


1S 
x 45 2700 square feet. 
ise Of continuous operation, a 
d 3.x 125% or 3.75 watts pet 
foot must be applied. The 
nimum load, then, will be 
x. 3.79 10,125 watts. 
load is served from a 3-wire, 
) volt, I-phase lighting svs 
total current will 


97/9 5 
25/240 +2 ampcres, 
proximately 
vire, 15-ampere branch 
to be extended, a total of 


must be installed 15 


Figure 1 shows 
30 fixtures on the 


Actually, 


wire branch cit 
$ 
t 


quired 
“ 
umpere, 2 
] 
1 - = 
hree 15-amper 


units, but 
branches Tor the “home 
Note that 


nroport 
pro] It 


ioned 


requiremect 


us 


provided 


ire adequate for 


5400 watts 
30 fixtures, cach should bc 
with a  200-watt lamp 
1S0 Fach circuit 
ll] carry 8-1/3 
re 5 fixtures per circuit 
circuit at 120 volts 


5 


unperes 


rcuit to its max 


5 amperes, there would b« 


3 amperes per fixture. 


basis of 120 volts. each fix 

be “lamped” to a maximum 

120 360 watts before ex 

the circuit limitation. Thus, 

lamp fixture would only pet 

O-watt lamp as the maximum 

t six-lamp fixture with six 
lamps could be installed. 

20-ampere or higher 

mch circuits could be in 

more branch circuits could 

ided to increase the level of 

intensity. For example, 

illustrates the application of 

ge 50 foot-candle lighting in- 

tens esign to the same store, uti- 


uTSe, 





Unfinished 
Basement 


Utility 









































® 


Kitchen and 
Pantry 


















































Fig. 3. This single family dwelling is a typical “listed occupancy” from the 
Unit Load Table of Article 220. Outside dimensions are used for all area 
calculations. All of the area shown in the floor plans above must be included 
in calculations for lighting load except open porch, unfinished attic space, 
unfinished basement area, and garage. Receptacles in the laundry area must 
be on special No. 12 circuit as required in Section 2115-b of the Code. 


lizing fluorescent lighting units with 
plastic shields. 

It should be noted that four 3-wire 
branch circuits are required. (Num 
bers in drawing indicate 8 2-wire cit 
cuits.) This is more than the min- 
imum of three such circuits required 
by the Code. 

Each unit shown in Figure 2 con- 
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sists of four 40-watt fluorescent 
lamps (4500° white) or a total of 
160 watts. With the ballast loss and 
slight additional wattage for power 
factor compensation, the total con- 
nected load per fixture unit may be 
assumed at approximately 200 watts. 
(Units are to be power factor cor- 
rected to 95%.) 
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ca 
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Specific load must be rated in 
accordance with ampere rating of load 
) 


, Heavy-duty lampholders, if wattage 
unknown, must be rated 5 amperes min. 
e eB 2 


Other outlets, if wattage unknown, 
must be rated at |3 amperes, min. 











—— 





o 0 || o o 
I 

















@ — Heavy-duty lampholders 
O — Medium- base lampholders 
0 — Special 1500-watt lighting units 


= 











Fig. 4. This floor plan of a nightclub is a typical “unlisted 


occupancy. 


Load calculations for such unlisted occupancies must be computed from the 
unit loads specified in Section 2116-b of the Code. 


Seven circuits have § fixtures cach, 
or a total load of 1600 watts each 
At 120 volts, thi 
approximately 13-1/3 
circuit. The cighth circuit has 9 fix 
tures or 1800 watts load. This ci 
cuit will draw approximately 15 am 


All circuits, fore, may be 
rating as fat 


s load will require 
impe;©res pc! 


1 
there 


L: ; 
as this genera 


peres. 
1 5-ampere 
Code requirement 
a practical point of view, the last cir 


s concerned. Irom 
cuit having 9 fixtures mav_ have he 
a 20-ampere branch circuit. 

Che store’s show window lighting 
presents a different problem, and this 
will be discussed in a following. arti- 
cle. 

Load calculations for general light 
ing may be divided into two classifi 
cations: those for types of occupan 
cies listed in the code table of Articl¢ 
220 and those for 
Cics. 

All listed occupancies are shown 
in the table in Article 220, Section 
2203-a. The unit load values shown 
in Column A are to be applied to the 
floor area involved to obtain the min 
imum wattage required for gencral 
illumination purposes. 

The diagrams in Figure 3 are typi 
cal floor plans for a listed occupancy, 
that is, “Dwellings—Single Family.” 
The unit load shown in the table for 
this type of occupancy is 2 watts per 
square foot. 

The following area calculations, 
obtained from the floor plans of 
Figure 3, illustrate the requirements 
as set forth in this section. Note 


unlisted occupan 
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that all dimensions are outside meas 


urements. (Inches are converted to 


fractions of foot. 


peres or less, to which are atta 
various types of lamps, etc., are 
sidered as part of the lighting sy 
The same will apply to similar 
in (a) Multi-family dwellings, 
ment, ctc.), and (b) Hotel 
rooms. 

Che second class of receptacl 
lets, found in these same oc 
cies, are those installed for sm 
pliance loads as required by § 
2115-b. Vhesc arc special Cl 
and the total number required 
more or less to the iudgment 
designing enginecr. This 
class of outlet does not requi 
special treatment as far as tl 
culations for general illuminat 
listed 
Chey are special outlets to beg 


occupancies ITC con 
md have a very broad app 
within the scope of the Cod 
ments. 

Che third class of 
lets are thos 


] ] 
tOadS. As 


Code section, 


supplving 
indicated in 


1 
these 


outiets m 
rated in accordance with th 
rating. 

lor occupancies not 
table, 


1 1 1 1 
based on the rulcs in 


the unit load spe 


Phe plans for thes 





Basement—plav areca: | 
Basement—laundry arca 
First Floor—25-1/3’ x 
Second Floor—main ai 
Sc cond | loon c] scd 


l'ot i] 








Minimum wattage 
mination, therefore, 
5342 watts. 

Receptacles in 
room and nantry 
on special No. 12 
Section 2115-b. All 
ampcre or less and considered as out 
lets for general illumination. 

The unfinished basement arca, the 
open porch, the garage and the un 
finished attic do not have to be in 
cluded in the arca calculations. For 
those areas, however, which at some 
future date mav be rendered as fin 
ished areas, it would be well to in 
clude them in the original calcula- 
tions. This would apply specifically 
in this case to the unfinished base- 
ment area and the attic. 

The receptacle outlets fall into 
three general classes. First, the 
standard receptacles, rated at 15 am- 


kitchen, dining 
n Figure 3 must be 
circuits required by 


others are 15 


indicate th 
locations. Ouit 


, 
outict w 


cupancics usualiy 
ing outlet 
the wattage vet 
cated in the specifications 
this is done, the load 
must be based on these watt 
ues. If the 
cated, then the load cal 
the general lighting must | 
on the type of lampholdcrs, 
heavy-duty or medium-bas¢ 

These unlisted occupanc 
ent quite a problem. Mai 
are developed without any 
tion on them as to the lamp 
for each outlet. The minimu 
of 1% amperes per outlet 
assumed, and the resulting 
tion is far from satisfacto 
from a standpoint of wiring 
and from the lighting system 
ed from this minimum load 
tion. 


wattages arc 
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Released Capacity in 
L ght Density Rural Lines 





By H. E. Campbell* 


N LIGHT DENSITY rural lines belicved that most lines will have a ment of Kw is the released line capa 
iched their load carrying abil power factor of around 90%; there- city. 


use of voltage drop, capacity fore, a range from 80% to 95% was First, a comparison between re 
be released by one, used for this comparison. building a line by adding a second 


ine can 
than The length of line for different phase wire and adding capacitors will 


combination of more 
the following ways: densities was calculated using a 10% be considered. Capacitors are usually 
sing] phase, idd another voltage drop. Then it was desired located on a distribution feeder so 
ase. «or increase the size of to correct some or all of the voltage that when part of the Rkva is bal 
nductor. drop and determine the amount of anced out, there is also a reduction in 
istall_ capacitors. Kw in distributed load which could losses. In light density rural lines, 
stall a voltage regulator, such be added without exceeding the 10% the Ckva required is so small that 
['vpe ML-4. voltage drop criterion. ‘This incre capacitors should be located at the 


I 


study shows a cost compari 
the different wavs of releasing 

n this tvpe of line. Taste | 
ise of the complexity of the 


is been 1 iv. ti ’ . y y 
been neces: int ir Capacitor Amount Per Cent Cost per % 


1¢ following assumpfions: ig Location Capacitor Released Kw Kw Released 


it 


1 1 
phase 1n¢ 
ng end voltage 7200, 
6 wire for both pn swe and End of line 
End of line 
} way out 
drop lowed 10% 4 3 way out 
est size capacitor 15 Kva 


equired equals 70% 





€ 1k load 











rmlv distributed load 


a 


tryy + nd ] ( 

tors located at end of Ii 8O0%pf Cost Comparison Between Rebuilding Lines and Installing 

ept as noted Shunt Capacitors 

factor equals 
loss evaluated at $.01/Kw 


for 10 vr. period 














5 





of the peak load RKVA and located at the end 
of the line 

Curve 2 shows the ratio when CKVA capacity is three 
times 70% of the peak load RKVA and located 7 
at the end of the line 

Curve 3 shows the ratio when CKVA capacity is 70% of — 

\\\ the peak load RKVA and located on the line 1/3 

of the way out from the source 

Curve4 shows the ratic when CKVA capacity is three 
times 70% of the peak load RKVA and located on 
the line 1/3 of the way out from the source 








” ' 
of capacitors installed equals 


KVA 
to idd d second phase WTC 
60% of new line cost. This 
0 x 1000 $600 /mile 
to change from a No. 6 con 
tor to No. 2 and add a sec 
No. 
new line cost. This is .80 
O00 SSOO ‘mile 


\ Note: Curve | shows the ratio when CKVA capacity is 70% 




















phase wire is 80% 


80% pf 








present average demand on 
tems is 0.75 Kw per custom 
erefore, densities from 0.06 
3 Kva per mile chosen for 
will cover systems with one 
verage customers per mile. 
ictors on light density lines 
om 70% to 100%. It is 








Capacitor Investment Plus !O Yrs. Losses in Dollars 


ee bee 25% pt 


ea 90% pt 
80% pf 80% pf 
80% pf 


Ratio of Value of Released Line Capacity in Dollars to 
































2 
Campbell is associated with the Density— KVA/ Mile 
Centra’ Station Engineering Division, 
Gener Electric Company, Schenec- Fig. Cost comparison between rebuilding rural lines and _ installing 
tady, 4 shunt capacitors. 
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Cost to Obtair Additional Line Capacit 


Adding second phase wire 
Vv" construction) 


4-capacitors 


Cost to Obtain Addit 
Line Capacity-Densit 
0.96 KVA/Mi -80% 
Power Factor. 


Z 


-capacitors 


Replacing one phase a 
idding second phase 
(V" construction) 


© 
ros 
sa 


Capacitors 


capacitors 


| 
ML4 regu!cfor 


a 
c 


—+-— Cost of installed equip 
including losses, over 
10 yr. period, assuming 
released capacity used 


= 


Dollars Cost Per Per-cent KW Released Capacity 


Cost after all released 


-=-= Cost of installed equipment, including losses. over a 


10 yr period, assuming no released capacity used 


Cost after ali released capucity hus been used for lOyrs 


ML-4 regu 


bed 


2 10 5 O 40 50 60 70 80 
Densit y- KVA/Mile(8O0% PF) Per Cent Released KW 


Fig. 2. How cost to obtain additional line capacity varies Fig. 3. How cost to obtain additional line cap 
with density in KVA per mile. varies with per cent capacity released. 


end of the feeder in order to realiz 


a reasonable amount of released Kw. 


capacitol 

Suppose the quanti 
This, instead of reducing losses, ac ind the location on the line are 
tually causes an increase in | changed. By Table | 


capacitor investment — be 
Likewise, when the p« 


available is 15 Kva to 
ty 


- 
of capacitors small 


released Kw is increased by 
more capacitors at the end 


losses, referring to 


because the capacitor current flows 
through the entire relatively high re 
sistance line. 
been evaluated in this study over a 
ten year period at $0.01 per Kw-hr. 

Figure 1 shows that from a cost 
standpoint it is profitable to install 
capacitors rather than rebuild a No. 
6 conductor line. However, it should 
be pointed out that the costs for re 
building the line will be the same 
for an increase of capacity up to 
100% while the cost of capacitors 
will release’ up to only about 33%. 
The crossing of the curves for differ 
ent power factors is caused by the 
evaluation of losses and the fact that 
for very light densities the smallest 


Increase in losses have 


52 


and Figure 1, this change can be ob 
served for a 0.96 Kva/mile, 80% p.f. 
line. 

When the capacitors are moved 
nearer the source of a line, the per 
cent released Kw is reduced. In order 
to maintain a fixed released capacity, 
the amount of capacitors must be in 
creased. he example shows that 
three times the amount of capacitors 
must be used when located one-third 
the distance to a capacitor installa 
tion at the end of the line in order 
to get the same released line Kw. 
The cost per % Kw released goes to 
about four times for the close-in loca- 
tion. As shown in Figure 1, the ratio 
of the value of released line capacity 


line, it will be observed that thi 
reduces, and by the time the 

leased Kw of the rebuilt line 

lized, the ratio would proba 
less than one. 

Thus, Figure 1 shows that if 
quantitics of released capacity 
sired it can be done profitab 
capacitors, but as the quanti! 
released capacity increase, th 
advantage of capacitors 
small, 

The third way to release 
by correcting voltage drop is 
ing feeder voltage regulators. 

2 shows a cost comparison 
regulators, capacitors and | 
building for 80% p.f. lines 
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SIMPLIFY YOUR SALES... 
MULTIPLY YOUR PROFITS! 


Reed Unit-Fans offer you the opportunity for “comfortable” profits on increased 
sales, with “comfortably” low inventory costs. With the addition of simple attachments to 
the basic Reed Unit-Fan — you ean display window fans, attic fans, portable floor fans 
or commercial exhaust jobs. A dealer has only to stock basic fan models in different 


sizes to serve this wide variety of uses. 


THE SAME REED UNIT-FAN IS USED 


Each | | Unit-Fan is equipped with a heavy 
duty rsing switch with middle off posi- 
tion, a 10 foot cord and plug. Fan case 
is fini i with two coats of light ivory, baked 


synthe 


“Comfort Cooling” in the office 
or any room in the house is easy 
with the Reed Portable Floor Fan. 





In its role as a window fan, the Reed 
Unit-Fan is attractive in appearance and 
provides cool comfort throughout the 
home. 


~~ 


» 3 


Quickly and easily installed in the attic, the 
Reed Unit-Fan removes hot air and fills 
every room in the house with cool, moving air. 


Only Reed “Comfort Cooling” Units offer you these features. 
Dealerships are now available. Write today for catalog, prices, etc. 


REED UNIT-FANS, INC. 


Manufacturers of Ventilating Equipment 


1001 St. Charles Ave., 
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New Orleans 8, La., U.S.A. 





TABLE 


Rebuild No. 6 
Line Max. ‘; 


Increase 


Density 
Kva/ mile 


dotted curves show the costs as soon 
as the equipment is installed; that is, 
before any released capacity is taken 
up by additional load. The solid 
curves give the cost over a ten year 
period when the maximum released 
capacity is being used. In addition 
to rebuilding the No. 6 conductor 
line, a curve has included for 
replacing No. 6 conductor with No. 

The curves have been put on a 
“% Kw Released Capacity” basis be 
cause each way of doing the job will 
not releasc the same amount of Kw. 
The different 
methods in per cent of the original 
lable If. 


been 


capabilities of the 


7 
loads is as shown in 


Conclusions 


The cost of increasing capacitv in 
a light density rural line by the vari 
ous ways is dependent upon the a- 
mount of increase required. [his 
should be considered when studying 
the various methods. 

If looked at from the standpoint 
of the cost to provide each per cent 
increase of capacity possible by cach 
method, then shows that 
the least expensive wav to do it is 
with a regulator, the next least expen- 
sive way is with shunt capacitors, and 
finally, by adding another copper 
conductor. However, it is obvious 
that if only 10% increase in capacity 
is required it would not be economi- 
cal to invest in a regulator and use 
only 10% of its capabilities when a 
capacitor could be obtained to do the 
job for about 30% of the cost of the 
regulator, regardless of the cost pet 
per cent released capacity available. 

Since rebuilding a line by adding a 
second phase wire or installing a regu- 
lator will increase the line capacity by 
the same amount, these two methods 
can be compared directly in Figure 
At very light density conditions, re- 
building the line is about 70 times 
more expensive than adding a regu- 
lator. This ratio decreases as the load 
density increases and at 3 Kva/mile 


Figure 2 
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Rebuild with 
No. 2 Max. of 


Increase 


II 


Regulators 
Max. % 


Increase 


Capacitors 
Max. % 


Increase 


the cost to rebuild the line is still 
approximately 5 times that of install- 
ing a regulator. Therefore, it can be 
concluded that for light density rural 
lines it is uneconomical to add cop 
per when there are other wavs of in 
creasing the line capacity. 

This leaves capacitors vs. regulators. 
I'he comparison between these two is 
not as simple as that for the copper 
vs. regulators because they do not in 
crease the capacity of the line by the 
same amount. ‘They both have eco 
nomical merit depending upon sys 
tem requirements. 

Figure 3 has 
economic 


been prepared to 


show the comparison be 
tween installing capacitors or a regu 
lator. Here the relation between the 
desired released capacity and the cost 
cent of the de 


equipments is 


to release each pet 
sired for the two 
Ihe capacitors were taken in 
15 Kva blocks because that is the 
way they are available. It is obvious 
from this figure that for the condi 
tions described the capacitors are 
more economical than the regulator 
when up to about 20% of released 
capacity is desired. For increases in 
capacity greater than about 20%, the 
regulator becomes more economical. 
It can be observed from Figure 3 that 
the cost curve of the capacitors goes 
up steeply, and it is very uneconom 
ical to use them beyond the point 
where the capacitor curve crosses the 
regulator curve. 

The thing that works against capa 


shown. 


(Continued on page 113) 


Electrical Apparatus For 
Use in Hazardous Locations 


CARE AND ATTENTION in assem- 
bling the covers of enclosures of ex- 
plosion-proof electrical apparatus is 
necessary for safe performance of this 
equipment in the field. The time 
required for proper assembly of cover 
or other parts is insignificant com- 
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pared with the hazard which 
be introduced by improper ass: 
reports the Underwriters’ | 
tories, Inc. 

It must be realized that ( 
apparatus will be subject to 
sions within the enclosure wl 
explosive mixture has accun 
and an arc or spark occurs wit! 
enclosure to ignite the explosi 
ture. Under this conditio1 
flame paths must be long 
and of close clearance to ari 
flame before it reaches the su 
ing hazardous atmosphere. 

The joints of Class II aj 
must prevent dust from entei 
where it might 
operation of the 
diclectric 


enclosure 
with the 
overheating, 
internal explosion. 
heating may cause the dust 
outside of the enclosure to 
nited, resulting in fire or ex] 
From the foregoing it will | 
that while it is the responsib 
the manufacturer to design an 
a piece of equipment which h 
found by test to meet the 
ments of Underwriters’ Labo 
Inc., it is necessary for the 
install and maintain the aj 
properly. ‘The following sug; 
will be of assistance to thos 
have electrical equipment in 
ous locations under their sup‘ 
1. All ground joint surfacc 
against injur 


cause 
over, OF 


be protected 
careful in removing and 

covers not to damage the m 
surfaces. Do not stand the 
on edge on a hard surface o 
wise impair the joint surfacc 

2. Remove all dirt, sealin 
pound, or paint which may 
cidentally accumulated on t 
surfaces. Grease is applied 
vent corrosion during shippi 
small particles of sand or ot 
cign material may adhere 
greased surface. 

3. Before the cover is a 
thin film of new grease o1 
should be — spre 
The manuf 


(vaseline ) 
both surfaces. 
the apparatus will be glad 
mend greases which have b« 
by test at the Laboratories t 
able for the purpose. Atte 
this detail will help to prev« 
sion and keep the joints in ¢ 
dition. 

4. Pull the cover dow 
and tight, but not so tig 
strain the bolts. 

5. Devices with thread 
should be tight enough t 
loosening in service, and th 
ed joints should have at 
full engaged threads. 








T RINTTRL 
TP 
IND MONEY 


Ong: order—one ship- 
ment — one delivery 
means you get what 
you want faster and 
you get it right. You 
always win with 


IWI SERVICE 
* 


A “MUST’’ FOR 
EVERY 
REPAIR SHOP! 
IWI’s BLUE CATALOG 


It's NEW — completely 
revised to make it eas- 
ier for you to find what 
you want when you 
need it, and easier to 
order. 
IT’S FREE — 

WRITE TODAY ! 


euectai¢ MOTOR 
,EBUILDING 
AATERIALS 


& 


seaunee 


Price List 


TUBING and SLEEVING 





. « » YOUR single source 
for ALL motor repair ma- 
terials, tools, equipment 


MARKING INSULATING PAPERS 
— Theyre “Tough! 


MANNING No. 300 gives you the best in insulating papers—100% rag con- 
tent—top dielectric strength—better heat—aging qualities—protection against 
shorts or grounds—maximum varnish absorption—always uniform in thickness. 
MANNING 300 PAPERS are tough to tear and give you the most for 
your money. You won’t have to do your work over and waste your profits if 
you ue MANNING INSULATING PAPERS. 
All convenient sheet sizes and weights are carried in stock. Send for samples 


and prices. 


DIEFLEX TUBING AND SLEEVING 


—Tte Zuatity Protects You! 


DIEFLEX VARNISHED TUBING and SATURATED SLEEVING helps 
you do the job rigAt the first time—insures you against failures and the extra 
cost of doing the job over. 

DIEFLEX TUBING and SLEEVING gives you all these benefits—mois- 
ture, oil and acid proof—extra flexible for easy handling—smooth bore inside 
—wires won’t snag—smooth outside—won’t fray or crack—stays round, will 
not flatten—stands up under extreme temperatures and ordinary baking—has 
high dielectric strength—mects or beats ASTM Standards. 

Protect your labor and profits with DIEFLEX TUBING and SLEEVING! 
Ask For Free Sample Set. 


‘WEDGIE WOOD SLOT WEDGES 


— 44t Your Sewice, Now! 


“Wedgie”? Armature Slot Wedges are better because they are made better. 
Wedgies are low in price—reduce waste—are extra strong—are accurate in 
dimensions—slide quickly and easily into place—and come in every standard 
size and shape you need. They’re precision made from well-seasoned straight 
grained hard maple stock—processed in paraffin to prevent splintering—helps 
reduce waste. 

A special sample card, to hang over your bench, showing actual samples 
of Wedgic:s will make your ordering faster and easier. Write for yours today — 
It's FREE! 


INSULATION AND WIRES INCORPORATED 


More than 15 years experience 
helping -epair shops do a better, 
more p ofitable job. 


ees 
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Offices and Warehouses in: ST. LOUIS 3, MO. « ATLANTA, GA. e« HOUSTON 3, TEXAS 





Your Work | 
Can Wait! 


yaichandise lady! 
u : 
’ Persona| trouble.” 











“Nice voice, but he doesn't appear 
to be much of a musician!” 






































Kid aafure 


“You take the top row and I'll 
take the bottom. Junior---bedtime!” 








“’_..pot roast, eggs, butter-- I’d say a 
hundred bucks will be about right’”’ 
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Partial view of Wire Drawing Section. 


Serving the South’s 
Electric Systems 














Southern Electrical Corporation now of- 


With the Finest 
in Electrical 
Conductor for 
Transmission 
and Distribution 


fers electric utilities in the South a new 
source of copper and aluminum conductor. 
With the only conductor production capa- 


city in the South, Southern Electrical 








Corporation features new equipment and 





complete lines of both types up to size 4/0. 








SOUTHERN ELECTRICAL CORPORATION 
Manufacturers of Copper and Aluminum Wire and Calle 
P.0. BOX 989 Telephone 7-3325 CHATTANOOGA, TENN. 


=e 
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School Lighting 
Institute Sponsored 


IN apriL a Southeastern School 
Lighting Institute and School Light- 
ing Exhibit will be held in St. Peters- 
burg, Florida. School authorities 
and lighting experts in the following 
southeastern states have been invited 
to attend these two events: Louisi- 
ana, Alabama, North Carolina, South 
Carolina, Georgia, Virginia, ‘Tennes 
see and Florida. 

Dr. Louis J. Colman, 
Prevention of Blindness Division, 
Florida Council for the Blind, has 
in the last two years inspected hun 
dreds of schools in the southeast 
ern states in an effort to obtain bet 
ter lighting and better working and 
seeing conditions in the 
He feels that the most important 
problem to overcome is the lack of 
knowledge on the part of many ed 
ucators and those in charge of 
schools in matters pertaining to 
school lighting and classroom envi 
ronment. ‘To situa 


director, 


classrooms. 


overcome this 


tion is the purpose of the Southeast- 
ern School Lighting Institute and 
School Lighting Exhibit. 
Outstanding speakers from _ all 
parts of the country, as well as spe- 
cialists in the lighting, educational 
and pediatric fields have been invit- 
ed to take part in the proceedings. 
The Southeastern School Lighting 
Institute will last three full days, 
from April 19th through April 21st 
while the School Lighting Exhibit 
extends four weeks. Registration 
headquarters will be at the Suwan- 
nee Hotel, in St. Petersburg, Florida. 
Registration will begin on Sunday 


April 18th. 


Inspector Groups 
To Meet in April 


[He ANNUAL chapter meetings of 
the southeastern chapters of the In 
ternational Association of Electrical 
Inspectors have scheduled for 
\pril with the dates arranged to pet 
those 


been 


mit convenient attendance by 


MARSHALL SCHOOL RECEIVES CITATION—The Norfolk School Board 

has received a citation from the State Sight Saving Commission for its 

redecoration and modernization of the John Marshall sight saving class- 

room, shown above. The sight saving classroom renovation was completed 

under the direction of L. M. Klinefelter. Equipment for relighting the 
room consisted of 21 Mitchell 3009 two-light fixtures. 


who desire to attend all of t 
ings. 

The Annual Electrical 
and Meeting of the North 
Chapter will be held in 
April 13-14. The program 
Institute this year, according 
Cannady, state electrical engi 
inspector, will be devoted a 
tirely to discussion of essent 
rules. These discussions wi 
the frequently referred to ( 
tions on single family « 
multi-family dwellings, stor¢ 
stations, theaters and schoo 
iums, concrete block con 
and motor wiring. 

The Georgia Chapter, I. 
hold its annual mecting in \ 
the Dempsey Hotel, April 
cording to C. M. Jones, Un 
Laboratories’ Inc., secretary 

The Florida Chapter, IA 


mecting at 


hold its annual 
idian Hotel, Tampa, on Aj 
The program will consist - 
of Code questions and d 
with a special committec 
the questions and get the 
from those in attendance, 
©. Bushnell, Florida Powe: 
Company, secretary 


Utilities Continue 
Heat Pump Research 


Over $25,000 has be 
buted by member compan 
Southeastern Electric Exc 
the support of the heat 
search program of the Si 
scarch Institute during 
vear. A contract has been « 
President McGregor Smith 
of the Exchange with tl 
for the continuation of 
which has already been un 
two vears. 

The Institute will de 
forts during the coming 
following activities: 

Investigating heat sour 
in an effort to find on 
satisfactory, and making a 
test installation when a 
source has been found. 
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Do pr figures attract you? at cost. Better not let this opportunity ass 
p 
you by. Sign the coupon now. 


Then |e’ us introduce you to some tested merchan- 
dising | »as. We know a couple of humdingers. 


RHEEM MANUFACTURING COMPANY 
Dept. ES-3 
570 LEXINGTON AVE., NEW YORK 22,N.Y. 


We've » complete plan. Sales aids free or 


What do you mean, profit figures? Let me in on the 
Rheem “Design For Better Business.” 





( Please Print) 


op oy a OR 


HOME “OMFORT APPLIANCES Son Water Acplionces 


NI plants ).S.A.—Also Brisbane, Melbourne, Heating Appliances 
Sydney, Rio de Janeiro and Singapore. Cooling Appliances 
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City . — State 
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Studying means of _ controlling 
temperature and humidity in heat 
pump installations so as to give best 
comfort conditions. 

Evaluating actual installations of 
heat pumps to determine the installa- 
tion costs, operation costs, heat 
source performance, heat pump unit 
performance, and occupant’s reaction 
toward the heat pump and its _per- 
formance. 

Doing further work on a guide for 
use by member power companies in 
application problems involved in heat 
pump installations. 





Fresh’nd-Aire Reveals 
Complete 1948 Line 


A COMPLETE LINE of air comfort 
equipment for homes and industry, 
winter and summer, has been reveal 
ed in the 1945 line for the Fresh’nd 
Aire Company of Chicago, manufac 





turers of Fresh’nd-Aire a:r circulators 
and electrical humidifiers. 

The line will consist of six electric 
air circulators ranging from the small 
14-inch model for homes and small 
offices, to the large Freshn’d-Aire 35- 
inch model for use in auditoriums, 
theaters and other large commercial 
establishments. Intervening models 
will be the 17R and 20R, the 23 
and the 26-inch models—the model 
number in each case indicating the 
propeller diameter. 

A recent addition to the Fresh’nd 
Aire family of air comfort units is 
the Fresh’nd-Aire model 600 humidi 
fier—introduced to the trade earlier 
last fall. 

In presenting the line at the Na 
tional Housewares Show, H. Hart- 
mann, general manager of Fresh’nd- 
Aire Company said, “The © six 
Fresh’nd-Aire models have been se- 
lected to present a well balanced line 
for sale to home and to industry cov- 
ering every possible domestic or com- 
mercial application in air circulation 
needs. The new model 600 Fresh’nd- 
Aire humidifier, represents an im- 
portant addition to the line for stim- 
ulation of sales, particularly during 


60 


the long dry winter months. The 
humidifier will combat the parched, 
dry atmospheric condition found in 
most homes and offices during the 
winter.” 

The Fresh’nd-Aire model 14R, 
17R, 20R and 23 each have three 
speeds. Speeds are indicated on a 
patented Fresh’nd-Aire visual speed 
control dial assuring practical, 
scientific application of air circula- 
tion in the home or in the office. 
Models 26 and 35 each have five 
speeds. plus a separate ‘“‘on and off 
switch” 


Georgia Distributor 
Named by Eureka 


THe Cuas. S. Martin Distribut 
ing Co., Inc., Atlanta, has been ap 
pointed exclusive Georgia distributot 
for Eureka Home Cleaning Equip 
ment and Eureka Cordless Electric 
Irons, according to announcement by 
Samuel B. Peppers, southern regional 
manager, Eureka Williams Corp. 

Gencral offices and showrooms of 
the new distributor are located in 
downtown Atlanta at 250-256 Peach 
tree Street. Martin 
parts, and servicing facilities occupy 
50,000 sa. ft. of floor space at 501 
Stewart Avenuc. ‘The firm is one of 
the South’s largest distributors of ap 
Its president 


warchouses, 


plianecs for the home. 
is Chas. S. Martin. 
Both upright and cylinder models 
Furcka’s complete 
home-cleaning systems. The equip 
ment has been sold for the past 15 
vears in Georgia by the 90. retail 


are featured in 


stores of the Georgia Powe: 


pany. Leading department 


and others throughout the sta 


also featured the line. The 
now will be served out of At 
Chas. S. Martin. 

Introduced early last year, | 
Cordless Electric Iron is 
greater production. Mr. Pep 
ports for it an enthusiastic acc 
throughout the southern regi 
iron 1s completely automatic, 
dangling cord, and, it is sai 
nates the hazard of fire. 

Commenting on his firm’s 
tion of the Eureka distrib 
My. Martin said, “Aside f 
acknowledged technical qu 
the Eureka line, and_ its 
consumer position, we al 
pleased with the aggressive 
dising and promotion met! 
company has cmployed f 
Vears. We, ourselves, as dist 
know the value of strong, 
promotion, and back this 
with a large annual advert 
, 


Sct. 


G. E. to Manufacture 
Hard-to-Get Tubes 


THE PROBLEM facing m 
servicemen today, that of 
able to complete a repair j 
one tube cannot be found 
longer being manufactured, 
solved by General Electric ( 
which is making available 
tional tvpes of clectronic t 

“The newlv-available  t 


tvpes which were designed 














Left, Samuel B. Peppers, southern regional manager, Eureka 

Corporation, and Chas. S. Martin, president, Chas. S. Martin Dist 

Co., Inc., Atlanta. Mr. Martin has just signed a distributor franc 
Eureka products in Georgia. 
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his row of Continuous Pendant fixtures is an assembly of the following i. ; } 

otal Kits; 3—VK-744 Basic Chassis, 3—VK-440 4-Lt. Shields, 3—VK-200 ° ag > ad 
single Stem Pendants, 2—VK-600 Spacer Couplings . . . as indicated by the Seng ay 
cul-off illustration, it can be added to indefinitely. ~ 
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ct. fluorescent Virden is not 


only serious but highly interesting. Here 





are two sweet Virden fixtures that are 









definitely earmarked—" possibilities unlim- 


ited". Their beautifully clean lines — their 







perfect adaptability to every conceivable 






VIRDEN VALUE 


situation, are not the result of accident. 


They spell Virden value at all points. 






See your Virden wholesaler. 












‘possibilities 
unlimited’ » 


—so we said 
in announcing 
these fixtures. 
It is still 
just as true. 

























This complete Pendant fixture No. VF-8440-P illustrated is de- 
signed and constructed for individual mounting . . . and is an 
assembly of the following Kits: VK-744 Basic Chassis, VK-440 
4-Lt. Shield, VK-300 Twin Stem Pendant. 
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as the early thirties and tubes which 
are not in wide use or manufacture,” 
Russell W. Metzner, sales manager 
of replacement tubes for the com- 
pany’s Tube Division, at Schenec- 
tady, N. Y., said in making the an- 
nouncement. 
‘The 52 types are included in the 
group which represent less than 20 
per cent of the replacement demand. 
Manufacturers concentrate on pro 
ducing those types in greatest demand 
which represent about 80 per cent of 
the replacement market, and thus 
thousands of servicemen are holding 
sets on their shelves for the want of 
one tube which they can’t obtain 
ot which is not being manufactured.” 
he said. Plans have been completed for the annual District 5 joint meeting o 


National Electrical Contractors’ Association and the International Bro 
hood of Electrical Workers scheduled for March 29-31, in Dallas, 1 


_ ‘ 
Dallas Host to NECA General committee members i ion on plans for Dallas meetiag are, seated, left to 
‘ NECA Board ; Frank W. Graham, 


G. C. White, Fort Worth, 1 rer, of Governors; 


And IBEW in March business manager, IBEW Local 59; W. L. Ingram, Fort Worth, vice-president, Seventh D 
2 NECA of H. L. Seott, ¢ 


IBEW; Jim L. MeClure, Dallas, member, Board Governors; 
. , - . : = Christi, member, Beard of Governors. Standing, left to right: M. F. Baldwin, Dallas, a 
LAT FE IN FEBRUARY arrangements manager, Northeast Texas Chapter; John W. Jenner, Wichita, member, Board of Gov: 
<a : oe = c : , L. T. Allen, Tulsa, vice-president, District 5, and chairman, General Co ittee; Ge 
ag ) I » Genera mmittec ri 
were am the final st ise 5 f comple Seaman, Fort Worth. NECA field representative; Lawrence Martin, allas. no - No 
tion for the annual District > joint Texas Chapter; Robert E. Moore, Dallas, chairman, Local Con ttee. Two other mem 


: : the General Committee—Ralph E. Johnson, Denver, member, Board of Governors, and 
meeting of representatives of the Na Nunez, New Orleans, member, Board of Governors—were not able to attend. 
tional Electrical Contractors’ Associa 
tion and International Brotherhood 
of Electrical W orkers, scheduled for and exhibits will be housed. For hibits and convention sessions 
March 29, 30, and 31, in Dallas, this purpose, the hotel has set aside held in the same room, but « 
Pexas. its Peacock ‘Terrace, an extensive will be closed during busin« 
Lawrence Martin, manager of the arena on the top floor. ‘his arena sions. 
Northeast ‘Texas Chapter of NECA, is so arranged that within a grilled Mr. Martin and M. F. B 
host for the occasion, announced enclosure there is seating room for assistant chapter manager, 1 
that plans for the mecting are near- the business sessions, with rostrum two months in advance of the 
ing completion. and loud speaker facilities. ing that enthusiasm of manuf 
Headquarters for delegates in Dal- Outside of the enclosure there re and distributors was running 
las will be the Baker hotel, in which mains extensive space for the instal and that at that time, 60 per 
exhibits. ‘Thus both ex- the available exhibit space was 
As in the past, business 
will be held in the morning, 
afternoon will be devoted to 
conferences, inspection of ¢ 
and other activities. 
Actual business begins on 
March 28, when there will be 
ing of managers of the 1+ « 





both convention business sessions lation of 


Entertainment will be 
and will include a golf tow 
beginning the afternoon of 
29. Entertainment calling fi 
attendance includes an indo 
cue at Dallas Fair Park, 
ed by a square dance. For t 


SPECIAL 77 CU BA/ ey se dine 
© Cwouna Deaive CRA ped with western costumes 
BENDIX AUTOMATIC WASHERS 


New Wholesale Branch 


Formed by Westinghou 


A DISTRIBUTING BRANCH 
Piedmont area will be opene¢ 


BENDIX DEALERS HEAD FOR CUBA—A group of Bendix dealers in the Walker Avenue, Greensboro, 
Carolinas are pictured as they left for a trip to Cuba. The dealers won this by the Westinghouse Elect 
trip in a sales contest sponsored by Southern Appliances, Inc., Charlotte, oration. The new wholesal 
N. C., Carolina distributors for Bendix Home Appliances, Inc. James Crates, “a eo ped a 
sales manager, Southern Appliances, and Phil Schoenfeld and John Rhine- will be managed by J. O. 1 
hardt, district representatives, accompanied the dealers on the trip. Mr. Leonard stated that 
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Gor Underground Yse 


@ CRESCENT IMPERVEX TRENCHWIRE provides the LOWEST COST, PER- 
MANENT underground installation for services from power line to meter, for 
connecting several buildings from the same service, as on FARMS, ESTATES and 
INSTITUTIONS and for STREET, AIRPORT, BALL PARK and other outdoor 
lighting and power circuits. 

@ CONSTRUCTION The Single copper conductor is insulated with IMPERVEX 
special moisture and heat-resisting rubber insulation. A tough NEOPRENE armor 
sheath is vulcanized over the insulation, protecting it from injury during and after 
installation. The cable is flame-retarding and practically UNAFFECTED by water, 
oil, acid, alkali, sunlight and exposure to the earth or weather; — nothing to rot, 
rust or corrode. 


@ EASY INSTALLATION Two or more IMPER- 


VEX TRENCHWIRES are laid together in a nar- 
row trench to form the cable with no additional 
; protection normally required. 
. @ APPROVED Carries Underwriters’ Labora- 
ae = tories’ Label as TYPE USE — Underground Service 
" J 





t 
Entrance Cable, and conforms to the National 
S py | Electrical Code. 
ie eee, = fe = . @ PROVEN Tens of millions of feet of CRES- 
ae _ : CENT IMPERVEX TRENCHWIRE have been in- 
TD eter stalled over the last seven years under all types of 
4 installation conditions, with not one case of failure 
+— CRESCENT reported — a unique record ef dependability! 
@ AVAILABLE FROM STOCK Electrical whole- 
IMPERVEX salers have CRESCENT IMPERVEX TRENCH- 
WIRE in sizes No. 12 to No. 4 AWG in stock. Larger 
TRENCHWIRE sizes available from warehouse stocks or the 
factory. 
@>. BULLETIN No. 451 giving technical informa- 
tion-on selection of proper size of conductor, etc. 
will be.furnished on request. 











CRESFLEX 


(Seer IMPERVEX TRENCHWIRE For Branch Circuits 


i ad Mi rarsthn items erated 











Entrance Switch - 
or Circuit Breaker 














CRESCENT 
WIRE & CABLE 
WIRE & 


eee ee er ee ise hentia nF Le IN. < si aa 


i ANTA, GA., Edgar E. Dawes, 401-402 Rhodes Building RICHMOND, VA., Robert W. Fishburne, 112-114 Exchange Bldg. 
EW ORLEANS, LA., Paul Hogan, Jr., 305 Levert Building DALLAS, TEXAS, M. C. Huie Company, 707 Thomas Building 
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branch will supply electrical applian- 
ces and apparatus to dealers, electri- 
cal contractors, and industrial plants 
throughout Piedmont North Caro 
lina. It will be a branch of the firm’s 
Carolinas district, which has central 
offices in Charlotte. 


Whiting Appoints 
New Distributors 


APPOINTMENT of three new Sou 
thern distributors for Whiting Food 
Freezers has been announced by 
Howard Roberts, vice-president in 
charge of Whiting’s Refrigeration Di 
vision, Chicago, III. 

The new distributors are: Williams 
& Shelton Co., Inc., Charlotte, N. 
C., distributors in North and South 
Carolina; Norfolk Distributing Co.., 
Norfolk, Va., who will cover Virgin 
ia, and parts of Maryland and North 
Carolina; and Marshall Webb Distri 
buting Co., San Antonio, Texas, dis 
tributors in Southwest Texas. 


1948 Officers Named 
For Electric Institute 


THe 1948 orricers and Board of 
Directors have been elected by the 
Electric Institute of Washington. 
J. A. Mitzelfelt, who is manager of 
the Baltimore-Washington Branch, 


a Heplresae 


Frigidaire Sales Corporation, has been 
elected president; H. C. Lease, vice- 
president; Harold Stoll, secretary; 
and Fred A. Leser, treasurer. 

The new members of the Board of 
Directors are Lou Mushinsky, W. H. 
Radcliffe, J. W. Warner, and J. J. 
Ilgenfritz. Those re-clected to the 
Board are G. F. Kindley, H. G. 
Coughlin, R. J. A. Kaemmerer, and 
J. S. Bartlett. 


Proctor Answer to 
Inflation Challenge 


A NEW auroMatic clectric flat 
iron, the Proctor Guardian, Model 
986, priced to sell “below $10.00,” 
including Federal Excise ‘Tax, is the 
Proctor Electric Company's answet 
to the challenge of inflation, accord 
ing to Robert M. Oliver, vice-presi 
dent. 

In announcing this new addition 
to its line at this time, Proctor is ad- 
hering to its established policy of no 
tifying its franchised distributors of 
a new item sixty days in advance of 
its availability date. 

The new iron, which will be avail- 
able to distributors approximately 
April 15, when shipments will begin, 
is stvled for service and not for show. 
In interior construction it is the same 
as the Proctor Champion iron which 
retails at $12.95, the difference be 


Personal demonstrations were given to interested county home economists 
attending the Deepfreeze dealer meeting at Columbia Hotel, sponsored by 
Cannon Distributing Company recently. Reading from left to right: Ger- 
aldine Corman, director, Home Economics Department, Deepfreeze Division 


of Motor Products Corporation; Mrs. 


Arthur Brown, assistant manager, 


Brown Electric & Supply Company, Walhalla, S. C.; Miss Ethel L. Counts, 
county home demonstrator, Newberry, S. C.; and Miss Ellen Miner, home 
service director, S. C. Gas and Electric Company, of Columbia. 
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ing in exterior appearance, finish, 
the absence of exclusive features 
as the new Proctor Rayon Sign 


PROCTOR 


Its special features include 
al-reading dial of fabrics with 
lon marking for correct temp 
protection when ironing nylo 
off-switch built into the dia 
weight, 1000 watts. Like othe 
tv irons, the cord is permanei 
tached. 


Carolina Dealers Hear 
Home Freezer Details 
CoLp WEATHER proved to 


great handicap to the Canno 
tributing Company, of Cha 


and Columbia, South Caroli: 


their promotion of two very s 


ful Deepfreeze dealer meetin; 


dealers in Charleston and Col 

Not only Deepfreeze deal 
public utility representatives, 
home demonstrators and econ 
and others interested in better 
and better living shared and 
fested much interest in the m¢ 
Much preliminary publicity 
voted in advance of the meet 
create interest and attendance 

In attendance from the De 
Division of Motor Products C 
tion, North Chicago, IIlinoi 
Miss Geraldine Corman, < 
Home Economics Dept., ‘Th 
Elrod, Southern Region sal 
ager, and George Barnett 
sales manager. 

Prior to the meetings, M 
man met with many count 
demonstrators and economis! 
utility home directors in a | 
ing informal lecture in whic 
home freezer advantages and 
section of questions and 
were brought out. 


Number of Bendix 
Salesmen Disclosed 

A TRAINED SALES FORCE Of 
persons is selling Bendix au 
washers, dryers, and ironers 





we | 


5 ah | 


EL 


UMITED STATES RUBBER BOMPALY 


SERVING THROUGH SHlzZNeZ 


eos 
» \, md 


Le a. 


» 


DANGER 
THIRD 


ick Security Friction Tape 


gh di-electric strength for high voltage jobs, plus strong 
‘bery adhesive with a terrific grip . . . that’s Security 


Friction Tape. And Security has no pin holes, does not 
avel when unwound from the roll. For electrical and 
eneral purpose jobs, big or little, you'll find straight- 
ing, highly-insulating Security a tape you can trust. 


; Play Safe-Use Security 


tic UNITED STATES RUBBER COMPANY 
1230 Avenue of the Americas, New York 20, N. Y. 
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out the United States, W. F. Lin- 
ville, general sales manager of Ben- 
dix Home Appliances, Inc., disclosed 
at a sales conference in South Bend, 
Ind. The total includes 21,350 on 
the “sales firing line’ — dealers’ 
stores. 


Electromaster Displays 
New Oven Feature 
UPON HIS RETURN from the Win 
ter Furniture Mart, Gerald Hulett, 
vice-president, Electromaster  Inc., 
stated that the exclusive Oven Eve of 
the firm’s Banquet Superb model 
range was heralded by the hundreds 
of dealers and buyers who saw it as 
one of the year’s biggest contnbu 
tions to modern oven cookery. 
“Ever since ovens were devised,” 
commented Mr. Hulett, “women 1,8 : sc Oi ; 
] ge Sod ane a Falk’s Department Store appliance salesmen, in Tampa, review their 
‘ave always peeKed mmto the Over tO onstralion technique just before the store’s special promotion and ; 
demonstration of G-E Flatplate Ironers. “Pete” Peterson, seated 
progressing. This ‘oven pecking’ ironer, is being instructed by Miss Delia Copley. Watching him are h 
lel Cee Ei Sacind Race tent workers, left to right. Jack Buettner, Walter Lindsay, John Young 
: : . ee ; Mrs. Tona Owens. 
generation to generation of home 
makers. It still flourishes today, 
even with the excellent heat distribu . , , ; 
ces food in the oven, without the need ment Store, in Tampa. ‘The 
tion and automatic control offered : : ; 
of opening the door. ‘This contrib strations were made by Mis 


see how the pie, bread, or roast was 


in modern range ovens. . s* 
siege 3 : utes to faster. more uniform baking Copley, home - service su 
The Oven Eye is a big step for is é ' 
: : and roasting. General Electric Applianc« 
ward and is destined to change this . 
fhe — for Florida. 
old-fashioned cooking habit. lhe Dur; 
Fye’ is a twin lens of heat resistng GR Flatplate Ironer “ee the eee > a 
‘ : : : 2 ‘ach =Salesman = icarnecé inte 
glass hermetically scaled for life . . 
- Demonstrated to Public linea Gt Slee ‘inten ~ soul 
against discoloration and fog; thus, , hi se 
providing clear oven vision. At the lH ron many things, eSpeciany 
- r + y < 1) 
flick of a handy switch, the oven plate Ironer was shown in a recent shirt. Mrs. ‘Tona Owens h 


light can be lighted for a look at demonstration at O. Falk’s Depart trained to make the home 
a stration and follows cac 


promptly into the home to 
new user in full understand 
use of the product. 


NEW General Electric lat 


Miss Copley has been 
many such General Electric | 
Ironer promotions through: 
state of Florida with Gene 
tric appliance dealers. 
home service training 
schools, are held prior 
lic demonstrations. 





a ——— I = 
' m " MGM Records Appoint 

; ¥ New Distributor 
a ae * Miuts-Morris ComMPaAny, 


South Dudley Street, Mem 


as . fi just been appointed distri 
eae ee MGM Records for western 
_ al 2% 


see, northern Mississippi anc 
Arkansas. 

The department will be 
of Miss Mary Layne, who 
many years of experience in 
tribution of records. 


Electromaster’s Banquet Super model range features the exclusive Oven Eye. The company also. d 


This new development permits ‘oven peeking’ through twin lens of heat R 
resisting glass sealed against discoloration and fog. Motorola Home and Auto R 
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Mr. Customer; You Can Stop Worrying: 


THERE ARE NO DOGS | (GaSe 
in THE SOWTHERN LINE, 2% 2 


'NVENTORy 



























































FLUORESCENT FIXTURES BY SOUTHERN 
HAVE EVERYTHING GOOD FIXTURES 
MUST HAVE TO 

















ALES PPEAL of Southern Fluorescent Lighting Fixtures is based on attractive 
modern design, durable construction and lasting performance at lower cost. No 
gingerbread frills . . . no fancy gadgets . . . no costly markdowns on “dogs”’ in the 
Southern line. By all quality standards, Fluorescent Fixtures by Southern are 


consistent BEST SELLERS. See for yourself! 


COMPETITIVE LIST PRICES . . . LONG DISCOUNTS 


WHOLESALERS 


* SOUTHERN LIGHTING MFG. CO. 
= ORLANDO, Og 


Southern 
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Plans for the Southeastern Metermen’s Association annual short course on 
electric meters were completed recently when the executive committee 
met in Jacksonville. 

Power Corp., 


Front Row: T. J. Fleiesher, Anchor Manufacturing Co.; Paul Ditmore, Florida 
- Doudna, 


secretary-treasurer; V. B. Nolan, Florida Power & Light Co., Ist vice-president; E. E. 
Power Board of Chattanooga, president; C. G. 
K. M. Hester, sergeant-at-arms; and Robert H. F 1ing, mo Electric Co. Se 

L. B. Boaz, Nashville Public Service; Wm. A. Keller, nouse Elee. Corp : 

Milbank; J. L. Sheppard, Publie Service Authority; R. P. or, Anchor Mfg. Co.; Prof. 
=. F. Smith, University of Florida; R. E. Ward, Ward Engineering Co.; and J. B. Clark, City 
of Jacksonville. Third row: C. G. Easterday, Ward Engineering Co.; J. H. Henn City of 
Jacksonville; C. H. Gooding, City of Jacksonville; S. H. Stiles, Florida Power Corp.; R. O. 
Bushnell, Florida Power & Light Co.; S. B. Mansell, City of Jacksonville: Frank H. LaMaster, 
REA; E. Altman, City of Jacksonville; Carl P. Owens, Walker Electrie Co.,; and Pope Neff, 

City of Jacksonville. 


Mann, City of Albany, Ga., 2nd vice-prsident; 
¥ sangar 


and Conference on Electric Meters. 
With the capable assistance of the 
factory representatives, this group has 
A MEETING of the executive com worked out a well rounded program 
mittee and officers of the Southeast to be presented by the University of 
ern Metermen’s Association was held Florida on May 3-7, 1948. 
at the George Washington Hotel, The conference will be more inter- 
Jacksonville, Fla., to complete plans esting this vear because of the two 
for the 23rd Annual Short Cours« groups into which the short course 


Metermen’s Conference 
Plans Completed 


C & H FAN LINE SHOWN—This exhibit of the C & H Air Conditioning 

Fan Co., Atlanta, brought together this companys wide range of products 

in the air conditioning field. The line includes exhaust fans, window fans, 

air circulators, portable and desk fans, as well as numerous ventilating 
accessories such as ventilating grilles and shutters. 
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has been divided. One group is for 
those just starting in the field, 
the second for those further adva 

in meter work. All the public 
ties, municipalities, whether larg 
small, along with those in the 
co-operatives are invited to a 
this conference. 

Information may be obtained 
the president, E. EF. Doudna, Su 
Meters, Power Board of C 
nooga, Chattanooga, ‘Tenn.; Pi 
F. Smith, University of F' 
Gainesville, Fla.; or from Pau 
more, Florida Power Corp 
Petersburg, Fla., secretary. 

Many papers on advanced 
ing will be presented this year 
conference along with papers o1 
jects allied to metering. 





DATES AHEAD 


National 





Winter Convention, National Electrical Manu- 
facturers Association, Edgewater Beach Hotel, 
Chicago, Ill., March 14-18, 1948. 


Annual Convention and Radio Engineering 
Show, Institute of Radio Engineers, Hote! Com- 
modore and Grand Central Palace, New York, 
N. Y., March 22-25, 1948 


Fourteenth Annual Sales Conference, Edison 
Electric Institute, Edgewater Beach Hotel, 
Chicago, Ill., April 6-8, 1948. 


Edison Electrical Institute, Annual Enzineer- 
ing Meeting, Edgewater Beach Hotel, Chicago, 
Ill. May 3-5, 1948. 

Annual Convention, National Electrical 
Wholesalers Association, Statler Hotel, Buffalo, 
N. Y., May 3-7, 1948. 

Summer General Meeting, American Institute 
of Electrical Engineers, Mexice City, Federal 
District, Mexico, June 21-25, 1948. 


Annual Convention, Illuminating Enzineer- 


ing Society, Hotel Statler, Boston, Mass., Sep- 
tember 20-24, 1948. 


47th Annual meeting of National Electrical 
Contractors Association, Roney Plaza _ llotel, 
Miami, Fla., Nov. 30 to Dec. 3, 1948. 


Southern 


Oklahoma Utilities Assn., Annual Con tion, 
Biltmore Hotel, Oklahoma City, Okla March 
11-12, 1948. 

District No. 5 Convention, National F 
Contractors’ Association, Dallas, Texas, March 
29-31, 1948. 

Annual Conference, Southeastern |! 
Exchange, Boca Raton Club, Boca Rato 
April 8-10 1948. 


trical 


trical 


Fla., 


N. C€. Electrical Institute, N. €. ( 
IAEI, Raleigh, N. C., April 13-14, 191 
ting, 


Georgia Chapter, IAEI Annual ~- 
948. 


Dempsey Hotel, Macon, Ga. April 15-1! 


Florida Chapter’ IAEI, Annual 
Floridian Hotel, Tampa, Fla., Apri 
1948. 

Southeastern Annual Short Meter 
University of Florida, Gainesville, ! 
3-7, 1948. 


Southeastern School Lighting Insti! and 
Exhibit, Suwannee Hotel, St. Petersb Fla. 
April 19-21, 1948. 

Missouri Association of Public Utili 
nual Cenvention, Hotel Jefferson, St. 


April 28-30, 1948. 


ting, 
».20, 


urse, 


May 


t An- 
‘ Mo 


Spring Conference of the Engineer 
Operation Section, Southeastern Elect 
change, Tampa Terrace Hotel, Tam 
May 6-7, 1948. John W. Talley, exec: 
retary, 303 Haas-Howell Building, 4A 
Georgia. 


—- 
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(joe 


QUALITY 


TIP-TOP QUALITY 
WITH OUTSTANDING DISTINCTIVE | 
FEATURES — Yet Priced 


wu Lun Reach ot All 


Ruggedly built, beautifully finished in baked enamel. 
bonded with manufacturer’s guarantee for 5 year VF 
.. and available for immediate delivery. : oe 








Write for our new catalogue showing 30 models o 
attic, exhaust, circulator, pedistal, floor, desk | 
ceiling and window fans. 


MADE IN 2 SIZES 


A PRODUCT OF 


Ex yf Ain Conditioning ‘fan Cog One. 


1581-1623 DEKALB AVE... N. E. ATLANTA 6, GEORGIA 
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Available’ 


x. 


153—Ventilators and Blowers. Performance data, dimensions, 
and specifications are all included in the well-illustrated bulle- 
tins, now available from the Schwitzer-Cummins Company, 
1125 Massachusetts Ave., Indianapolis 7, Ind. 


154—Welding Exhausters. Bulletin No. 736 describes the 
Octopus, Jr., a portable exhaust unit, and the Octopus, a heavy 
duty unit, for applications requiring exhausting and blowing 
volume. Available from the Chelsea Fan & Blower Co., 
Irvington, N. J. 


156—Electrical Apparatus. This 48-page illustrated catalog 
shows electrical solderless terminal lugs, solderless service con- 
nectors, fuse clips, and many other electrical items. Published 
by Ilsco Copper Tube & Products, Inc., Cincinnati, Ohio. 


164—Bustribution Duct. This 23-page bulletin, No. 462, just 
issued by Bulldog Electric Products Co., Box 177, Detroit 32, 
Mich., describes in detail the Bulldog Feeder and Plug-In-Bustri- 
bution Duct for bus duct electrical distribution. The bulletin 
is profusely illustrated. The many drawings included show 
details of the duct, the various fittings, and the hangers, as well 
as diagrams of complete systems both of the centralized and 
decentralized system. 


165—Lighting Research. The Benjamin Electric Mfg. Co., 
Des Plaines, Ill., has just published a new booklet covering the 
activities of the new Benjamin Laboratory. This booklet will 
be of special interest to all who are interested in the “behind- 
the-scenes” portrayal of the research and testing which are es- 
sential to high quality and performance in lighting equipment. 


166—Industrial Heat Lamps. The General Electric Com- 
pany, Nela Park, Cleveland, Ohio, has announced the publica- 
tion of a new industrial lamp folder. This folder, Y-689, con- 
tains six pages of photographs and technical data on the indus- 
trial heat lamps manufactured by the company. 


174—Aluminum Building Wire. Technical data on insulated 
aluminum building wire are now available in a bulletin desig- 
nated as H-407 and available from Hazard Insulated Wire 
Works, Division of the Okonite Company, Wilkes-Barre, Pa. 
= insert gives comparative data on copper and aluminum con- 
uctors. 


177—Balanced Lag Renewable Fuses. Informative folders are 
available from Pierce Renewable Fuses, Inc., 51 Pacific Ave., 
Buffalo 7, N. Y., describing the company’s line of balanced lag 
ge fuses. Pierce fuses are listed by Underwriters’ Labora- 
tories, Inc. 


178—Mobilite Fixtures. A 15-page booklet, entitled “Engi- 
neered Lighting” has been announced by Mobilite, Inc., Jersey 
City, N. J. The booklet describes and illustrates the various 
fluorescent fixtures manufactured by the company. 


180—Ceiling Ventilator. Installation and design of the Blo- 
Fan is fully described in a 4-page folder recently made available 
by the manufacturer, Pryne & Co., Inc., 140 N. Towne, Po 
—, Calif. The many diagrams illustrate the principle of the 
o-Fan. 


181—Planned Home Laundry. As an aid to architects and 
builders in fulfilling a growing demand for planned home laun- 
dries, Bendix Home Appliances, Inc., South Bend 24, Ind., has 
published an “Architects Handbook.” Profusely illustrated, the 
40-page, board-covered book presents eleven plans for step-sav- 
ing home laundries. The laundry rooms are lithographed in 
four colors and opposite each is a blue print of the floor plan. 


184—Electrical Equipment Catalog. The Pyle-National Com- 
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pany, Chicago, Ill., announces a complete catalog desc 
of their products, including the Pylets conduit fittin: 
catalog contains information on a wide range of plug 
ceptacles, dust-tight and explosion-proof fittings, fixt 
gers, etc. 


185—Flexible Cords and Cord Sets. Lowell Insulat 
Company, Lowell, Mass., has available an illustrated { 
scribing their various types of cords and cord sets. Siz« 
and other pertinent information is given. 


186—Hot Water Heater. Informative and _well-illust 
are available from M. M. Hedges Manufacturing C 
Chattanooga, Tenn., on their line of Mertland Automat 
heaters. 


187—Electric Fans. A 25-page, profusely illustratec 
describes in complete detail this company’s line of 1 
Booklet available from Emerson Electric Manufacturing 
Louis 21, Mo. 


190—Fluorescent Strip-Lite. Bulletin No. 147, availa 
Gibson Manufacturing Company, 1919 Piedmont C 
lanta, Georgia, describes and illustrates the Strip-Lite fl 
fixture. The booklet also gives diagrams showing in 
in display cases, general store lighting, industrial light! 
special home lighting. 

191—Hole Cutter. A new folder featuring the “‘Jiff 
table hole cutter for cutting holes in steel boxes, plat 
etc., has been issued by Clyde W. Lint, 1144 West \ 
ton Blvd., Chicago 7, Ill. 


194—Hi-Strength Connectors. Jasper Blackburn 
Corp., St. Louis 6, Mo., announce an attractive fold 
takes the reader on a “behind the scenes” tour of th 
to see how the Blackburn Hi-Strength Connectors are 1 


196—Fluorescent Luminaire. Bulletin No. 1055 des 
V-Shaped Fluorescent Luminaire, which is so compa 
signed that it appears to be semi-recessed. Bulletin } 
describes the Electro “Louver-Lite.” Both bulletins 
able from the manufacturer, Electro Manufacturing ( 
Chicago, III. 


198—Re-Order Guide. A compact catalog depictin: 
plete line of lighting fixtures is now available from 
Inc., Jersey City 5, N. J. Descriptions and photograp 
lighting fixtures are to be found in this valuable bo 


T 


199—Industrial Fixtures. Informative data may be 
from the Workolite Company, 522 Cortlandt Street 
9, N. J., on their line of industrial fluorescent fixture 


200—Aluminum Building Wire. An attractive, 32- 
let on aluminum building wire has been announce< 
Rubber Company, Wire & Cable Dept., 1230 Ave: 
Americas, New York 20, N. Y. Such data as conduc 
rosion resistance, soldering, voltage drop, etc. are gi\ 


201—Adhesive Labels. Free samples and useful lit 
the story of self-adhesive Quick-Labels for marking ¥ 
circuits, conduits, etc. The labels are manufactured 
Brady Company, 815 N. Third St., Dept. L., Milwau! 

202—Lugs and Connectors. A profusely illustrat 
booklet is available from Kreuger & Hudepohl, 5 Eas! 
Cincinnati 2, Ohio, describing their line of solderle 
lugs and connectors. 

203—Lithonia Fluorescent Fixtures. A well-illust: 
let describing in detail the manufacturer’s line of 
fixtures for the home, office, store, and industry 
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fom Lithonia Lighting Products Company, Inc., Lithonia, 
Geors 

205.-Cable Connectors. Bulletin 16, describing and _illus- 
tratit yur distinctive types of service entrance cable connec- 
tors, , having its own advantages for a particular application, 
ig a\ le from The M. & W. Electric Manufacturing Com- 
pany, ast Palestine, Ohio. Many other electrical fittings are 


also 4 in this 19-page bulletin. 
20¢ -Electric Feedrail. A compilation of recent developments 


{ 
in th application of the Electric Feedrail distribution system 
45 al | to portable lights and tools, moving test lines, cranes, 
and | sts and other industrial applications is offered in the new 
28-1 Catalog No. 20 now available from Feedrail Corpora- 


tion 5 Barclay St., New York 7, N. Y 

2° -Water Heater Sales Manual. “Sizing the Job in Elec- 
tric er Heater Sales” is the title of a manual issued by D. 
W itehead Mfg. Co., 609 W. Ingham Ave., Trenton, N. 
J manual also gives specifications of the various DWW 
vater heater models. 
\ir Conditioning. The Air Conditioning Products Com 
40 W. Lafayette, Detroit 16, Mich., has just issued a 
ne log, 42-B, containing complete information about its 
“A ’ Tine of automatic shutters, automatic ceiling shut- 
tomatic back draft dampers, manually operated shut 
motor operated shutters. 


Chemclad Insulated Wire. Regularly mailed ‘Stock 
List | Shipping Expectations” for Chemclad Thermoplastic 
| Wire, types T and TW, is a free service now from 
Industrial Plastics Corporation, Mount Airy, N. C. 
Industrial Fans. An informative catalog, illustrating and 
g the complete line of Berns Air King fans and parts, 
le from Berns Mfg. Corp., 2278 Elston Ave., Chica- 


Seco Fans. New bulletins by Seco-Lite Manufacturing 
Easton, St. Louis 13, Mo., are now available, 
ing Seco Belt-Driven cooling fans and window fans. Bul 
ntain data on installations in homes, apartments, com 
and industrial applications. 


214—Cold Cathode Fixtures. Complete factual data concern- 
illation and performance of standard cold cathode fluor- 
es ighting fixtures and lamps are available from Federal 
Ele Company, Inc., 8700 South State Street, Chicago 19, 


( 16 


~Electrical Accessories. A 16-page booklet, describing 
mn istrating many types of electrical fittings such as steel 
fl oxes, spotlight units, ““L” shape boxes, etc., may be ob- 
tained from B and C Metal Stamping Company, 95 Piedmont 
Ay 5. E., Atlanta, Ga. 
216—Lighting Fixtures. Catalog No. 47, just released by 
Mi idges Corporation, Sheboygan, Wisconsin, contains all 
inf tion on previously announced items—Light-in-Line, 
Ur Lite, open commercial types, kitchen units, pin-ups, 
con ial strip, Circline and Sterilite germicidal disinfector. 


2 Wire Connectors. Hi-Scale Products Corp., 217 Cen- 
tre t, New York 13, N. Y., announces data on their com- 
ple ne of bakelite wire connectors, including specifications 


an e. 


2'» —Busduct Calculator. A slide rule type calculator for cal- 
cu : busduct voltage drops is available to electrical engineers, 
ar ts, and electrical contractors from Frank Adam Electric 
C O. Box 357, St. Louis, Mo. Load in amperes and 
ler n feet are set on the calculator to read voltage drop. 


Chromalox Heating Units. An attractive loose-leaf bin- 
d taining Chromalox heating unit bulletins, samples of 
di nail folders, and other sales aids is now available from 
I L. Wiegand Co., 7500 Thomas Blvd., Pittsburgh 8, 
Pa he bulletins cover the triangular electric range units, 
tl er-Speed range units, range replacement units, and a 

ge of heating units for industrial and special applica- 


Electric Motors. Full information on Hoover fractional 
wer electric motors is contained in a four-page folder 


Ww s available from The Hoover Company, Electric Motor 
D ‘orth Canton, Ohio. This illustrated, two-color pamphlet 
€ special features and advantages of the Hoover motor 
ar ntains a list of 24 ways to use it. 

“Germicidal Lamps. A six-page booklet describing the 
\ applications of germicidal lamps in farm buildings has 
t released by the Lamp Department, General Electric Com- 


p Nela Park, Cleveland 2, Ohio. 
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223—Fuse Booklets. “Excessive Heating of Fuses in Enclosed 
Switches, Panelboards and Cabinets” is the title of a booklet 
issued by Frank Adam Electric Company, P. O. Box 357, St. 
Louis, Mo. Included in this booklet is a very comprehensive 
study of the causes of excessive heating of fuses and test tables 
showing temperature rise in fuses at various percentages of load. 

224—Gedney Fittings. Gedney Electric Company, RKO 
Building, Radio City, New York 2, N. Y., has just issued Bul- 
letin 48, a 62-page, profusely illustrated catalog covering their 
complete line of electrical fittings. 

225—Conductor Fittings and Devices. A complete catalog, 
illustrated, and listing prices, has been issued by Penn-Union 
Electric Corporation, Erie, Pa. 

226—Pemco Electrical Products. ‘The New General Catalog 
No. 90 containing approximately 200 pages is available from 
Philadelphia Electrical & Mfg. Co., 1200-36 N. 31st Street, 
Philadelphia 21, Pa. The catalog is illustrated and contains 
information on the company’s complete line of street and high 
way lighting equipment, flood lighting and fluorescent lighting, 
and service station lighting. 

227—Ventilating Fans. The Murray Company, 3200 Canton 
St., Dallas, Texas, has available informative data sheets describ- 
ing their line of ventilating fans, which range from 36 inches 
to 48 inches in size. 


228—Wiley Fluorescent Fixtures. A catalog containing full 
information, engineering data and light output charts for the 
complete line of commercial and industrial fluorescent lighting 
fixtures and spots is available from The R. & W. Wiley Co., 
Buffalo, N. Y. 


229—Signaling Devices. Door bells and buzzers, heavy duty 
bells, bell and chime transformers, push buttons, signaling bells, 
and other signaling devices are described and illustrated in a 
bulletin just released by The Liberty Bell Manufacturing Com 
pany, Minerva, Ohio. Distributor and dealer discount sheets 
are also included. 

230—Electrical Wiring Devices. A 36-page, fully-illustrated 
catalog has been issued by Kulka Electric Mfg. Co., Inc., 30 
South Street, Mount Vernon, N. Y., which describes their line 
of wiring devices. Listed in the catalog are fluorescent lamp 
holders, ballasts, and starters; incandescent receptacles and 
sockets; maritime sockets and switches; swivel units; terminal 
strips, and other specialties. 


231—Heater Cords. Catalog Sheet No. 70 is available from 
Cornish Wire Company, Inc., 15 Park Row, New York 7, N. 
Y., giving specifications and pertinent information on_ their 
line of heater cords for use with electric irons, toasters, heat 
ers, roasters, and other equipment. 


232—Lakewood Fans. Ventilating fans, spray booth fans, win- 
dow ventilators, shutters, and replacement parts for all units 
are described in a catalog available from Lakewood Engineer- 
ing & Manufacturing Co., 1756 W. Lake St., Chicago 12, Ill 

233—Slater Wiring Devices. A detailed catalog, giving all 
necessary information for specification and purchase of their 
full line of wiring devices, is announced by Slater Electric and 
Manufacturing Co., 56th Street and 37th Ave., Woodside, N. Y. 


234—Residential Fixtures. Catalog 47, issued by Beacon Light- 
ing Products Corp., Chicago, Ill., describes and illustrates the 
manufacturer’s complete line of lighting fixtures for the home 
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248—Anti-Corrosive Paints. Literature has been published by 
Subox, Inc., 348 River Rd., North Arlington, N. J., on their 
Subox and Subalox paints used in generating, transmission and 
distribution construction and maintenance. Both paints are 
based on a colloidally dispersed and amorphos pigment of sub 
oxide of lead which is so chemically active that weathering in- 
creases its rust-inhibitive properties as well as its hardness. 


249—Lighting Bulletin. A +4-page bulletin (2169) describing 


briefly the various fluorescent and incandescent lighting equip 
ment now being sold to the trade has been issued by Curtis 
Lighting Inc., 6135 W. 65th St., Chicago 38, Ill. 
specification sheets on various fixtures are included 


Individu.. 


250—Electrical Apparatus. The Trumbull Electric Mfg. Co., 
Plainville, Conn., has recently issued a condensed general cata 
log, ““Trumbullist”, which gives complete information on electri 
cal control apparatus. 


251—Infrared Lamps. An 8-page folder, “Drying Problems 
Made Easy”, listing the advantages of the Dritherm Carbon 
Lamps is available from the North American Electric Lamp 
Company, 1041 Tyler St., St. Louis, Mo. This folder includes 
a complete description of how Infrared Radiant Energy with 
Nalco Dritherm Carbon Lamps provides fast, effective heat. 


252—Multiflex Brushes. The Helwig Company, 2544 North 
30th St., Milwaukee 10, Wis., has just issued catalog No. 245 
which lists brushes by code numbers. This simplifies the order 
ing of the proper brushes. 


253—Monarch Electric Ranges. Data is available from Malle 
able Iron Range Co., 4861 Lake St., Beaver Dam, Wis., on all 
tvpes of this company’s ranges. 


254—Junction and Meter Equipment. A series of bulletins 
describing junction boxes, telephone cabinets, metering equip 
ment, etc., for indoor and outdoor applications, is available 
from the Walker Electrical Company, P. O. Box 8, Station D, 
Atlanta Ga. 


255—Paragon ‘Timers. A folder of up-to-date bulletins on 
available timers and their prices is offered by the Paragon Elec 
tric Company Two Rivers, Wisconsin, manufacturers of elec 
trical equipment. Such items as industrial timers, self-lubricat 
ing time switches, and many others are described and illustrated 
in this folder. 


256—Filt-R-Fan. Fifteen features of this year-round condi 
tioner are described in a profusely illustrated folder available 
from Meier Electric & Machine Co., 3525 Washington St., 
Indianapolis 7, Ind. 


257—Lighting Equipment. This revised 8-page condensed cata 
log, No. 945, describes the company’s line of engineered light 
ing and control equipment for schools, theaters, hospitals, 
churches, and stores, etc. Specifications, engineering details 
and list prices are included. This catalog is available from 
Hub Electric Co., Department “ES’, 2219 West Grand Ave., 
Chicago 12, Illinois. 


258—Circulating Fans. Illustrated catalogs are available from 
Signal Electric Mfg. Co., Menominee, Mich., describing the 
complete line of desk and pedestal fans, vent and exhaust fans, 
and semi-automatic kitchen vent fans. All literature gives full 
electrical details and dimensional drawings for all vent and ex 
haust fans. 


259—Electrical Equipment. The latest edition of the Federa 
log has just been issued by Federal Electric Products Co., 60 
Paris St., Newark 5, N. J. This profusely illustrated catalog 
contains complete details of Federal’s newest motor controls, 
safety switches, service equipment, circuit breakers, panelboards, 
switchboards, and busduct. 


260—Ventilating Fans. The complete line of C & H venti 
lating fans is pictured, with dimensions and details, in a new 
24-page catalog. Described are exhaust fans, window fans, air 
circulators, portable and desk fans, and’ fan accessories such as 
grilles and shutters. C &*H Air Conditioning Fan Co., Inc., 
1603 DeKalb Ave., NE, Atlanta, Ga. 


261—Electric Motor Parts. A 100-page illustrated catalog of 
electric motor and controller parts is now available from The 
Reading Electric Company, Inc., 200 William St., New York 
18, N. Y. This bulletin lists everything used by the electric 
motor repair shop. 


262—Fluorescent Lighting. Smithcraft Lighting Division, 
Chelsea 50, Mass., has just issued an interesting series of speci 
fication sheets, each portraying a single Smithcraft fluorescent 
fixture and providing pertinent technical data to assist engi- 


72 


| 


The 


neers, jobbers, contractors and purchasing agents. 
are available upon request. 


263—Electric Ranges. An Electromaster Range Cat 
scribing in full detail a complete line of models and 
is available from Electromaster, Inc., Mount Clemen 
gan. ‘This catalog gives a description of the exclusi 
Kye, automatic cooking controls, deep well cooker, la 
oven control clock. 


264—Time Switch. Sangamo Electric Co., Springt 
offers their 4-page Bulletin 1050 fully describing the 
ceptionally small Type S Time Switch. The switch 
ered by a newly developed synchronous motor that is 
for life. 


265—Coffee Makers. ‘The complete line of Co 
products, including the famous Cory rubberless coff« 
service set, the Cory Automatic, electric coffee grind 
electric stove, and commercial units is described in ; 
beautifully illustrated booklet. Copies may be obtai 
the Cory Corp., 221 N. La Salle St., Chicago, [Il 


266—Air Circulator. A highly illustrative two-col 
containing interesting facts about air circulation, m 
tained from the Fresh’nd-Air Company, 221 N. La Sa 
Chicago 1, Illinois. 


267—Motor Repair Materials. ‘The 48-page IWI B 
log published every other month contains a listing 
every item required for electric motor repair and 1 
complete with sizes, prices and standard packages. Ci 
be obtained without charge by phoning or writing th 
tion and Wires, Inc., offices at Atlanta, Ga., Houston 
ind Sc. Louis 3, Mo. 


268—Ventilating Systems. An _ illustrated 48-pag 
titled ‘Silent Breeze Selection and Installation Man 
scribing the practical engineering details of automati 
tion for homes, commercial, and industrial establishm 
be obtained from Holcomb & Hoke Mfg. Co., Inc., 
Buren St., Indianapolis 7, Indiana. 


269—Sales Helps. <A variety of sales helps, includi 
Slide Colored Training Films, How to Sell Booklets, ( 
Pieces, Specification Sheets, Demonstration Kits, Disp! 
and Promotion Kits for selling and demonstrating 
Mills Home Appliances—PressureQuick Saucepan, 
Iron and Steam Ironing Attachments are available 
from General Mills, Inc.. Home Appliance Dept., 
tral Ave., Minneapolis 13, Minn. 


270—Water Heater. An 8-page, illustrated booklet 
Rheem automatic electric storage water heaters, Ser 
now available from Rheem Mfg. Co., 570 Lexington A 
York, N. Y. The booklet discusses special features of 
and includes specifications and roughing-in dimensi« 


271—Attic Fans. 1948 Sales Increasers and 1945 
tion Manual are the titles of two highly informativ: 
issued by The Murray Company, Dallas 1, Texas 
these booklets contains a wealth of material of especi 
to the fan dealer. 


272—Hot Water Heater. Informative and well 
data are available from Bell Electric Products Co., 70 
Ave., SW, Atlanta, Ga., on their Tabletop Flectt 
Heater.. These units are available in single and d 
ments with a thirty gallon capacity. 


273—Electric Fans. An attractive, 8-page, 62nd Sea 
logue of Zephair fans has been made available by t! 
Fan & Ventilation Co., P. O. Box 2858, Memphis 
\ comprehensive description of this company’s prod 
en, with complete specifications and dimensions 


274—Flectrical Devices. Catalog No. 38, issued by 
ciency Electric Co., East Palestine, Ohio, contains 
the electrical devices for conduit, wire, and cable 
manufactured by this company. 


275—Attic and Console Fans. An attractive and 
strated folder describes in complete detail the Moder 
sole and attic fans manufactured by the National G 
ment Co., Inc., Terrell, Texas. Copies are availabl 
quest. 


276—Lighting Fixtures. A complete line of deco 
dential lighting fixtures as well as an outstanding 
fluorescent series are described in Catalogs No. 48 (R 
and No. VF-48 (Commercial). Copies may be obta 
po C. Virden Co., 5905-6103 Longfellow Ave.. ‘ 
Ohio. 
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1915 Model ce TIME-PROVED FEATURES SELL MORE 





33 years of Sepco features 


-weat wove profituble sales bby you ! - 


AUTOMATIC ELECTRIC WATER HEATE! 


Sepco pioneered with its first electric water heat 
made with a combination circulating and stora 
principle, similar to present bucket-a-day and ran 
installations. It is now on exhibition at the Hen 
Ford Museum in Dearborn, Michigan. 


Sepco water heaters were developed into the stora 
type, with insulated tank and radiant type he 
unit. The unit was made of resistant coil, stru 
through porcelain dises for larger heating area a) 
reduced watt density, less scale formation al 
longer tank life. It was controlled by a Sepco a 
signed thermostat. 


Sepco multiple circuit heaters were introduced 
forerunners of “Off-Peak” heaters. The heat un 
of several circuits, was located in a tube in t 
center of the tank, running vertically from top 
bottom. The circuits were energized by a Sep 
immersion type thermostat for single or group o 
eration so that water would heat continuously 
it rose to the top of the tank. 


The Sepco patented bellows, immersion, snap actic 
thermostat was put into use. The exclusive desi 
assured reliable operation. Because of its ruggs 
construction, it passed the Navy 2000 pound ir 
pact test, and Sepco water heaters were install 
in most Navy combat vessels, from submarines 
battleships, during World War II. 


The gleaming appearance of the Sepco electr 
water heater makes it a smart household appliance 
The thirty-three years of research and experien 
means outstanding performance and long life. . . 
combination that is paying-off in dealer profit ar 
customer satisfaction. 


Two Styles—Illustrated—30-50-66-80 Gallon C: 


pacity and 30 Gallon “Table Top’ Model. 


\tomatic Electric Heater imepan 


Pioneer in dependable water heating since 1915 


POTTSTOWN 





ASUALITY 


EQUIPMENT 


designed for 
easier wiring 
quicker installation 


SVORY and BROWN 
“T"’ Slot 


DUPLEX OUTLET 


o.132 10A-250V 15A-125V 


LIST PRICES: 
Brown, $340 per 1,000 
Ivory, $380 per 1,000 
(Shipping weight approx. 

170 Ibs. per 1,000) 


” Strong, heavy molded plastic 


IVORY ond BROWN 


| TOGGLE SWITCH 


lo. 708 10A-125V S5A-250V. 


LIST PRICES: 
Brown, $360 per 1,000 
Ivory, $380 per 1,000 


IVORY and BROWN 


Parallel Slot 


DUPLEX OUTLE 


0.112 10A-250V 15A-125V 
LIST PRICES: 
Brown, $300 per 1,000 
Ivory, $340 per 1,000 


Wide plaster ears permit easy alignment SHIPPED 


Ya 


wr” Large, well recessed terminal screws 
_amply large for No. 10 wire 


f Double-sided contacts with secure grip ORDERS 


IMMEDIATELY 


WRITE FOR | 
SAMPLES AND &@ 


Guiding grooves on outlets for easy plug insertion 


~ Triple tested — during assembly, on U.L. 
approved equipment, and before packing 


A Guaranteed 
ALL-PLASTIC MANUFACTURING CG 


501 N. Figueroa Street ¢ Phone TRinity 0851 © Los Angeles 12, Califorme 


PRICE LISTS 


obbers 


wholesalers and 


Address all correspondence to P.O. Box 2135, Terminal Annex, Los Angeles 54, Caliform@ 
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‘VORY and BROWN 


F.USH PLATES 


FOR EVERY NEED! 





No. 106 


quality heavy plastic — will 
varp. 
1eered to prevent 
installing. 

plate packaged in an indi- 
| envelope complete with 
L screws. 

,asic, universally popular de- 
ermits full stock with a mini- 
nventory. 

LIST PRICES PER 1,000: 


jles: Brown $ 84; Ivory $100 
bles: Brown $168; Ivory $200 
les: Brown $252; Ivory $300 


splits’’ 


112-AP 
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Power Company Sets Up 
Scholarship Award 


A sertes of undergraduate scholar- 
ships in agriculture and a graduate 
fellowship in agricultural engineering 
awarded annually to deserving men 
secking degrees in these subjects has 
been established at Louisiana State 
University by the Louisiana Power & 
Light Company, it was announced re- 
cently by J. G. Lee, dean of the Col- 
lege of Agriculture and chairman of 
the LSU Scholarship Award Com- 
mittee. 

Announcing the endowment, Dean 
Lee commented that the purpose of 
the scholarships is not only to help 
deserving students who are not fi- 
nancially able to attend school other- 
wise; but also to provide the state 
with more trained men in the field 
of agriculture. 

Winners of the first two scholar- 
ships, which were presented recent- 
ly, were Woody N. Miley and James 
M. Welch, both of Oak Grove, La. 
These scholarships are good for three 
years, provided the recipients main- 
tain a satisfactory scholastic record. 

Boone Richardson, a senior in agri- 
cultural engineering from Franklin- 
ton, La., has been selected for the 
first fellowship award, Dean Lee 
said; and he will begin his study and 
research in February 1948. 

Richardson will study farm elec- 
trification in Louisiana, determining 
the extent of electrification on the 
average farm. He will study the 
KWH consumption for all farm uses, 
the KWH consumption for farm pro- 
duction alone, and the cost of op- 
erating production equipment. This 
will be accomplished by special me- 
tering devices on as many farms as 
possible and on certain LSU agri- 
cultural experiment stations. 


Hotpoint Marketing 
Appointments Made 


AN ENLARGED field selling struc- 
ture under a manager of distribution; 
a product planning division co-ordi- 
nating product sales departments; 
and a market development division 
to plan dealer development, utility 
sales and special markets, are high- 
lights of the expanded Hotpoint, 
Inc., marketing organization announ- 
ced by Leonard C. Truesdell, vice- 
president of marketing. 

The new organizational setup was 
announced to distributors in recent 
mectings across the country. ‘Trues- 
dell said that the new organization is 
aimed at building a strong relation- 
ship between production planning 
and sales planning to “assure that 


Hotpoint’s greatly expanded appli- 
ance output brings products designed 
and manufactured to thrive under all 
types of competitive conditions.” 

The marketing organization’s divi- 
sions and their heads are: William 
F. Ogden, product planning division 
manager; Gregory L. Rees, manager, 
range sales; John F. McDaniel, man- 
ager, refrigeration sales; Hollis C. 
Doss, manager, electric sink and cabi- 
net sales; Dwight R. Anneaux, man- 
ager, water heater sales; Lloyd I. 
Sweetland, manager, home laundry 
sales; Howard J. Scaife, manager, 
market development division; and 
Gene E. McEwan, manager, distribu- 
tion division. 

The new distribution division field 
organization has eight sales districts 
staffed by a manager and sales man- 
ager in various key markets of the dis- 
tricts. The field organization setup 
for the South includes: Central dis- 
trict: James N. Thompson, manager, 
and James A. Hayden, sales manager, 
Kansas City; Southwestern district: 
M. M. Mowbray, manager, and H. L. 
Cushing, sales manager, Dallas; 
Southeastern district: Floyd B. Wil- 
liams, manager, and John T. Nee, 
sales manager, Atlanta. 

David C. Marble, veteran Hot- 
point sales executive will continue as 
manager of the product service de- 
partment with an expanded opera- 
tion that includes seven field service 
specialists. The staff for the market 
development division is not as yet 
completely filled, Truesdell said, add- 
ing that its personnel will be announ- 
ced later. 


Price Reductions On 
Appliances Announced 


SUBSTANTIAL price reductions on 
electrical appliances have Ween an- 
nounced by Tennessee Valley Mar- 
keters, Inc., Nashville, Tennessee. 
Reductions on table top automatic 
electric water heaters are 10.3% to 
11.6%, and on electric churns the 
reduction is 14.75% 

These price reductions have been 
made possible by savings resulting 
from increased production. 

Russell Campbell, president of 
Tennessee Valley Associates, Inc., 
who are pioneers in electrical appli- 
ance manufacture in the South, 
states: “Only small increases have 
been made in our prices since 1944, 
which is contrary to the policy of 
many manufacturers during the last 
three or four years of rising costs. 
Therefore, our newly announced re- 
ductions of 10.3% to 14.75% are 
from a lower than average price base 
and means real value to the public.” 
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FOR CABLE YOU CAN USE ANYWHERE 


A RUBBER-TYPE CABLE FOR 600-VOlL' 


POWER CIRCUITS THAT SAVES WAY 


When you need a low-voltage cable and have an eye for economy, consice 


VERSATILITY: You can use Versatol-Geoprene cables just about anywhere. 
They have RH approval for 75-deg C operation, RW approval for we 
locations, USE approval for underground service-entrance use. There’s n 
need for expensive conduit or armor; and no need for more than one ca 
type, whether the installation is outdoor, underground, or inside. 


EASY HANDLING: Versatol-Geoprene is easy to handle, helps keep insta 
lation costs down. You'll find it as simple to splice and terminate as rubber. 
Its self-protecting jacket keeps weight low; high current-carrying capaci 
keeps bulk and handling costs down. 

LONG LIFE: You'll find that another reason Versatol-Geoprene cabies say 
you money is that they can stay in service longer. The Versatol* insulatio 
has stood up under accelerated aging tests estimated to be the equiva! 
of 50 years normal life. 

In addition the Geoprene** jacket virtually ignores all the old enen 
of cable finishes. On a long-time basis it’s physically and chemically \ 
ahead of Tellurium, our famous prewar jacketing compound. 

When you install a Versatol-Geoprene cable you'll be money ah 
because of the fast and simple installation job it permits. And you car 
sure you'll save again on the extra years it'll stay in service. For n 
information just call your nearest General Electric office or write Appar 
Dept., General Electric Co., Schenectady 5, N. Y. 


*Reg. U.S. Patent Office; a G-E formulation of Buna-S (synthetic) 


rubber. 

**Geoprene-special G-E compound containing approximately 60 per 
cent neoprene, with the balance consisting of plasticizers, acceler- 
ators, and reinforcing agents. 
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VARNISHED-CAMBRIC LEADED 
For high-voltage feeders, distribution 
in underground ducts. Ideal for heavy 
loads in wet locations. Bulletin GEA- 
2623. 


GEOPRENE PORTABLE 

For power to portable shovels, pumps, 
construction machinery where resist- 
ance to rough handling and excessive 
flexing is needed. Bulletin GEA-4229. 


Versatol-Geoprene is one of six 
modern cables mass produced and 
authorized for warehouse stock. 
Standard designs permit quicker 
delivery and a lower price than 
special types. Each offers special 
advantages in its recommended ap- 
plications. 


INTERLOCKED-ARMOR 

For overhead power distribution 
throughout the plant. Needs no con- 
duit, peeds_ installati Bulletin 
GEA-4507. 





CORONOL*-GEOPRENE 

For high-voltage power distribution. 
Has superior resistance to heat, corona, 
and aging. Bulletins GEA-1788, GEA- 


FLAMENOL* 

For low-voltage wiring. Its chemically 
inert insulation resists water, cutting 
oils, acids, and alkalies, and is flame 
resistant. Bulletin GEA-4352. 


*Trademark Reg. U. S. Patent Office 


GENERAL @ ELECTRIC 
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fit all Electric Range Openings 


Cash in on CHROMALOX Electric 
Range Units for replacement. Chromalox features 
Priced right—they'‘re the best : 
buy your customers can make; which make happy 
a faster profit deal for you. customers 

An inexpensive stock of 
Adaptor Rings (they fit all range 
tops)—-plus a small supply of 
CHROMALOX Units—lets you 

1. Give quick service 

2. Get a faster inventory turnover 

3. Make good profits 

Get the full story today; write 
for Catalog RU-147. 


on new ranges and for replacement 


CHROMALOX 


| Sy 
means Electric cooking at its Best! 


EDWIN L. WIEGAND CO., 7600 THOMAS BLVD., PITTSBURGH, PA. RC-28 


C. B. ROGERS, 1000 Peachtree St., N. E., Atlanta, Ga.; L. R. WARD CO., 2711 Commerce St., 

Dallas 1, Texas; 932 M & M Bldg., Houston 2, Texas; 1239 Frankfort St., Tulsa 5, Okla; 

W. R. PHILLIPS, P. O. Box 2561, Raleigh, N. C.; CHILTON & CHILTON, 4126 N. State St., 
Jackson, Miss. 
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Texas Electric Show to 
Open in Forth Worth 


Tue Texas Electric Service 
pany again will sponsor the 
Electric Show for the bene 
manufacturers, distributors, anc 
ers, who sell appliances and 
electrical equipment in the 
Worth and Dallas area. The 


pany will provide entertainment 


licity, and advertising to sti 
public interest over a wide t 
in Texas and to draw ma 
crowds. 1948 marks the thi 
secutive year that this roun 
electrical equipment has been 
uled. 

In addition to the new ho 
and commercial electrical d 
an unusual and complete 
Ranch Electrical Exhibit wi 
sent the latest electrical equipn 
farm and ranch owners interé 
saving manpower and increasii 
production. 

The show will be held in tl 
Rogers Coliseum at Fort 
Texas, April 25 through \ 
1948. 


“Early-Bird” Campaign 
Promotes Fan Sales 


Tue First General Electric 
Bird” fan campaign since | 
now under way and will ru 
March 31, according to Fi 
Stortz, Jr., fan sales manager. 

Distributor sales couns 
throughout the country hai 
briefed on the promotion 
available and are currently 
dealers to plan their summer { 
motions. G-E district fan r 
tatives discussed campaign p 
Chicago and Bridgeport last 

Explaining the reason fot 
campaign, Mr. Stortz poin 
that in merchandising fans, 
no other appliance, the dea 
be ready when the call com 
appliance, or miss his sale. 

“Surveys show that fans 
on the third day of a hot sj 
Stortz said, “and if they arc 
in stock and on the dealer’s 
he may miss the market. 
portunity may never again 
year.” 

Promotion material ava 
individual dealers includes m 
window streamers, displays. 
catalogs and folders. In 
General Electric will again 
city advertising in some 2 
on the third and fourth da; 
summer’s initial heat wave. 
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\ 1,000,000 cm insulated aluminum cable weighs 
only half as much as an identical copper cable. That 
means savings on your distribution costs when you 
figure it in aluminum. 

Wire and cable of Aleoa E.C.* Aluminum, insu- 
lated and sold by leading manufacturers under 
their own trademarks, gives you everything you 
want in a conductor. No problems of conductivity, 


f conduit layout, or of joints and _ terminals. 


Figure it in aluminum and get lower over-all job 


costs. Your wire and cable manufacturer can sup- 
ily you now. ALUMINUM COMPANY OF AMERICA, 
164 Gulf Building, Pittsburgh 19, Pennsylvania. 


*E.C.: Electrical Conductor Aluminum 


ALCOA 


& 
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—newest addition to €@clw? famous 
BASIC UNIT SERIES— the BASIC UNIT 
principle that meets ALL commercial 
requirements, cuts your inventory in half, speeds 
turnover, lifts protits ““Sky-High. °° 


*Trade Mark Reg. Applied 





No. 1045 
No. 1025 


ohm 
Sa 


a, ks a ee 


4-lt 40 watt (1040 Basic+Kit No. 5) 
2-lt 40 watt 


ingenuity, 
the latest development in modern 
, bring you a new wafer-thin, extremely 


shallow type louvered luminaire 


@ This revolutionary louver has 416 apertures, 1” x 112’. 
molded of heat-resisting, non-warping, durable polystyrene, 
provides a cut-off of 45° crosswise and 30° lengthwise 

@ Louver is held in a metal, basket-like, hinged frame | 
permits exceptionally low cost maintenance. Readily 
removable for quick, easy cleaning. Crescent shaped sic: 
panels are available in ribbed plastic or metal 

@ Available in 4-lamp 40 watt and 2-lamp 40 watt, 
Surface or Pendant mounted 

@ All models are used for Individual or Continuous roy 
installation without the addition of extra parts 


BE “BASIC”? IN °48 
“SK YLOUVER’”’—Another Electro BASIC UNIT ADAPTATIO\ 


Sold by leading electrical wholesalers everywhere 


ELECTRO MANUFACTURING CORPORATIO 


—_—4ra_ 


2000 W. Fulton St. *¢ Chicago 12. 


r) 
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sakelite Switch Box 


tured by Union Insulating 
Inc., Parkersburg, W’. Va. 


LEVTELY insulated, this plas- 
zang switch box is equipped 
- two-wire clamps and four- 
y removed knockouts, con- 
located. 


ed solely for use with insu- 
ing systems, the new No. 
< helps fill the need for insu- 
tlet and switch boxes to be 
onjunction with non-metal- 
n urban and rural wiring. 


ELECTRICAL 


PRODUCT PARADE 


302—Exhaust Fan 

Manufactured by Tennessee Valley 

Marketers, Inc., 117—9th Avenue, 
North, Nashville 3, Tenn. 


DersIGNED for easy installation and 
efficient operation, the Stakool Ex- 
haust Fan can be used in homes, offi- 
ces, stores, and agricultural buildings 
—especially hay barns. It is a V-belt 
driven fan revolving in a one-piece 
all- steel venturi mounting. The 
blades are individually balanced and 





Electrical South 
1016 Grant Building 
Atlanta 3, Ga. 





Ple se send me additional information on the following 
Ney Electrical Products described in this issue: 


March, 1948 
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give maximum air-flow coupled with 
quict operation. The ball-bearing 
motor is cushion-mounted and_ has 
over-size bearings. Built-in oil re 
scrvoirs and thermal overload protec 
tor insure long life. 

The fans come in 30”, 36”, 42”, 
and +8” sizes and are designed to 
move from 6,575 to 16,000 cub:c 
fect of air per minute. The fans are 
listed by the Underwriter’s Labora- 
tories and are guaranteed by the 
manufacturer for one year. 


* 


303—Duplex Receptacle 


Manufactured by Bell Electric Co., 
184+ West 21st St., Chicago 8, Ill. 


lure NEw Speedmount “500” du- 
plex receptacle is designed to cut 
down installation time and costs. It 
can be quickly and accurately in- 
stalled by simple adjustment of 
screws in the patented Speedmount 
clamps attached to mounting yokes. 
The use of washers and shims is eli- 
minated which reduces the possibility 
of broken wall plates. 


DISTANCE VARIABLE BY SIMPLE 
ADJUSTMENT WITH SCREW DRIVER 
SCREW LOCKS TIGHT 

NH AGAINST THREADED 

oh) SIDE OF CLAMP 


seas 


<— OUTLET BOX 


‘The manufacturer claims that the 
time saved in installation practically 
pays for the receptacle. ‘To install: 
(1) Drive screws all the way into 
threaded clamps. (2) Set screws 
against threaded openings in outlet 
box. (3) Back screws off until re- 
ceptacle is flush with wall. (4) Drive 
screws solidly home. 
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TIE IN NOW WITH THE BIG 


WESTINGHOUSE LAMP CAMPAIGN=— 






AND MAKE THAT CASH REGISTER SING! 











Twelve full-color ads in the 10 weeks starting February 22 will be 
reminding your customers, “Light Your House with Westinghouse.’ 
But that’s not all... 


2 


These ads, which will appear in the Saturday Evening Post, Time, 

This Week, and Parade, are just a part of a complete campaign. The full 
program includes sales-stimulating point-of-sale material, merchandisers, 
radio announcements, station displays, and other promotional aids calculated 


to make your cash register sing! 


Tie in now with Westinghouse Lamp advertising . . . feature Westinghouse 


Lamps in your windows and store displays . . . and let the house that mean 


Corporation, Bloomfield, N. J. 







| 
| : Westinghouse build “Jack” for you! Lamp Division, Westinghouse Electric 
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Use coupon on page 81 tu ob. 
tain additional informatio: on 
these new electrical prod iets, 


PLANNED LIGHTING 


wits WHILE Y trorrees 





305—Electric Lawn Mows 


Manufactured by Indusco 
1201 West 29th St., Minnea 
Minn. 














DersiGNArED as the Ro-To-) 
de luxe battery-operated elect 
mower is equipped with a 
rotary blade, and has batter 


in unusual patterns 


Wiley stock model Recessed 
Troffers provide custom-made 
results both in lighting require- 
ments and flexibility of arrange- 
ment to fit any architectural es 
plan without custom-made costs. : = ze g ; 

Wiley Recessed Troffers Combined with "'Spots”’ 
im continuous runs, 





for more than the avcrage law 


battery is casilv recharged at 
venient electric outlet. § 
justment; cuts grass and we 
close to walks and shrubs; 
trol button in handle ar 
advantages of this mow 
complete with storag« 
charger. 


304—Table Top Water W eater 


Manufactured by Rheem 
turing Company, 570 Lexing 
New York 22, N. } 


Only Wiley has the FEATURES, UNIVERSAL UNIT: 


Tus 30-gallon table to; 


c-Z SERVICER 


Pat. #2427084 


° 


i Is. 
One-man service :-- No Too 


e@ Adaptable to any position. 
@ Individual or continuous runs or patterns. 
@ Open, louvered or glass. 
@ May be combined with Wiley Spots. 
@ 2,3 or 4 lamps. 


storage water heater, esp 
signed to mect the space 
quirements of sinall mod¢ 
and apartments, ts compic 


i i ideways 
ico one side, slide si 
an open. Unhook to com- 


pletely remove. 


matic. It incorporates 
durability, 


e@ Starter or Instant Start. H. P. F. 
@ Underwriters Approved. tures ot 





Other WILEY Fixtures: 


NIAGARA FLEUR-O-LIERS: 2, 3, 4 or 6 lamps, louvered or glass bottoms. May be sus- 
pended from or mounted flush to ceiling, singly or in continuous runs. 


NIAGARA BEAM: 2, 3, or 4 lamps, louvered or glass. Flush to ceiling 


Singly or con- 
tinuous runs. 


SPOTS: Adjustable or fixed lens. May be used individually or combined with Wiley 
Commercial or Troffer models. 


INDUSTRIAL FLUORESCENTS: Complete high quality line, open, louvered or glass 
bottoms. 


SOUTHERN 
SALES 
ENGINEERS: 


FRED ARMY 
4209 Parry Avenue 
Dallas 10, Texas 


L. W. ROBERTS 
1 North 8th Street 
Richmond 19, Va 


A. G. MULLER 
923 Guilford Building 
Greensboro, N.C 


G. H. ARNOLD 
2378 Beecher Road, S. W. 
Atlanta, Ga. 


A. J. WEILBAECHER 
823 Perdido Street 
New Orleans 12, La. 











R.&2W. WILEY, INC. 


Dearborn at Bridge Street Buffalo 7, N. Y. 
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ERE, in the new R & M Fan line, you have 
everything to make 1948 a standout selling 


season. They're the finest fans we've ever made— 


and that after 50 years. They're profitable for you 
because they stay sold. And this is ‘name’ mer- 
chandise that builds your reputation as a dealer in 


quality appliances. 


Consistent national advertising, before and during 
the season, swells consumer acceptance for R & M 
Fans. Newspaper mats, folders, window streamers 
(all at no cost to you) and an attractive co-opera- 
tive advertising ailowance help you turn prospects 


into buyers. 


So, get set for your biggest fan year in nearly a 
= , decade. See your nearest R & M Fan distributor 
: : f — 4 é @¢ = OR mail the coupon for his name and literature on 


this great new R & M Fan line. 


ROBSINS & MYERS, INC. 


SPRINGFIELD 99, OHIO + BRANTFORD, ONTARIO 


BANNER FAN—Popular-priced. Big air 
delivery at low current cost. Handsome 
bronze finish. Sturdy, die-cast motor 
ufa on body and base. Fully enclosed oscillat- 
Ave i] sy) ing mechanism. Quiet-running 10, 12, 
and 16-inch blades. Two speeds on 12 
and 16-inch fans. Wall-mounting brack- 
et included. One full year guarantee. 


HOME COOLER—It’s portable— 
sets into open window. Ultra- 
quiet — no belts, no pulleys — 
motor mounted on live rubber. 
Beautiful cream enamel finish. 
” | | eT on the. Extends only 6! inches into 
“BREEZE-ALL” FLOOR FAN—Durable mahog- : | ORS Bee room. In 24 and 30-inch blades. 
any plastic with chromium-plated legs and , ipa icy BAY P| Adjustable stand for 24-inch’ size. 
grille. Two-speed motor moves large volume : = al / Three speeds on all models. One 
of air up and outward from center of four- << TT full year guarantee. 

bladed, 12” fan. All moving parts guarded 
against dirt and dust. Grille gives complete 2 — a ee oe 
protection against personal injury. ROBBINS & MYERS, INC 

Fan Sales Div., Dept. B, Springfield 99, Ohio 

Please tell me who my nearest R & M Fan distributor is 

and send me new sales-promotion literature on the R & M 

Fans checked (V). 


(1 Floor Fans 0 Attic Fans (0 Pedestal Fans 
(1) Home Coolers [(] Banner Fans () De Luxe Fans 





PEDESTAL FAN—Gunmetal finish on blades, 
motor housing and base. Bright guard. Ad- 
justable for height—12 and 16-inch model 
from 38 up to 62 inches; 10-inch fan from 
> to 59 inches from floor to center of guard. 
Wide, quiet-rrunning fan blades. Fully 
enclosed oscillating mechanism. Guaranteed ae 


hve full years, ep! 





Name 











Firm Name 
Address 
City. 
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Use coupon on page 81 to 
tain additional information 
these new electrical produ: 





safety devices, and efficiency 
larger Rheem Series 60 aut 
storage water heater. 

It is completely encased in 
jacket, finished in white bakc 
mel. It is recessed at the bot 
fit over baseboard and snugly 
the wall. The heating elen 
composed of highest quality nich- 
rome imbedded in magnesium oxide 
and sealed in a seamless coppe. tube 
The thick wall of Fibreglass asula. 
tion sustains water temperatu:-s for 
long periods without repeated cheat- 
ing. Finger tip control dials on heads 
of thermostats assure accurate water 
temperature regulation. Instan! povw- 
er shut-off at set temperature nsures 
safety and economy. ‘The table top 

¢ - I 
model is 36 inches high, rectangular 
in shape. 


306—Fluorescent Pin-Up 


Manufactured by Moe Brothers 
Manufacturing Co., Fort Atkinson, 
Wisconsin 


Usinc one 15-watt T-12 fluorescent 
lamp, this “Moe Light’’ pin-up lamp 
has a multitude of uses in the home. 
It is ideal for lighting up the dark 
comers in closets, under the cup 
board, in the bathroom, etc. 


DUST and VAPOR PROOF 


Many a barn has burned when the 

T $ are of an accidentally broken light bulb 
Lis ignited accumulated dust particles. 

pRICE This Dust and Vapor Proof Lighting 

Fixture recommended by insurance com- 

panies and inspectors for use in barns, 

poultry houses, feed mills, grain ware- 


houses, etc., where the 1947 National Electric Code does not 
require the special fittings covered by Article 500. 


aaa The lamp is portable anc can be 
mounted either vertically or | orzon- 
tally. It is as easy to hang © a plc 
A slot in the back p ‘te per 

Two 
overed 
provid 
board 


Supplied with standard quart, Completely insulated—heavy 
widemouth, fruit jar — easily Bakelite construction through- 
and economically replaced. out. ture. 

Mounts on either 314” or 4” mits easy pin-up mountin 


Takes 100 watt lamp. outlet Box. holes in the base, which a1 
by the lamp when in use, a 


ed for horizontal, under 
type installations. Finished ) chro- 


UNION INSULATING co., INC. mium or bonderized-bake« white 


PARKERSBURG, WEST VIRGINIA enamel, the lamp measi'-s 1% 
inches in width, 2434 } 


length, and 2 inches in li 





ELECTRICAL SOUTH for MAR‘ 





—~§ © SIMPLIFY INSTALLATION AND MAINTENANCE 


™KEYSTONE'S 


_rNnn 
ff, if) (J 
f 44 £L4AE M4 FALL A AMS 
: . ff 74 sf VAM LAA 4 Coe 
. oa X 


-—— COMM 


J g”) 
# 4 


, ~~ 


Na é 

te / NEW SLIMLINE 

ich 4 

ry 

a f 4 Model No. $1496 

ula = ——.& i (For 4-96T8 Lamps) 

“a Ea _ FOR SURFACE OR 

-ads eee 2. r SUSPENSION MOUNTING 
iter —s rs i 


: | INDIVIDUAL OR 
of EF SL: ERS,. CONTINUOUS RUNS 


Model No. SL496 (for 4-96T8 
lamps). Available in 2, 4, and 
6 light units, 100 Milliamperes 
and 200 Milliamperes. An eye- 
Model No. VF-440 appealing unit for low cost 
ois (For 4-40 Watt Lamps) lighting of large commercial 
Sere establishments in functional 
modern design. 


at Models VF-240 are 
imp General Diffuse type, skillfully 
me . * : 

al designed and engineered units, 
- featuring a direct-indirect 


type of lighting which provides 
highly efficient general illumi- 
nation. 


r% 


Model No. VF-240 
(For 2-40 Watt Lamps) 





EG“ 


Vay Essentially Letter Lighting 


COMPLETE LINE OF LIGHTING FIXTURES 


1 
) OC 


zZ0On u ¥ ; Pe 
per- 4 
2. : 


A Gig 


INCANDESCENT residential 


[wo 
ered 
wid- 
oard 
hro- 
hite 
12 
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PLEFLEY 


Ease of assembly is an important 
factor in both cost and production 
time of electrical devices. Dieflex var- 
nished tubings and saturated sleevings 
are non-fraying products with unusu- 
ally good push-back characteristics. 
Splicing and soldering are easier, and 
you can depend on the high standard 
of quality to which these products 
are made. 

Flexibility, dielectric strength, and 
other physical properties of Dieflex 
varnished tubing products are unusu- 
ally good because every one is com- 
pletely impregnated with specially 
formulated oleoresinous baking var- 
nish. Both cotton and glass fiber 
types are available from stock. You 
are always sure of getting the best 
when you specify Dieflex. 





INSULATION AND WIRES 
INCORPORATED 


gM Any 
SP hin? 


3435 Chouteau Avenue 
St. Louis 3, Missouri 


1111 Live Oak Street 
Houston 3, Texas 


450 Bishop Street N. W. 
Atlanta, Georgia 











Use coupon on page 81 to ob- 
tain additional information on 
these new electrical products. 





307—Blower 


Manufactured by Johnson Fan & 
Blower Corporation, 1319 W. Lake 
Street, Chicago 7, Ill. 


“HEALTH-AIRE” blowers are avail- 
able for ordinary or special ventilating 


jobs and complete air conditioning in- 





stallations in a wide range of sizes 
from + inches to 47 inches, in single 
or double width types and equipped 
with low speed, forward curve blades. 
The blowers are of all-stcel construc- 
tion. 


308—Island Light 


Manufactured by Bright Light Reflec- 
tor Company, Bridgeport 5, Conn. 


Usinc a base-up lamp, the new all- 
purpose Silv-A-King Island Light fea- 
tures a wiring trough with lamp hold- 
ers which makes it easily adaptable to 


a wide variety of auxiliary lighting 
services such as are used for advertis- 
ing displays, building illumination, 
approach lighting or for supporting 
an integrated display piece. 

This lamp has complete weather 


protection for wiring and s 
Porcelain enamel reflectors ¢ 
supplied in either red, green, 
or blue. 


309—Lamp Capacitors 


Manufactured by Solar Cay icito 
Sales Corp., 1445 Hudson B). d., 
North Bergen, N. J. 


Sotar Type IF’ fluorescent 
condensers are available in th 
ings, for operation at either 1] 
or 236 volts, 50-60 cycles, a-c 
condensers are provided wit! 
leads and slotted mounting f 
casy installation in all types 
tures. Used singly or in 
mended combinations, these 
tors will assure 85 per cent 
factor or better for all fixturc 
those using a single 15-watt 
those using four 100-watt flu 
lamps. The capacitor imp 
used is non-inflammable, no 
sive synthetic Superex. 


we 


310—Farm Refrigerator 


Manufactured by General Flectric 
Company, Bridgeport 2, Conn. 


SHELF AREA of 17.8 square feet is 
provided in this 10-cubic foot refrig- 
erator designed primarily for farm use 
and for other consumers rit 
large refrigerated storage spa 

This unit, model NB-10, 
the same floor area as the 
cubic foot model but provides 10.3 
cubic feet of storage space. The cabi- 
net is approximately 33 inches wide 
and 64 inches high. The large in- 
terior of the refrigerator plus the flex 
ible arrangement of the shelves make 
it convenient for the farmer to store, 
in addition to his usual food supply, 
a cream can, egg baskets, cr i 
other large items. The stain 
freezing compartment is 
with four ice trays and 
pounds of frozen food. Tw 
deep drawers are provided 
age purposes. 


x 


311—All-bright Luminar 


Manufactured by All-bright 
Products Company, 3917-25 
zie Ave., Chicago 18, 


LIGHTING BEAUTY, unl! 
and definitely designed fo 
ization plus eye-appeal, ha 
corporated in this extreme! 
unit which has a depth of 
inches. 

This unit, No. XU 240 
lamp model which is easil 
and maintained. ‘The bot! 
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FOR SAFETY'’S SAKE... USE CONDUIT (Full Weight Rigid gel 


ystem of Buckeye conduit, installed 
irge department store a generation 
till provides dependable wiring 
tion to owners and tenants. 


YOUNGSTOWN SHEET AND TUBE COMPANY 


2m GENERAL OFFICES - YOUNGSTOWN 1, OHIO 
bs xport Offices - 500 Fifth Avenue, New York City 


ap Manufacturers of 
GARBON - ALLOY AND YOLOY STEELS 
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RACEWAYS 
to lasting safety 


WHEN you're planning wiring 
systems for the buildings of tomorrow, 
safety is naturally a first consideration. 
Not only safety, but permanent safety! 


The electrical industry has long since 
agreed --and incorporated it in the national 
code--that the one safest system for the 
lasting protection of electrical wiring is 
that employing heavy-wall steel conduit. 
This is the only system approved for use 
in hazardous locations and occupancies, 
as being dependably moisture, vapor, 
dust, and explosion proof. 


So for positive protection, install per- 
manent raceways of full-weight, rigid steel 
conduit-- “Buckeye” conduit. Wiring is 
easily changed to meet changing day-to- 
day needs, yet the conduit remains in 
place, as raceways to lasting safety. 


Youngstown “Buckeye,” the world’s 
most widely used standard-threaded, full- 
weight, rigid steel conduit, is sold by 
leading distributors in all markets. 


Ask your distributor for: 
Youngstown Buckeye Conduit...Pipe and 
Tubular Products...Sheets... Plates... Elec- 
trolytic Tin Plate...Coke Tin Plate...Bars... 
Rods...Wire...Tie Plates and Spikes. 


89 
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PLANNED : 
L ' oH T } ie G ’ : or louver as selected, is mou 
cradle that hinges on either 
- mitting easy accessibility to 
wiring. The fixtures may bc 
individually or in contin 
and either stem-mounted 
the ceiling. The convex 
mic finish side panels strea 
fluorescent fixture and pr 
@®eene ©eeeeeeeee ee 6 @ distribution of illumination 
Adequate lighting for any area requires the tools with which 312—Portable Heater 
to work. ABolite offers you a complete line of reflectors to 
meet every illumination problem. They are finishd in a special 
new porcelain enamel that gives higher reflective quality. A tric Corporation, 
few typical shapes are illustrated. Other types, including Department, Emeryville 
special DUO-MOVE and easy-detachable units, are shown ilcietil, calle 14; 
in our specification sheets. Plan now to meet future lighting a, ae 
problems with ABolite — the “Old ReliABle” reflectors. are features of this portab 
heater which weighs 


Sold only through wholesalers pounds. The unit can 
from room to room to pi 
e@eoeeveve20e20200808080 80 8 liary heat where needed. 
THE JONES 
METAL PRODUCTS CO., 
West Lafayette, Ohio 


Manufactured by Westingh 
Electric 




















Sturdy, precision - built 
construction to with- 
stand the severest service conditions. Safe, 
trouble-free performance. 
Advanced features include: Receptacle has fully protective 
hinged cover and gasket, strong spring keeps door closed » - 
and dust-tight, solderless terminals with metal shield for The rust-proof, satin-fini 
Protecting terminals, compact design, yet large capacity. inum heating unit suppl 
Plug contacts are precision-machined, self-wiping, and both radiation and convect 
self-aligning, and positive grounding. Adjustable cord ; - 4: ae, | 
oe grips eliminate strain on connections. Locking is auto- vertical semi-cylindrical os 
440 VOLTS. matic and positive. Plugs and connectors entirely steel- ment consists of nickel-ch 
aS. clad, cadmium finish and with dust-proof protection. All supported on the outside of 
interiors of molded phenolic material. T ; : 51 
post. The heater is 15% 


ATOM RWG 
oi LOCWRGS 
PLMGS 


and operates on 115 volts 
by Underwriters’ Laborato 


313—Weatherized Fixtu 


eins Manufactured by Sylvan 
saiininn 4 0% : Products _ Inc., 500 Fifth 
New York 18, N. 

Sold through Electrical Jobbers 


Sales Representatives in Principal Cities WeatuHerizinc of this 


fluorescent fixture, HF-100, 
RUSSELL & STOLL COMPANY. INE. highly resistant to gst 
Precision-Built Electrical Equipment ting and crazing. ecause 


‘ess materially prolongs th 
125 BARCLAY STREET, NEW YORK 7, N. Y. —_ may | gs 
fluorescent fixtures subject t 
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\ Monet No. 1037 
B. ¥ List $199.95* 


a 


* 


4 
A 


~ 
= 
« 


10OBM76PA 
259.95* 


lopEL No. 201 
List $79.95* 


Slightly 
est of Rockies 
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NO ONE WINS 
A PRIGE FIGHT! 





VRTHEN you start slugging in a 
price-cutting battle, nobody 
wins! You lose—other dealers lose. 
You know how these price fights 
start. Dealer ‘‘A”’ advertises a 
certain radio at a certain price. 
Dealer “‘B,”’ in the same communi- 
ty, tries to cash in on the advertis- 
ing by offering the same radio at a 
cheaper price. Each continues to 
drive the price down until both 
have lost their profit—and the 
respect of the public. 


How much better it is to do 
business the Sparton way, through 
the SCMP—Sparton Co-operative 
Merchandising Plan. 


When you are a Sparton dealer, 
you can’t have a price war—not on 
Spartons—for under your exclusive 
franchise there’s no one else in 
your town to start a war. And all 
the while, you get better radios at 
lower prices! 

If you’re tired of the present 
chaotic, uncertain state of radio 
retailing, better investigate the 
SCMP—the method of radio dis- 
tribution that protects the retailer in 
the clinches! Ask us today whether 
the Sparton franchise is available 
in your community. 


THE SPARKS-WITHINGTON COMPANY 
JACKSON, MICHIGAN 


WM 


RADIO’S RICHEST FRANCHISE 





ONE SPARTON DEALER IN EACH COMMUNITY 


Check these profit-increasing features 


e One exclusive dealer in 
each community 


e Direct factory-to-dealer 
shipment 


e Low consumer prices 


e National advertising 


e Factory prepared and dis- 
tributed promotion helps 


© Seasonal promotions 
e Uniform retail prices 
e Products styled by outstand- 


ing designers 
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One of a series of messages to help you increase your understanding of business paper advertising, and its effect on your bu:ines, 


Where are 
next year’s profits 


coming from? 


| pen COsTs probably won’t be any lower. Most 
materials, when you can get them, will still be 
costly. Yet no one in his right mind believes that 
profits can come from higher and higher prices. For 
that just makes everybody the loser in the end. 

So the answer you hear most often is for all of us 
to produce more. To produce more efficiently. To so 
refine our mass production techniques that we can 
shave the last penny off the manufacturing cost 
per unit. 

But that’s not the whole answer! 

The same principle must be applied to the manufac- 
ture of a sale. Because that’s where business will find 
its best opportunities for profit—-now and in the 
years to come. 

With a buyers’ market already in sight, it is time 


for business to re-examine the whole process « 
and distribution, and to improve the techn 
marketing its goods and services. The job is ; 
one. It calls for streamlining, for more mecha 
—which is simply another name for more ag 
and efficient advertising. 


Skillfully employed, advertising is to selli: 
the assembly line is to production. It is a 1 
that increases the capacity of the sales force 
hundreds, or thousands, or by any quantit 
market requires—exploring the field, arousi1 
est, creating a preference for your compa: 
its products. 

And nowhere does this machine operate a 
efficiency than in the business press, where it 
centrated among your best prospects—and no: 


What are the ten ways to measure the results of your business paper 
advertising? You'll find the answers in a recent ABP folder, which we'll 
be glad to send you on request. Also, if you’d like reprints of this adver- 
tisement (or the entire series) to show to others in your organization, you 


may have them for the asking. 


ELECTRICAL SOUTH 


is one of the 129 members of The Associated Business Papers, 
whose chief purpose is to maintain the highest standards of editorial 
helpfulness—for the benefit of reader and advertiser alike. 
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uences such as the high hu- 
ynditions in textile mills, 
laboratories, and other s:mi- 
ms, this unit is particularly 
) industrial installation. 
‘ture has a reflection factor 
cent and features the new 
reflector lip which mini- 
ection points for dust, lint, 
ture. The tophousing of 
is made from a single 
teel, thus eliminating all in- 
ss-bracing, nuts, bolts, or 
hold the chassis together. 
flange adds still greater 
ind rigidity. 
d as a two-lamp unit, this 
equipped with knock-outs 
for a third lamp if greater 
s desired. 


onnectors and Couplings 


COMmes € 
A safe, | 
secured, 
that the 


EMT. 


LECTRIC 


tubing, 


National Flectric 
Chamber of 
Pittsburgh 19, 


ured by 

Corporation, 
Building, 
Pa. 


\rED for use with electrical 
this line of pressed 
nectors sand. couplings is 
be easy to inspect and par- 
lvantageous for use in close 
ind corner installations. 


\1.T. coupling slips easily 
ll tubing ends in a close, 
Positioning of the con- 
rolled by a small integral 
holding action of both 
same. Gripping is se- 
action of an embedding 
ig through a boss. When 
ad is driven down to rest 
the tip of the screw be- 
dded in the tubing wall. 
ve, holding action is thus 
he manufacturers claim 
w E.M.T. coupling and 
lector assure permanent 
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EMERSON- ELEC TRIC 
FANS 


reate a breeze of buying action this 
summer by displaying Emerson-Electric Fans ... special 
breezemakers for every air-moving job. 


For ’48, Emerson-Electric presents an outstanding array 
of guaranteed fans that will command the attention of fan 
buyers everywhere. The Emerson-Electric 1948 sales- 
promotion program will also help to make it another 
great year for Emerson-Electric Fan Retailers. 


aie AQ eb: fdl saus HELPS! 


‘ This summer, more than 


ten million reader-prospects 
will be pre-sold by Emerson- 
Electric’s ads in leading con- 
sumer publications. 


(i 
\" Hout ier Wane’ 


ize thru the Sunnerk <y 


~~ 


Attractive new “consumer 
stoppers’’— window and 
counter displays, folders and 
newspaper mats—will focus 
attention on the famous line of 
Emerson-Electric Fans. Spot- 
light your store as ‘“‘Headquar- 
ters for Summer Comfort.” 


Write for Your 1948 Fan 
Catalog No. D-25. 


The EMERSON ELECTRIC MFG. CO. 
St. Louis 21, Mo. 


: SON 


66 ear 


Figu 


EMERSON £25 ELECTRIC 


MOTORS FANS - —p=—"——“si——-— APPLIANCES 
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Air Equipment Co. 
announces it’s line 


Fifty-four years of experience and 
progressive engineering go into the 
manufacture of the new heavy duty 
industrial and household FRIGID- 
AIR-FANS. 
These large, carefully engineered 
units are built for long, hard serv- 
© ice, with a minimum of operating 
©) and maintenance cost. 


Belt Driven FRIGID - AIR - FANS 
range in size from 30” to 48” and 
are equipped with heavy duty 110 
or 220 Volt 60 cycle single phase 
AC motors. FRIGID - AIR - FANS 
frames are sturdily constructed with 
12 gauge hot rolled steel panels— 
complete electrical welding assures 
greater strength and less vibration. 
Reports from customers and deal- 
ers everywhere are uniformly free 
of trouble. 

Direct Connected Industrial 
FRIGID-AIR-FANS range in size 
from 12” to 30” and are equipped 
with heavy duty 110 or 220 Volt 
60 cycle AC motors. These units 
also boast the FRIGID-AIR-FAN 
completely welded frame. 

Air Equipment Co. now offers new 
and protected franchises — attrac- 
tive discounts and immediate de- 
livery to Manufacturers’ Agents 
and Distributors interested in han- 
dling this complete line of ven- 
tilating fans. 


_ Mailed the attached 
coupon today 


MAn 
TObay 


AIR EQUIPMENT CO. 
1713 W. Carroll Ave., Chicago, Ill. 


Please send me, without obligation, com- 
plete informationontheFRIGID-AIR-FANS. 


Name. 
Address 
City. 


AIR EQUIPMENT CO. 


1713 W. Carroll Ave., Chicago, Ill. 
Warehouse—630 S. Miller St. 














grounding, vibration-proof tightness 
of connection, simplicity of installa- 
tion without wrench strain on boxes, 
and the advantage of re-use when de- 
sired. 


315—Food Mixer 


Manufactured by Landers, Frary & 
Clark, New Britain, Conn. 


UNIVERSAL’S new streamlined food 
mixer has extra large stainless steel 
beaters which snap easily in and out 
of place and do a mixing job in shor- 
ter time. 

The light detachable air cooled 
motor is evenly balanced for portable 


use, and direct drive assures full 
power at every speed. The mixer has 
two easy to clean glass bowls of one 
and three quart capacity, plus a jui- 
cer, beverage mixer and strainer at- 
tachment. Rubber feet on the mixer 
enable it to stand solidly on enamel 
or polished surfaces without marring 
them. The unit also features a ra- 
dio interference climinator. It op- 
erates on a-c or d-c. 


316—Cirelare Desk Lamp 


Manufactured by Faries Manufactur- 
ing Company, Decatur, III. 


‘THis LAMP is specifically designed 
for use with the Circlarc fluorescent 
bulb which is rated at approximately 
18 watt and is semi-circular in shape. 

The all-brass adjustable shade, 
measuring 74 inches by 14'2 inches, 
has been designed to throw the light 
directly on the working area of a desk. 
The lamp is 13 inches high, has a 
heavily felted cast base 6 inches by 





es 


Use coupon on page 81 to ob. 
tain additional informatio: on 
these new electrical prod:icts, 





12 inches in size, and is fin 
electroplated statuary bronz 
gold trim or steel gray with g 
It is furnished with a tu 
switch and a ten-foot rubb« 
cord. 


317—Electric Cord Plug 


Manufactured by Neoline, | 
South Hewitt St., Los Ang« 
California 


Fuimination of hazard 
tripping is among the adva 
safety and convenience cla 
the manufacturer for this 
unusual design electric cord 

Unlike the ordinary plug, 
plug “100” is designed so 
electric cord enters the plu 
side rather than at the ft 
keeping the cord flush ag 
wall. The Neoplug also int 
new kind of snap-action wh 


ly simplifics and speeds up 
bly and disassembly. 

This device has no ex} 
and is made of Neoprene, 
crack - proof, shock - proof 
proof composition which 
oil resistant and has high 
qualities. The plug is 
any standard color. 


318—Mercury Switch 


Manufactured by Genera 
Company, Bridgeport 


Mercury in this new 
cury switch is contained 
enclosure, which consists « 
to-mercury contacts enclos 
special metal alloy disks 
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slass-sealcd ON a Ceramic barrier. Hy- 
jrogen gis in the “button” prevents 
xidation of the mercury and cools 
md quenches the arc when the cir- 
it is broken. 
” Rated it 10-amperes, 125 volts, 
thi h replaces the 5-ampere 
switch eloped by the manufactur- 
sbout ten years ago. Along with 
d rating, the new switch 
quipped with a distinctive 
e available in either ivory 
plastic. 


319—I ‘ectric Ranges 


red by Roberts & Mander 
ration, Hatboro, Pa. 


Ww LINE of Quality electric 
this manufacturer combine 
automatic cooking and 
tures. 
dels are in the 1948 line, 
tric ranges, and two com 
kitchen heating ranges in 
cooking is done by electric- 
heating by coal, wood, or 


of these new ranges in- 
l'imer-Cook” controls for 
cooking in the oven, in the 


phase transformers. The three-pole 
combination makes it possible to 
build three-phase CSP units up to 75 
kva. 


aK 


321—Duplex Receptacle 


Manufactured by Plas-Tex Corpora- 
tion, Los Angeles, Calif. 


FULLY ENCASED in a_ one-piece 
housing of molded thermosetting 
plastic, this duplex receptacle is dust 
proof and sturdy. Designed for resi- 


dential and commercial use, it is rated 
at 10 amperes 250 volts, 15 amperes 
125 volts, and is available for immed- 
iate shipment. Catalog No. PT-60 
receptacle is in brown bakelite and 


322—Schenley Fixture 


Manufactured by Shenley Electrical 
Products Co., 3540 Southport Ave- 
nue, Chicago 13, II. 


Tue Ixuinors, the first in the 
manufacturer’s line, known as The 
States Series, features a louver that 
can be hinged from either side. It 
is a +-lamp, 40-watt unit. 


Side panels of Satinol glass provide 
maximum light transmission. Glass 
installation can be made from the 
bottom of the fixture, and louver is 
easily released by spring tension. 
mounting tracks are provided with 
aligning hole and knurled bolt that 
locks the fixture when installed, pre- 
venting any shifting on track. 

All sockets, ballasts, etc., are Gen- 
eral Electric products and the State 
Series is listed by Underwriters’ Lab- 


PT-601 is finished in ivory Plaskon. oratories, Inc. 


on any appliance plugged 
imed outlet; the “‘Econo- 
ler which permits broiling 
ven door closed; a cast 
broiler grille which may be 
to broil most foods with- 


AUTOMATIC 
and top cooking units ELECTRIC 
ide seven heats instead of 


ive HOT WATER HEATER 
New Features! 








BEL 


320—Proteetive Breaker 


ed by Westinghouse Elec- 
Corporation, 306 Fourth Avenue, 
ttsburgh 30, Pa. 


New Sales Power! 


@ Convenient Table Top — 30 Gallon Capacity 
@ No Visible Plumbing or Electrical Connections 
rg @® Heavy Galvanized Tank 
@ One Year Guarantee 


\ NEW BREAKER, known as type 
BR” measuring approximately 
iare by eight inches high, 
for the larger sizes of dis 
insformers of high inter- 
icity. The transformers 
will be used can experi- 
tically, maximum short 

500 amperes. 
ted transformers are now 
in 37%4- and 50-kva 
but a single breaker in- 
two previously required. 
mers for banked second- 
can be built in sizes up 
more than doubling the 

t of 15 kva. 

iction of the breaker in 
‘ngie-pole nits, which can be built 
Ip as tw or three-pole combina- 
uons, peri flexibility of applica- 
Yon to eit single-phase or three- 


ea 


Bell quality is built upon the solid 
foundation of good design and pre- 
cision manufacturing methods. To 
insure customer satisfaction and 
long years of service, only the best 
materials money can buy are used. 
Advanced engineering principles 
and good workmanship make for 
trouble free service. 


For complete specifications 
write to the address below. 


BELL ELECTRIC 
PRODUCTS CO. 


700 MURPHY AVENUE, S. W., ATLANTA, GEORGIA 
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GREAT NATIONAL 


Add 
“PROVEN 
PERFORMANCE” 


to your other reasons 







for selecting 


GREAT NATIONAL 
EVAPORATIVE 
COOLERS 


Twenty-five years of experience stand 
behind the design and construction of 
G. N. EVAPORATIVE COOLERS, 
Thousands of installations testify to 
“Proven Performance.” 





WRITE FACTORY REPRESENTATIVES 
GILLESPIE & COMPANY 
1007 Candler Bldg., Atlanta, Ga. 


R. L. BALDWIN SALES CO. 
440 Seaton St., Los Angeles, Calif. 


Ch a longer 


Three-Pad Evaporative Cooler Reduces 
temperature 10 to 25 degrees. 


GREAT NATIONAL AIR CONDITIONING CORP. 


2125 North Harwood @ Dallas, Texas 

















“EFFICIENCY” DEVICES FOR CONDUIT and CABLE SUSPENSION 


Hang Conduit at any Angle to Beam 


ON OPEN STEEL CONSTRUCTION 


.-. with the “Type F’’ 


“EFFICIENCY” CONDUIT HANGER 


The “Type F” Efficiency 
Hanger features five-point 
radiating ridges of gripping 
surface — holds conduit or 
cable at any angle on true 
mechanical principle — 
' guaranteed solid, non-slip 
)\ support. Made of malleable 
_/) iron in five sizes for sup- 
porting pipe from 4” to 
214”, or armored cable. 








Write today for 


Catalog No. 38-A 


Supporting pipe 
parallel to beam 


Supporting pipe at 
right angle to beam 
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Naess a in ihe New: 





George E. Simons has b< 
pointed advertising manager fo: Gen. § 
eral Electric major appliances 1a Phe | 
been announced by A. L. Sca 19. 
vertising manager of the cor 
Appliance & Merchandising 





ment. I 
Mr. Simons was former]; oo: 
of advertisi ng and sales prom Bi 
p 
r 
‘ 
Ci 
D 
wn 
\+ 
Bn 
\\ 
George E. Simons 
ba 
employee and community 
for the General Electric Ai 
tioning Department in B Joh 
at S Inc 


Joming the company 
tady, N. Y.,°in 1930, after : 2 Edwa 
the University of Michigan, Mr. S t 
ons was subsequently trans! t 
Chicago where he served fi 
trict publicity representative 
G-E Apparatus: -Departm 
then as advertising and sal 
tion manager for the Gen 
tric X-Ray Corporation. I 
to Bloomfield in 1944. 


The Oliver Iron and St 
poration, Pittsburgh, Pem 
has recently announced thx 





















Cc. R. Dudley 












R. Dudley as direct sales 
ve of the Pole Line Hard- 








| Florida, 
® ita. Mr. Dudley 

1a Phe | Corporation on 
] 1. and will report 
District Office. 


\: Southeastern 


[ $10n. 


manuf: 
| exas, 


C1 Musgrove, 
e, Dallas, 


cn ith, Jr., as director 
{ cc. Mr. Smith w 
ritorv including 


ton, Austin, Bea 


iduating 
P Institute, in 193 
Bmit t seven 
ist with Genera 
Pittsfield, Mass., 
\ d. During the wat 
‘ nspector of radar 
form Kuhlman Electric 


Johi Hughes has been 


Inc ling to 
F dwar l'aylor, 


announcem 


the Lewyvt V 


years aS a 


manager of 


mn, covering the states of 
with he: 


idquar- 
joined 
January 
to the 


| poration has announced 
tment of Walter Burke, of 


District 
acuum 


icturcrs 
has all 


i he appointment of Or- 


of his 
il] COV- 
Shreve- 
umont, 


and Corpus Christi. 
from Vir 


ginia 
6, Mr. 

trans 
] Elec 


and Ft. 


he be 
trans 
Com- 


named 


a manager for Hotpoint, 


ent by 
Hot- 


. t chandising division. 


John L. Hughes 


ictions concerned wi 
sales training, hom 
es promotion, and 


the iandising division, 


oT + 








1948 





| In ent reorganization all mar- 


th ad- 
e€ eco- 
special 


cam have been grouped into 


which 


eC me of five main marketing 
it staff the company’s en- 
IE tribution organ:zation. 


* *« * 
E. Cuddeback, for the past year 
‘ues tepresentative in the Allis-Chal- 
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FRIGI 
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Ditio 
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ATTIC FANS 


Force the heat out of the 
house replaces it with 
fresh, cool outside air 


Penetrates entire house 














PEDESTAL FANS 


a One of the most efficient 
pedestal fans available 

G.E. Heavy Duty, Quiet 
Motor ..patented ‘QUIET 
Aluminum Propeller 
triple plated, chrome finish 
seamless steel, adjustable 
column Complete with 
swivel to direct air stream 
and mony other exclusive 
feotures. 


STEEL BLOWERS 
‘ideal for Exhousting, 
Ventilating, Heating 
and Forced Draft 
Operations. . . Quiet, 
efficient, sturdy in 
construction 














EXHAUST FANS 

Do a thorough job of 
removing smoke, steam, 
foul air and strong odors 
quickly ond quietly. Heavy 
duty, long service -G.E. 
Motors. 





Please Send for 








IMustrated Catalog 






















DEVICES'’MFG. CORP. 
¢ New York 7, N.Y 


CIRCULATORS & 


22 Rose Street 























FOR oe TROupB 


Ce 


& CO.,Inc. 


LEs 


a SURE CURE 


M 


A.C 


P,.R.MALLO 


ALLORY 








Q) 


i) 


CAPACITORS 


TYPE MSG—AC Motor Starting Capacitor 


The new foolproof Type MSG capacitor 
ALLOR yc —with original equipment terminal spac- 

CAPACITOR 
MSG 


ing—is easy to install—no chance for 
error. The MSG is small and compact— 
It Fits! 


FOR LONG, EFFICIENT, TOUGH SERVICE 
... SAY MALLORY 


x 


OE AEE NE A Oe aa 














Distributed by 


INSULATION AND WIRES INCORPORATED 


ATLANTA 3, GA DETROIT 2, MICH LOS ANGELES 21, CALIF 
BOSTON 20, MASS HOUSTON 3, TEX NEW YORK 7, NEW YORK 
ST. LOUIS 3, MO SAN FRANCISCO 3, CALIF 


SITTLER COMPANY H. A. HOLDEN, Inc. 
CHICAGO 7, ILL MINNEAPOLIS 3, MINN 








mers Atlanta district office, has been 
named manager of the company’s 
Tampa district office, according to 
an announcement by J. L. Singleton, 
vice-president and director of sales of 
Allis-Chalmers general machinery di- 
vision. 

Mr. Cuddeback, holder of a bache- 
lor of science degree in admunistra- 
tive engineering from Syracuse Umi- 
versity, succeeds A. D. Robertson, re 
signed. 


Three promotions have been an- 
nounced by T. B. Wilson, president, 
Louisville Gas and Electric Com- 
pany, Louisville, Kentucky. 

Walter D. Myers, former manage! 
of the electric sales department, has 
been named director and_ vice-presi- 
dent in charge of sales. He succeeds 
Robert Montgomery, retired. Mr. 
Myers was first employed by the 
Kentucky Electric Company, a_ prc 
decessor company, in 1908. In 1929, 
he was commercial manager, and 
in 1939 was promoted to the posi- 
tion of manager of electric sales. 

J. Russell Ramage, formerly assis- 
tant manager of electric sales, has 
been appointed manager of that de 
partment. He has been connected 


with the company for 36 years. 

FE. V. Freeman has been promoted 
to the position of assistant manager. 
He has been connected with Louis- 
ville Gas and Electric for 20 years. 

Mr. Montgomery retired after hav- 
ing spent 49 years in the electric 
utility business. Starting as a meter 
reader when he was sixteen, he filled 
many jobs, working as_ electrician’s 
helper, electrician, construction fore 
man, salesman and sales manager. 


Henry V. Erben has been clectcd 
a vice-president by the board of d: 
rectors of the General Electric Com 
pany and becomes general managet 
of the Apparatus Department, largest 
of the seven G-E operating depart 
ments, Charles E. Wilson, president 
announced recently. Mr. Erben suc 
ceeds Roy C. Muir, who has retired 
after more than 42 years service. 

John )D. Lockton, formerly assistant 
treasurer, has been elected treasure1 
of the company, succeeding, Jesse W. 
Lewis, of New York, who retires after 
more than 37 years of service. 

Mr. Erben, a graduate of Yale 
University, joined G-E in 1920 as a 
student enginecr. 
of promotions, he was made a com- 


Following a series 


mercial vice-president in 194 
the following year he was nai 
sistant general manager of 
paratus Department. 

Mr. Lockton has _ been 
treasurcr since 1934. He 
General Electric upon his gra 
from the University of Mich 
1926. 


The Wire and Cable de 
of United States Rubber ¢ 
announces the appointment 
erick P. Combier as mai 
branch sales. 

Mr. Combier is widely k 


the electrical industry wher 
held several national sales 
ment positions with well-ki 
ganizations. Jor many yeat 
vice-president and sales ma 
the Fibre Conduit Co., of 
burg, N. Y., manufacturers 
conduits. He has also be 
president and sales manager 
et Douglas Corp., machiner 


M{fg. Ce 


devices and specialities; and | 


facturers; Circle I 


Rochester Corp., appliance 


turers. He was one of th 


members of the Hotpoint 





CREATE 


‘aomp te 


...ModernAire Fans mean ‘Temperatures 


for Comfort’ wherever fans are sold; and that 


means profits to dealers and distributors alike, 


for ModernAire products are becoming in- 
creasingly well-known for their sturdy con- 
struction and performance. You can rely on 


happy consumer acceptance with ModernAire 


Attic and. Console Fans. 


ModernAire Attic Fans come in 36”, 42” and 


48" propeller sizes. 


delivery dates write to: 


ModernAire Console Fan 


For descriptive folder, prices, discounts and 


NATIONAL GAS 
EQUIPMENT CO., INC. 


ModernAire Console Fans come in 16” and 22” 


propeller sizes. 


P.O. BOX 443 


TERRELL, TEXAS 


¥ 
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serving as salesman, dis- 
manager and later, manag- 
or of the Canadian com- 


new position, Mr. Combier 
supervision over twenty- 
hes throughout the coun- 

uting wire and cable prod- 

the company’s new conduc- 
heating panels. 


appointed regional direc- 
tional Electrical Retailers As- 
Fd W. Welch will take 
ritorv which includes Lou- 
ssissippi, Alabama, Tennes- 
gia, Virginia, North Caro- 
th Carolina, and Florida. 
vears, Mr. Welch has been 


with various phases of the 





BUILT TO R.E. A. SPECIFICATIONS 


KEYLESS CEILING RECEPTACLES—WHITE PLASTIC— 
Catalog Nos. 275-3, 275-4. 660V-G600V. For 
314” and 4” round boxes. Extra 14” over- 
size design permits safety margin for instal- 
lation. Rigid terminals—large binding head 
screws will take No. 10 copper wire. Light 
weight; advantage in shipping and han- 
dling. Not subject to mechanical stresses 
found in porcelain. Breakage reduced to 
minimum. Washer head screws furnished 
for quick mounting. 


meee) 
2} yoous SWITCHES, T-RATED— 10 Amp., 125V, 
5 Amp, 250V. Single pole brown bakelite, 
| Ron No. 400. Three way, Catalog No. 403. 
Z : In ivory, Catalog Nos. 400-I, 403-I. Cup 
E. W. Welch : - ‘: ; ; 


See 
a Dimensions: 13g” long, 7%” wide, 1” deep. 
b> j Small, compact body, for easy wiring. 
« \ 
electrical appliance industry. Until 
-) 


ik Pressel j > > I ais DUPLEX RECEPTACLE “TT” SLOT—15 Amps-125V; 
hi ] ent appointment, he was di 10 Amps-250V. Side wired, brown bakelite, 
vision sales manager of the Malleable Catalog No. 300. Ivory Catalog No. 300-1. 
Iron 2 Inge Company. His head- Phosphor bronze contacts for durability. 


quarters will be at the Hotel Persh- C7 cm 3 
ing, |428 Peachtree St., Atlanta, icine 
Geo Dealers desiring informa- UILT with rigid adherence to the specifications of the 
ut NERA may write direct- ; , wes ; 
Wiles. Rural Electrification Administration, where they apply, 


*k sk 


ye 4 these Slater Lifetime wiring devices admirably fulfill the 

e J. Taylor, until recently a 

pract ng consulting engineer, has 

joe’ the Day-Brite organization as These lifetime devices are engineered and produced for 

supe ry sales engineer with head- : ag , 

quai in Mew Tak Cie ot 92 long-term service under heavy usage. Individual packing 
Lib Street. 

B in Chicago in 1903, Mr. rahe 
Tay ifter receiving his early ed- Distributed only through wholesalers. 
ucati in the Midwest, entered 
Arm Institute of Technology 
whe was graduated with the de- 
grec bachelor of science. Later 
at the same institution, he received his 
degr clectrical engineering. Pre- 
viou this, he took post-graduate 
work Massachusetts Institute of 
lechuclogy where he received his de- 
gree of master of science. 

Mr. Taylor started his career with 
the Copper-Hewitt Co., in Chicago. 


requirements of the program to electrify rural homes. 


minimizes stock loss for wholesalers, contractors and dealers. 


All items are listed and approved by Underwriters’ Laboratories, Inc. 











TRANSFORMERS 


Made by the f) 
i a Transformers 
Pioneers of 





Over 30 Years Experience 


Liberal Design 

Steel Encased 
Solderless Terminals 
Connection Compartment 





This is our 


Principal business— 
not a sideline 


Leaders 


with the latest 
improvements 
and refinements. 


A size and type 
for every purpose. 
Y to 1000 Kva. 
All voltages. 

115 volts to 
15,000 volts. 


= 


V4 Kva 
Singie Phase 
460/230 to 


115 volt 100 Kva. Single Phase 


Floor Mounting Type. 





SORGEL ELECTRIC CO., 832 W. National Ave., Milwaukee 4, Wis. 


Pioneers in the development and manufacturing of Air-Cooled Transformers 











George J. Taylor 


For five vears he served a 
and estimating engineer f 
& W. Electric Specialty C 
cago. 

When the Copper-Hewit 
taken over by the Gener 
Vapor Lamp Co., Mr. 
along to G. FE. He was 
ferred to Nela Park as a | 
gineer, where he specialize 
trial lighting and headed 
tivities in this field. He 
transferred to the compal 
tic District in New York ( 
he was in charge of th 
department. 


R. P. Almy has resigned 
general sales manager f 
Division of Sylvania 
ucts Inc., and has acquire: 
ership in the Dixie Rad 
Company, of Columbia, S: 


R. P. Almy 


lina. Mr. Almy will 
president and _ assistant ¢ 
ager of that company. 
The Dixie Radio Supp! 
distributes clectronic part 
ment in the Carolina’s w1 
at Greenville, S. C., Gre 
C., and Charlotte, 'N. C. 
will have his headquart 
main office in Columbia, > 





it 


npan\ 
equip 
JM 
inches 
o, N 
Alm 
t the 
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| M Conplt Loa y Clbshial FAiage/ 
Malleable Iron means a lot 
in reducing installation time 


ASK YOUR WHOLESALER! Smooth 
fit—that can be the difference between 
just breaking even and good profits on 
a job. No wasted time forcing or clean- 
ing obstinate fittings. GEDNEY Fit- 
tings . . . fit because they’re made of 
high grade malleable iron. They have 
smooth finish inside and out, with clean, 
accurate threading. Next time, start 
your wiring job right— install GED- 
NEY Fittings. Your wholesaler has 
them in stock. 





— 


@. 


aad WATERTIGHT 
CONDUIT NIPPLES BOX CONNECTORS 


ceeeeeee eee eeeeeveevee ee 


EMT SERVICE CAPS 


; - 
S 0 Ta 
# County ote ATTIC FANS 


Hractive, efficient and practical, these belt driven fans are designed 
ir ci i ilati I les. lete with 
d air circulation, op _ volume sales. Complete is cousmenven cone cnirs & 
tors in sizes from 24” to 60’’they are ready for easy installa- COUPLINGS PVX CONNECTORS 
rfectly balanced blades and newly designed venturi assure Pe a ee aye re a er ene eg ee 


EMT 90° 
ELBOW CONNECTORS 


greatest air volume, quietest operation and faultless performance. 


Direct drive fans available in 12” to 24’ sizes. 


1946 CODE 
PVX CONNECTORS 


@eeeeveeveeee 


@ 


SQUEEZE CONNECTORS 


REVERSIBLE ANGLE 
CLAMP CONNECTORS CONDUIT INSULETS 


> 
< 


GROUND FITTINGS EMT BODIES 


. 
se eCeeeereeeeeeeeeeeeeeeeeFeSSeSeeeeeeeeeeeeteeeeeeeeeeeeeeeee 


SELL COMFORT...TO EVERY HOME, OFFICE OR STORE. 


ew “Country Aire” electric window ventilator Was developed 
yone wanting a healthy, fresh, odorless indoofs. Designed 
any window or transom, constructed for years of service and 


CONDUIT COUPLINGS THREADED BODIES 


at reflects in your ease of sales. “Country Aire” products 
vailable for immediate delivery to help you increase profits. 
WRITE FOR THE CATALOG! 

i It’s all there—every GEDNEY item 
Wm. C. Allen and Associates, Inc. clearly indexed, with every size and 


i Ave. North Birmingham, Ala. 5 ‘ type for your job. This manual will 
\ rane ATE save you plenty of time because it 
has been made up to give you in- 
formation ... fast! Send for your 

" copy today; write on letterhead. 


Young St. Dallas, Texas wot 7 
- . GEDNEY ELECTRIC co.@) 
0 0 D EN GI N F E RI N G g MEG. C 0., N C. . RKO BLDG., RADIO CITY, NEW YORK 20, N. Y. 


ST LAKE STREET CHICAGO 12, ILLINOIS le FACTORY & SHIPPING POINT. TERRYYILiE, CONN. 4 


Represented in the southeastern states by 


Represented in the southwestern states by 


Sam Folsom 








i 
j 
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Ray Carson, formerly divisio1 


ager, Radio Division, Sylvania 
tric Products, Inc., in the Sout 
ern territory, has re-entered the 


facturers’ agency field with he 


“ ters at 1133 West Agarita 
of Antonio 1, Texas. 
Mr. Carson is covering the 


of Texas, Oklahoma, Arkansa 


Fuses. 


| The brass lugs inside the caps used on 
Monarch Fuses (see illustration at right 
above) fit into equally spaced slots in Ray Carson 
the brass casing inserts. This new and ‘ 
improved Monarch construction assures : 
true alignment of the copper holding turers of radio and electrical 
terminals . . . and establishes a positive ucts. He has been active in 
lock on both ends of the fuse. of this territory for over twels 
with the exception of approx 
two years service in the armed 
Mr. Carson was in the 
business for a few years unc 
firm name of Carson & Pat 
in Dallas, Texas. 


* Ye 
3K * 


Appointment of Grant W 
as new Southeastern representa 
the Toastmaster Products Diy 
McGraw Electric Company 
MONARCH'S Compressed Tension Lock cently announced by W. L. O 
Washer construction (illustrated at left) compen- general sales manager. 
sates for contraction and expansion of the fibre bar Mr. Hoel joined the Toa 
by exerting constant tension on the bar... and organization in the spring al 
assures no loose parts. The washer also separates hes ; sd 
the fibre bar from the copper terminals .. . a spacer since that time he has been 
to provide better cooling. in sales and market work at t! 

office in Elgin, Illinois. ! 


make his new headquarters 


Monarch Fuses are fully ap- : 
lanta, Georgia. 


proved and are available through 
recognized wholesalers. 


Toe MONARCH FUSE CO., 


Fuses 116 E. FIRST ST., JAMESTOWN, 





Grant W. Hoel 
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HERE IT IS! 








BUFFALO “BREEZ- AIR” ATTIC FAN FOR 
VERTICAL OPERATION 


INSTALL 


Home Cooling \ MM MMos 
AT A PROFIT ’ DRYER Type Washer 


® Stifling, hot months are near! Hundreds of home 
ners will want the low-cost, cool comfort of 
REEZ-AIR Attic Fans! Simple to install, quiet 
operation, easy to service. BREEZ-AIR Fans The only DRYER type washer 
w available for vertical or horizontal mounting a 
also, a new packaged window fan for small offering 2-Way washing 
ymes and apartments. Profits aplenty for you in 
is trouble-free line! But it’s time to start now— with Automatic’s Exclusive, Invertible DUO-DISC Agitator 
ite us for all the facts! 





Now— at last—you can offer your customers a dryer type 
washer with 2-way washing! It’s the beautiful new DUO- 
SPIN Washer by Automatic. And it has the same exclusive 
DUO-DISC Agitator that has made Automatic a washer buy- 
word for so many years. (See illustrations below.) 

But ‘‘two-way washing”’ is just one of many fine features 
in the big new DUO-SPIN. This handsome machine washes, 
rinses, damp-dries, and drains electrically. It washes and 
rinses at the same time. Or washes and damp-dries simul- 
taneously. It damp-dries a whole tubful at a time. And it’s 
gentle as a woman’s hand in handling clothes. An efficient 
pump quickly empties both tubs. 

All of which means fast, clean, work-saving washing, rins- 
ing and drying. And that means even greater sales and profits 
for every Automatic Dealer—for YOU, if you act promptly! 


13UFFALO) [0RGE psa oe Write for full details and name of your 


210 Mortimer Street Buffalo, N. Y. 


Canadian Blower & wae Co., Ltd., Kitchener, Ont. | ‘s 
FANS tL fe | (D/ The new dv0-sPIN 
al makes the 
jaumeed potas tot 
fast, eficient washing of AUTOMATIC Washer Dollar 


usual loads. 


ALL :UFFALO ) bigger than ever 
DISK FANS A : oe 


CARY THIS LABEL; 

‘YOUR GUARANTEE OF 

| CERTIFIED RATINGS. DUO-DISC Agitator in- 
verted for + uick, superior 


CUTTI N G AIR C O STS IN toshiagel Sotky —— BOM. ypc sail sce by 
EVE 4 BRANCH OF INDUSTRY AUTOMATIC WASHER COMPANY 
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News from the South 





Birmingham, Ala.—The Jefferson 
County Retail Appliance Dealers As- 
sociation reorganized recently and 
elected F’. Scott Stone president. L. J. 
Griffis is vice-president, and Bob 
Campbell is secretary-treasurer. 


Tuscaloosa, Ala.—Freeman’s Elec- 
tric Company announces  construc- 
tion of a new motor shop with im 


proved facilities for winding indus- 
trial, commercial, and domestic elec- 
tric motors. J. D. Freeman is the 
owner. 


Little Rock, Ark.—The Mooser 
Electric Company has opened at 
1217 West 34th Street. Paul 
Mooser is manager. 


Little Rock, Ark.—l’ormal opening 
of Fagan Electric Company, Spring 
at Ninth Street, was held recently. 
This firm operates under the slogan, 
“South’s Best Equipped Service Plant 





2,105,038. 


a 


i 
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THIS TINY PIECE 


& 
— G 


YES, the transverse graphite insert — exclusive with Helwig-Speer 
TRANSERT Brushes — reduces ring wear of your rotating machinery 


to a minimum. 


That longer life is accomplished because uniform friction character- 
istics overcome rapid wear even under low humidity conditions. And 
that's when motors and generators equipped with ordinary brushes 


give the most trouble. 


What's more, TRANSERT BRUSHES give you even current distribution, 
The graphite inserts can't fall out — they're 


better ring lubrication. 
wedge- and force-fitted. 


For complete information on ordering brushes, write today for Catalog 25. 


soos You BETTER 
MOTOR PERFORMANCE! 








For convenient, 


nearest office. Send for Bulletin 65. 





economical service of 
electric motors, use Helwig Brush Kits. 
There's a kit for every need — house- 
hold appliances, tools, motors. And, if 
you run low on a popular brush, you 
don't have to order a complete kit. Just 
ask for the brush you need from our 


oe » 
Vs HELWIG *° 
MOTOR BRUSH KI | 


_Neo. 12- 


o 3p 











SOUTHERN OFFICES 
Atlanta 
Oklahoma City 


Houston 


323 NW 2nd St.; Tel.: 
1101 Chenevert; Ch. 
1913 Washington Ave.; 
708 N. Piedras St.; 


St. Louis ... 
El Paso 


HELWIG CO., carBON PRODUCTS 


Makers of Multiflex and Transert Brushes 


316 Walton Bldg.; Ja. 6097 
2-6881 
4-6549 
Ch. 6510 
Main 7845 
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Guarantees Your Applianc 
eperates businesses at El Dy 
West Memphis, Ark. The 
tures a general line of el 
pliances. 


La Belle, Fla.—J. T. Hub 
ened space in the Hendr 
Electric Appliance Compa 
for use as a repair shop. 


Largo, Fla.—Bryon C. R 
recently sold his radio busi 
Meade, has opened The R 
at 513 Bay Drive, here. 
has been in the radio repai 
ice business for the past 21 


Miami, Fla.—Norton R 
Company, featuring air c 
cquipment, has opened its 
and 601 No 


Avenue. 


salesroom at 


Miami, Fla.—Electric Sa 
pliances, Inc. has been 
charter by the Secretary 
The incorporators are ‘T] 
Anderson, Herbert L. Na 
Eleanor Suoboda. 


Stark, Fla—John H. St 
opened an appliance servi 
603 Temple Avenue. M 
states that his specialty is 
rcfrigeratorss vacuum clean 
ing machines, sewing mac 
all electrical appliances. 


Tampa, Fla.—Gates Ra 
Tampa Street, announces 
ing of its second store at 


Dill Avenue. 


Tempa, Fla.—Formal op 
branch store at 1515 Gran 
Avenue, by the Aufford-K 
rany of Miami, is announ 
i. Winter, local mana 
Winter of the 
the Tampa establishment 
cmplovment of Mrs. Suc 
a full-time economist to 
kitchen and laundry app! 


Says one 


Pearson, Ga.—With | 
den and Earl Van Alstin 
ers, the Pearson Electric 
has opened for business. 

x * c 

Burlington, Kan.—Fdgai 
Marion Hogan have pur 
P & M Electric Shop from 
ler. The new owners w1 
the business along the sam 
turing wiring and _ repairs 
and electrical appliances. 


Hutchinson, Kan.—The ( 
trical Appliance Store, 


Elec- 
North 


1948 





FRESHND-AIRE 





CHEMCLAD Thermoplastic Insulated Wire is 
made of highest quality materials and is produced 

meet rigid specifications. Underwriters approved. 
types T, TW, TF, TFF, POT and thermostat multi- 
ples are now in regular production. Contact Rep- 
resentative for Virginia-Carolina, Paul Sherill, P. 

Box 38, Greensboro, N. C., or Southeastern Rep- 

sentative, Henry W. Clower, 375 Whitehall St., 
\tlanta 3, Georgia. Southern distributors are Ss. 

fered the twin advantages of dependable per- Plan Now To Feature 


formance and quick service in the purchase of The Finest Air Circulator 
HEMCLAD Thermoplastic Insulated Wire. 
Money Can Buy — — 


Write for your copies of our regularly mailed 


stock va FRESHND -AIRE 


j TO SERVE YOU FIRST AND BEST... @ Built to outsell, outperform, outlive an 
f , y 
LOCATED IN YOUR OWN SOUTHLAND other air circulator on the market. 


@ Nationally advertised for both home 
and industrial use. 





= OHIO § a 
PORTSMOUTH WASHINGTON 


Ng 

= 
S 
$ 





@ Exclusive conversion features reduce 
* CHARLESTON your investment in stock. 


ON 
2 | HCHMOND @ Complete merchandising program — 


ROANOKE - ; : 
rf ° newspaper ads, direct mail and point- 
o* LYNCHBURG of-sale material — makes easier selling 


w BA 
NORFOLK for you. 
Yr 


Mouny A : 
bd iRy @ To assure delivery for the season, 
place your orders now. 


NGSTON 


KENTUCKY BRISTOL 





© DURHAM @ Contact your jobber or write direct 


— 7 WINSTON-SALEM } 
e 
for name of your local distributor. 


- 
— o ASHEVILLE e 4 
RALEIGH 
8 N. CAROLINA 

$. CAROLINA #, WILMINGTON 


| GEORGIA 
| @ ATLA TA 
© COLUMBIA 


REG. U.S. °oT. OFF. 








COMPANY 


CAROLINA INDUSTRIAL PLASTICS Corp. | jl a, SRRCERNEENTIE 


Chicago 1, Illinois 


i Hu 
: 
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“WIRE-NUTS” 


(SOLDERLESS TAPELESS WIRE 
CONNECTORS) 


USED HERE 


Wlew \NTERNATIONAL 
TRADE MART 


MARITIME ELECTRIC CO., Inc. 
Contractors 


RATHBONE DE BUYS — GODAT & HEFT 
Architects 





Engineers 











LEADING ELECTRICAL CONTRACTOR 
RECOMMENDS IDEAL ‘‘WIRE-NUTS” 


H. M. Nunez, general superintendent, 
Maritime Electric Co., Inc., New Orleans, 
says: “Ideal ‘Wire-Nuts’ save time and 
make a reliable, positive, long lasting 
connection. With ‘Wire-Nuts’ we are sure 
of a well insulated connection which 
will assure permanency of the work... 
We find Ideal ‘Wire-Nuts’ outstanding in 
their application.” 


All the wire joints in this beautiful 
modernized building are made with Ideal 
“Wire-Nuts.’”’ These economical wire 
connectors make a joint that’s better 
electrically, stronger mechanically —safe, 
compact, non-corrosive, resistant to heat 
and vibration. And it’s all done in one 
simple operation — no solder...no tape 
..-no tools! 

Idez! “Wire-Nuts” are made in sizes 
for all usual wire combinations from 
two No. 18 up to and including three 
No. 10 solid or stranded. —IDEAL 
INDUSTRIES, Inc., Sycamore, Il. 


(THE SOLDERLESS, TAPELESS WIRE CONNECTORS) 
Patented — No. 1,933,555 
QDEAD Distributed Through 


AMERICA’S LEADING WHOLESALERS 





Main Street, has been purchased 
from Clarence P. Gisel by Leon Ford 
and Gordon Sparling. The purchas- 
ers were former employees of Rus- 
sel Electric Company. 


Junction City, Kan.—The Cole Ap- 
pliance Store, 114 W. Seventh 
Street, has been sold to Vincent 
Zumbado. 


Kansas City, Kan.—‘The Blythe Ap- 
pliance Company, formerly the Su- 
perior Electronic Service, 3419 
Strong Avenue, has moved to 3008 
Strong Avenue. Plans call for in- 
creased service in the expanded quar 
ters. 


Louisville, Ky.—Theobold Electric 
Supply Company has been incorpora- 
ted with capital stock of $200,000. 
The incorporators are E. J. Theobald, 
Jr.. Harold L. Theobald and Eunice 
T. Theobald. 


Alexandria, La.—Bruno Electric 
Company, appliance and contracting 
firm, owned and managed by Frank 
Brune, has moved into a new addi 
tion, which has tripled the store size, 
at 1305 Lee Street. ‘This firm features 
electrical appliances and _ electrical 
contracting. 


Lafayette, La.—Announcement of 
the opening of Kite’s Household Ap- 
pliances and Sporting Goods, was 
made recently. The new firm will 
feature radios, refrigerators and other 
appliances, and is located at 315 Jef- 
ferson Strect. 


Monroe, La.—Gus, Flo, Bert, and 
S. K. Bernheim, brothers and owners 
of an appliance store at 208 Jackson 
Street, held open house on their sec- 
ond anniversarv recently. 


Pineville, La.—Jimmic Walker 
Home Appliances has announced that 
the firm is back in business at 726 
Main Street, with a complete line of 
new merchandise. The firm features 
a complete line of clectrical supplies. 


Shreveport, La.—M. L. ‘“Snookie”’ 
Padgett has opened his new sporting 
goods and appliance store at 113 East 
Kings Highway. The new store will 
feature a general line of appliances, 
and will do business as ‘‘Snookie” 
Padgett’s Servall Company. 


Biloxi, Miss.—Mrs. Gordon A. Da- 
cey, has been named manager of the 
new Dacey Equipment and Supply 
Company, which opened for business 
at 916 West Howard Avenue. The 
firm will carry a complete line of 


electric refrigerators, domestic 
commercial washers, ranges, 
and other major appliances. 


Kansas City, Mo.—Approxi 
200 dealers and salesmen fro 
greater Kansas City area atte 
presentation of Norge product 
recent dinner mecting held 
Mayflower Sales Company, lo 
tributor. Charles Marvin, of t 
tory, presented the new 
home freezer, a range, and a 
Al Haas, of Mayflower Co., 5] 
dealer policies, emphasizing 
to prewar standards of custom 


re 
Ce. 


Mansfield, Mo.—S. A. Ho 
recently purchased L. L. Hy 
interest in the Honeycutt-H 
Appliance Company and beca 
sole owner of the business 
Honeveutt announces _ that 
Baird and Arthur Iorg will 
charge of the service depart: 


Hollander 
electrical 


St. Louis, Mo. 
distributors of 
bought the building at the 
Cardinal Avenue and Locust 
vard, recently. Officials 
three-story and basement f 
building will be occupied in 
to the company’s present loc 
3900 West Pine Boulevar 
new property contains 25,000 
feet of floor space. 


Charlotte, N. C.—Foy 
Company, Inc., of this city, | 
organized with capital stock of 
000 to engage in a general « 
repair business. Howard J. | 
Ellavene Foy and Cy Hood 
Charlotte, were listed as th 
porators. 

Hickory, N. C.—The Sec: 
State has issued a charter to P 
Supply Company, Inc. to ¢ 
a refrigeration and electrical 
under authorized capital 
$100,000. Incorporators are 
Hargrove, Jr., J. M. Geitne: 
Walker Geitner, all of Hick 


New Bem, N. C.—Triang 
trical Company has been o1 
with capital stock of $100,00 
gage in ‘business as clectrici 
contractors. The  incorporat 
Wallace Jones, Margaret J 
Mary Yaeger, all of New Bet 


Raleigh, N. C.—William P 
ev, Inc., has been chartered to 
in thé business of adjustment 
pair of electrical and acoust 


cilities. William P. Grether 
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lere’s what the 
NATIONAL ELECTRICAL 
NHOLESALERS ASSOCIATION 


Says about 
Certified Ratings 


\t its May, 1947 meeting the National 
lectrical Wholesalers’ Association a- 
lopted a resolution concerning the use 
»f the Certified Rating Label for pro- 
peller fans . . . the label which assures 
he purchaser that the propeller fan he 
buys will perform as specified. 
[he resolution states in part: “It is the 
onsensus of the Fan and Ventilating 
ommittee of N.E.W.A. that the standard 
lest Code is a beneficial and constructive 
rogram in the attic and ventilating fan 
industry.” 


wpe 2. 
[his is important to YOU 
(his action of the N.E.W.A. gives strong 
upport to the assured-performance prin- 
iple of Certified Ratings, and emphasizes 
he importance to you of following this 
rinciple in your purchasing of propeller 
ins. Sixteen of the leading manufactur- 
-s of propeller fans are members of the 
‘ropeller Fan Manufacturers’ Associa- 
ion testing and rating their fans accord- 
ing to the standard 
test code established 
by the American So- 
ciety of Heating and 
Ventilating Engi- 
neers. This gives you 
ample opportunity 
to select a certified 
propeller fan on 
your next purchase. 


les . LOOK FOR the 


P.F.M.A. Certified Rat- 
ing Label on the pro- 
peller fans you buy! 


Published by 


PELLER FAN MANUFACTURERS’ ASSOCIATION 


5-208 General Motors Building 
Detroit 2 Michigan 
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TAPES THAT ARE TOPS... 


in 
ELECTRICAL 
STRENGTH* 


e@ Tapes that are safe electrically — that’s the 
kind splice-makers want. For, after all, you use 
splicing tapes primarily to insulate a conductor 
splice. PANTHER and DRAGON Rubber 
Tapes, compounded under careful supervision, 
provide a long-lasting electrically-strong insula- 
tion for your splicing needs. 

PANTHER and DRAGON Friction and 
Rubber Tapes are always “tops” in perform- 
ance. Made by a company in the insulation 
business since 1878, these tapes are sold only 
through recognized independent wholesalers. 
Hazard Insulated Wire Works, Division of 
The Okonite Company, Wilkes-Barre, Pa. 


|Panther ond —/ragon 


friction and rubber tapes 





M & W 


NEW 
NON-INDUCTIVE TYPE 


CABLE RACKS 


@ AC or DC current. 
@ One-piece construction. 
@ Certified malleable iron. 


@ Need not be dismantled to 


place cables. 


® Type D-F (illustrated) may 
be adapted to four-wire 3- 


phase. 
* 


Send for Copy of 
BULLETIN CS-51 


illustrating our line 


of racks and hangers. 


THE 
M. & W. ELECTRIC 
MANUFACTURING 
COMPANY 


INCORPORATED 
EAST PALESTINE, OHIO 





ces Grether, and Ellen Dewitt are 
the directors. 


Roseboro, N. C.—Roseboro Elec- 
tric Service, a new appliance sales and 
service establishment, has opened for 
business at the intersection of High- 
way No. 24 and Main Street. Wil- 
liam F. Revelle is sales manager and 
Alton T. Wrench is service manager. 


He'ena, Okla.—The Sprague Elec- 
tric Shop was opered for business 
recently. Owners and operators of 
the new firm are Mr. and Mrs. Ro- 
bert Sprague. They will be assisted 
by Junior Davis. The owners an- 
nounce that they will carry a full 
line of household clectrical appli- 
ances, lighting fixtures, and house 
wiring materials. Mr. Sprague is a 


member of NECA. 


Shawnee, Okla.—The Shawnee 
Electric Company, 322 East Main 
Street, has been sold by ‘Tom Brown 
to S. L. West and Flovd Click. I>. 
Brown is opening a new establish 
ment, known as Brown Electric Com 
pany, at 110 North Oklahoma. 


Springdale, Okla.—The Famous Ap- 
pliance Center, a part of the Famous 
Hardware Company, was formally op 
ened recently. The new center is 
located in a completely remodeled 
building adjacent to the hardware 
firm. A complete line of large and 
small electrical appliances will be car 
ried. Dale Gilmore has been named 
manager of the new store. 


Tulsa, Okla.—Barlow & Shearer, 
electrical appliances, 1506 South Peo 
ria, have opened a second store at 
2644 KE. Eleventh, handling radios, 
refrigerators, home freezers, electric 
ranges, vacuum sweepers, automatic 
washers, ironers, dryers, dishwashers 
and other app'i2nces 


Charleston, §. C.—In honor of its 
14th anniversary, the Quattlebaum 
Electric Company recently entertain- 
ed its personnel and ‘business asso- 
ciates with a birthday party. Paul 
Quattlebaum, Jr., general manager of 
the company, was toastmaster. 


Charleston, S. C.—James P. Con- 
don is the new sales manager of 
United Phonograph Company, +462 


King Strect. 


Chester, §. C.—A new retail outlet 
for appliances is the Chester Sports 
& Appliances Store, Inc., which has 
been organized with capital stock of 
$10,000. Joseph H. Giltner, Jr., is 


president. 


Greenville, S. C.—Appro» mate 
125 Philco dealers and dealc rep 
sentatives held a sales confc ice 
cently at Hotel Greenville 
of the A. K. Sutton Con 
Charlotte, distributor. Pre 
vin, general sales manager of 
ton organization, outlined 
dising plans for Philco. W 
land, Greenville district 
presided over the meeting 


Orangeburg, S$. C.—Hom« 
ings, Inc. opened for busine 
lv at 33 South Middleto 
The new brick building is 5 
feet and is attractively dec 
pastel colors with fluores¢ 
ing throughout. S. S. Hei 
the president. 


Roebuck, S. C.—Earnhard 
Service has been incorpor 
capital stock of $5,000 to dé 
trical equipment. C. F. 
is president. 


Chattanooga, ‘Tenn.—Pau 
of the Ramsey Electric Con 
been elected first vice-pr 
Chattanooga Assn. of Cr 


Memphis, ‘l'enn.—Cook 
Appliances, Inc., 2870 Pi 
nue, held its formal openi 
lv. The new firm’ handl 


plete line of electrical ap 


Austin, Tex.—White FE! 
just opened for business at 
Sixth Street, featuring elec 
plies and fixtures for the | 
dential and  commerci 
switches and other fixturc 


bu 


home and commercial | 


Beeville, Tex.—Brink’s | 
Service, recently. held its 
ening, in its new location, 
Building on St. Mary’s St 
firm will fcature clectrica 
and appliances of all kind 


Goose Creek, Tex.—A 1 
25 by 50 feet, has been 
at the corner of Stin 
Pruett Streets, for the M 
tric Company, owned by 
sey. A complete stock 
materials and supplies wil 
in the new building. The 
has main office and sales 
West Texas Street, plan 
} 


an additional building at 
tion this year. 


Roaring Springs, Tex. 
ton, owner, has announc 
ening of Barton Electrical 
eration Shop. 
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JD, sven HEAT FROM A 


WALL PLUG and get (10 with 
Slecte tresteem 


REG. i. 5. PAT. OFF- 


| 
; 
: 
| 
‘ 
4 
4 
: 
& 
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The ONLY Radiator 
witi: the patented 
DiAL-HE ATING | 











= 
ELECTRIC STEAM RADIATOR CORP.,; Paris, Kentucky 
In Conada: Electric Steam Radiator Company of Canada, Ltd,, Windsor 
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Priced for more 
profit and Sales 
Volume for You 











the amazing new 18 inch 


LAU Portable 


It’s easy to sell because it delivers what your cus- 
tomers want... smart, compact, efficient. Dollar for 
dollar there is none better. 

Capitalize upon the demand for efficient cooling 
with the Lau Portable ... the fan with a multitude 
of uses. It can be placed anywhere in the room or in 
the window. Customers are enthusiastic over it . 
no need to sell inferior quality when this fan does so 
much and builds steady, repeat business! Plug-in 
type with 8 ft. cord. 22-5/16” square, 7-11/16” 
deep. Delivers 1800 cubic feet of air per minute. 
Smart, streamlined, surf green baked enamel with 
cushion-mounted rubber treads. Three-speed motor. 
Two lengths of chain furnished for mounting in win- 
dow. Weighs just 25 pounds. Complete sales helps 
and advertising material available. Order your stock 
NOW .. . be ready for the big demand! 


OZS7I7774 WRITE DEPT. ‘‘E” FOR FULL 


Wceettaeras DETAILS OR SEE YOUR JOBBER 


ee 
BLOWER-COMPANY. 


DAYTON ~7,_OH!1O__—"4 








‘siinneaiilllly 
INTRODUCING 


Vhe First 
Portable | 
hil-Glatic | 


| HOUSEHOLD APPLIANCE | 
and REMINDER TIMER | 











)  IMB-ALD J 


Another Paragon “first! TIME-AID 
... designed for better, more con- 
venient living in the home. Ac- 
curately controls sunlamps 
radios ... heating pads ... fans 

. any appliance that can be 
plugged into an electrical outlet. 
Easy-to-operate! TIME-AID shuts 
off appliances automatically after 
the pre-set time. When used as a 
reminder timer a pleasant-sound- 
ing buzzer signals elapsed time 
accurately in minutes. TIME-AID 
does both, too ... shuts off electri- 
cal appliance and signals com- 
pletion of elapsed time. 
Invaluable, too, for professional 
men in clinics. dental offices and 
laboratories. A real traffic and 
profit producing item ... Write to- 
day for the complete TIME-AID 
sales story. 


v All Electsic-No springs to break 
® Modern, Non-breakable Cgse 
© Compact... Fits in your hand 





&Y Times accurately in minutes to 
one hour 


& 3 Finishes: Maroon with White, 
White with Red or Blue. 


Switch Capacity: 10 Amp., 1150 Watts, 
VY, H.P. at 115 Volts 60 Cycle AC. 


LIBERAL TRADE DISCOUNTS 


BUILOERS OF ELECTRICAL 
EQUIPMENT SINCE 1905 





San Antonio, Tex.—The Lighting 
Fixture Supply Company has moved 
from 127 Losoya Street to new and 
larger quarters at 1007 North St. 
Mary’s Street. 

San Antonio, Tex.—lormal open- 
ing of the new electrical appliance 
store of L. B. Kelly Company, 5310 
Broadway, has been held. ‘The new 
store handles a large line of appli- 
ances and radios. 


Clifton Forge, Va.—J. W. East has 
opened the East Electric Company 
to engage in general contracting work. 
East is a former partner in the G & E 
Electric Company, having sold _ his 
interest in the firm to Earl Green. 


Lynchburg, Va.—As part of an ex- 
pansion program, the Eastern Elec- 
tric Company has purchased a seven- 
story structure in the wholesale dis- 
trict. ‘This firm distributes light and 
heavy electrical appliances and equip- 
ment over a wide area 

Virginia Beach, Va.—The Virginia 
Beach Appliance Corporation — has 
changed its name to Princess Anne 
Drive-In Corporation. Lynwood B. 
Tabb is president. 


Charleston, W. Va.—Charleston 
Maytag Company, wholesale and _re- 
tail household appliances, 161 Sum- 
mers Street, has filed articles of in- 
corporation with the Secretary of 
State. Sanford Kirk, J. A. Bibby, Jr., 
both of Charleston, and S. B. Kirk, 
of Hillsboro, were listed as the in- 
corporators. 


* *k 
4 3S 


Salem, W. Va.—The Salem Electric 
tric Company has recently opened a 
modern appliance store. The firm 
will also handle electrical contracting 
jobs and heating installations. 


* 
x x 


Staunton, W. Va.—W. J. Graham 
has_ recently opened the Graham 
Electric Company at 437 Beverly 
Street. Mr. Graham will handle all 
kinds of electrical contracting. 





New Electrical Books 





Electric Distribution 
Fundamentals 
By Frank E. Sanford, Published by 
McGraw-Hill Book Company, Inc., 330 
West 42nd Street, New York 18, N. Y. 
252 pages, illustrated. Price $3.50. 
“ELectric DistrisuTion Funda- 
mentals” presents essential data, 





Receptacles fo 
FS-FD Pylet 
bodies 





Watertight 
Plugs and 
Receptacles 


Watertight Plugs 


WITH 


TRIPLOC CONTACT UNITS 


e These substantially built 
plugs and receptacles are 
equipped with Triploc contact 
units and are watertight for 
use as floodlight connecti 
or for any other type of p: 
able electrical equipm 
where weather protectior 
needed. Types include 1, 2 

4, 6, and 8 pole units. Re: 
tacles are galvanized cast i 
with brass cap. Plugs are « 
aluminum alloy with threa 
nut and rubber bushing « 
grip. Female contact units 

be mounted in plug shel! 
well as in receptacle housi 
as all contact units are in 
changeable and reversible. 
any type of outdoor plug : 
receptacle connections ref« 
your Pylet Catalog for co 
plete listings. 


a THE 
lIA@ PYLE-NATION/: 
COM PANY 
1354 N. Kostner Avenue, Chicago 51, Illinu's 
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CORNISH WIRE CO., inc. 
15 Park Row, New York 7, N.Y. 








Two light semi-ceiling dining room fixture 
1342” diameter crimp edge bowl also 
available in three lights. We manufacture 
a complete line of residential incandescent 
fixtures. Also a complete line of fluorescent 
fixtures. Write for quotations and catalog 
on this exciting line. 


“ixture shown above is our catalog number 602-C 


Lithonia Lighting Products Co. INC. 


Mfgrs. of Fluorescent and Incandescent Fixtures 


LITHONIA, GEORGIA 








_— 
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Breeze 
Through 
Sales... 


with Tennessee Valley's STAKOOL Exhaust Fans on your floor. 
Keeping cool in the hot months appeals to all customers—home 
owners, offices, and stores. Farmers use STAKOOL Fans to 
ventilate barns. And STAKOOL is designed to be used by all 
four. Here are three good reasons why STAKOOL is the 


customers’ choice: 


V-belt driven fan revolving in one-piece ALL-STEEL Venturi gives 


maximum air-flow. 
DURABLE 


Individually balanced blades, ball bearing motor, built-in oil 
reservoirs, and automatic thermal overload protector insure 


long life and smooth performance. 


Smooth-running, cushion-mounted motor with over-size bearings 
and a v-belt driven fan with individually balanced blades give 
your customers what they want most in a ventilating fan: 
QUIET operation! 


STAKOOL has many other appeals. Write for specifica- 
tion sheets, installation instructions, and prices today. 


Address: Department * 


OP LINE 


TRADE-MARK REG. U.S. PAT. OFF. 


APPLIANCES 


TENNESSEE VALLEY 
MARKETERS, INC. 


417 NINTH AVE., NO., NASHVILLE 3, TENNESSEE 


‘| Pioneers in Electrical Appliance Manufacture | 
in the Tennessee Valley 


























—YOUR OPPORTUNITY— 
TO DISTRIBUTE 


WINDOW FANS and 
VENTILATING FANS 


Perfect Cooling Through 
A-I-R V-E-N-T-I-L-A-T-I-0-N 
For Home ¢ Apartments 
Office « Industry 
PROFITABLE TO SELL! 
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“SECO” Portable 
DUAL PURPOSE 


WINDOW Fan 


Provides easy, simple installation in any 
desirable Window opening. When placed 
on floor of Home or Office it quietly blows 
cooling Air. Over-All Dimensions 24” x 
24” x 10”. 





emmmennteesnaatl 


“SECO” BELT DRIVEN 
COOLING FAN 


Greater air capacity for maximum A-I-R 
V-E-N-T-1-L-A-T-1-O-N. Ideal for Homes, 
Schools, Churches and for Industrial Installa- 
tions — Its simplicity of design permits easier 
installation in Walls, Attics, or Penthouses. 
Slow Speed — Quiet — Powerful. 


24”, 30’, 36”, 42”, 48”, 








Write For Complete Information, 
Specifications and Prices on SECO FANS 


SECO-LITE MFG. CO. 


4916 EASTON AVE, Dept. ES, ST. LOUIS 13, MO. 
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facts, tables, and diagrams for practi- 
cal application by all who are con- 
cerned with the planning, design, 
construction, operation, maintenance, 
inspection, and supervision of the 
electric distribution svstem. It discus- 
ses the elementary principles of meth- 
ods and equipment and the basic fac- 
tors of the electric circuit. 

The volume tells how distribution 
fits in economically with the electric 
supply system as a whole. Step-by- 
step explanations cover voltage drop, 
wire size calculations, transformer 
connections, power factor improve- 
ment, inductive reactance and similar 
problems. 


Industrial Applications 
Of Infrared 


By James D. Hall, Published by Me- 
Graw-Hill Book Company, Inc., 330 
West 42nd Street, New York, N. Y. 
201 pages, illustrated. Price $3.50. 
TuIs BooK consists of a generously 
illustrated assemblage of essentially 
non-technical data and information 
designed to better familiarize the in 
dustrial heat user with the availabil- 
itv, characteristics, and performance 
of infrared lamps and cquipment to 
the end that he may more intelligent- 
ly consider the application of radiant 
energy to his specific requirements. 
Included are details on inf-azcd 
lamp operating characteristics, de- 
scription of available infrared equ:p- 
ment, outlines of simple test proce- 
dure, data on installation design and 
special industrial application prob- 
lems, plus numerous photographs and 
description of some of the more in- 
teresting installations, domestic and 
miscellancous uses of infrared radia- 
tion, effect of infrared radiation on 
the human body, and other subjects. 


Electrical Appliance 

Sales Handbook 

By Laurence Wray. Published by Me- 
Graw-Hill Book Co., Inc., 330 W. 42nd 
St., New York 18, N. Y. 231 pages. 
Price $3.50. 

INTENDED primarily for the use of 
the electrical salesman, the Hand- 
book covers approved selling techni- 
ques and their application to the 
specific problems of selling electric 
ranges, electric water systems and 
water heaters, refrigerators and home 
freezers, home cleaning equipment, 
home laundries, and various types of 
clectrical farm equipment. 

It includes a wealth of statistical 
information on the operating char- 
acteristics of appliances, consumer 
needs and desires, and the economics 


of farm and non-farm elcctrificat op. 

Stressed throughout is the x 
All-Electric” theme, with suggestions 
for meeting LP gas and other cm 
petition which would be of valu 
sales executives in developing 
chandising and _ promotional 
grams. 


Magnetic Control 
Of Industrial Motors 


By G. W. Heumann. Published }, 
John Wiley & Sons, Inc., 440 Fo» «th 
Avenue, New York 16, N Y. 589 pa es. 
illustrated. Price $7.50. 


APPLICATION ENGINEERS conce 
with industrial control equipment 
be interested in this newest add 
to the growing General Electric 
lev series of technical books. 
volume provides exhaustive cove ig 
of electric motor performance, cl 
teristics of control devices, and | 
tions of commonly-used control 
cuits. Primary stress has been p 
on the user’s requirements. 

Fundamental information n¢ 
as well as up-to-date coverage of 
subjects as amplidyne control an 
hoist controls, is included in 


be ¢ yk. 


F-M Simplified 


By Milton S. Kiver, Published by D. 
Van Nostrand Company, Ine., 250 
Fourth Avenue, New York, N. Y. 347 
pages, illustrated. Price $6.00. 

THE ENTIRE FIELD of F'-M rad 
explained fully and completely in 
book. Coverage of the transm 
and receivers, together with all of 
apparatus used with them, 
cluded. 

Also included are detailed tro 
shooting procedures, including 
liminary tests, as well as a genera 
gram with directions for testing 
er supply, audio amplifier, ’-M d 
tor or discriminator, the I.I’. svs 
the H.F. oscillator and mixcr, 
the R.F. section of the recciver 
short, the book is a complete 
study manual for mastcring thc 
damentals of F-M radio and th« 
tual applications. 


Electricity 

And Magnetism 

By Leonard B. Loeb, Published 

John Wiley & Sons, Inc., 440 Fou 

Avenue, New York 16, N. Y. ¢ 

pages, illustrated. Price $6.00. 
Tue opyectives of this book 

main unchanged from earlier versi 

and present the subject as a cons 
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ent and related whole, rather than as 
a compilation of isolated topics. 

Much important new material has 

ncluded in this third edition, 

lly concerning those aspects of 

structure which it is necessary 

engineer to know. Other re- 

developments in physics are 

ghly discussed. Coverage be- 

ith an historical introduction 

icludes magnetic phenomena, 

magnetic definition of current 

otential necessary, electrical 

ing instruments, magnetic 

ties of materials, the ballistic 

meter, and many other topics. 


(Order books directly 
from the publishers.) 


Who’s Selling 
Ad: quate Wiring? 


Continued from page 47) 


er organizations throughout the 
rved. ‘This panel is constructed 
it the disadvantages and incon- 
ices of poor wiring or the service 
fficiency of adequate wiring may 
sually demonstrated. The front 
yf this demonstration board is 
| in one of the accompanying il- 
tions. 
s illustrated talk has been given 
r one hundred audiences, which 
the various 
\.’s, Homemakers’ groups, three 
hiefs’ conventions, two insurance 
conventions, two mectings ot 
Kentucky Chapter of LA.E.I., 
dealer, distributor, and con 
group imectings, electric lea- 
rchitects’ mectings, all company 
vees and others, totaling some 


service clubs, 


} persons. 


Released Capacity 
In Rural Lines 
Continued from page 54) 


is the loss they cause in the 
ly high resistance lines at low 
ctors. The thing which favors 
1 this application is that they 
in small units. ‘Therefore, a 
ation of capacitors and regu- 
would probably be the most 
nical means of releasing capa- 


in example, suppose there is a 

iere there is no way of knowing 
iltimate released capacity is ne- 
One 15 Kva capacitor could 

talled and it might be enough 

the line through but if after 

or two more released capacity 
's needed, a regulator should be in- 
stall The capacicor, at least, has 
defe:ed the initial investment in a 
feguiitor, and if the load doesn’t 
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WINDOW FANS 


SET THE GAIT for ’48 


Type W-16 —16” Fan—1300 CFM 
Type W-400—24” Fan—3900 CFM 
Type W-500—28” Fan—5100 CFM 


Made by 
the Makers of 
Rex Blowers 


You'll find REX AIRATE Window 
Fans real pacemakers in the coming 
race for the buyer's dollar. In design, 
workmanship, performance and price, 
they have all it takes to win and hold 
customer preference. 

Smart appearance, compactness, 
quiet operation, and ease of installing 
and moving are other inherent fea- 
tures that make prospects consider 
seriously, compare—and usually buy. 

To set a new record for window fan 
sales this season, simply concentrate 
selling effort on the complete REX 
AIRATE line. Three sizes make it easy 
to meet widely varying requirements. 
Write for complete catalog informa- 
tion and prices today. 


iv. of 


and The Cleveland Heater Co. 


Rex Blower- 
Filter Units 


2310 Superior Ave., Cleveland 14, Ohio 











Pies 


A NAME 
GROWING BIG 
—ELECTRICALLY 


ATLANTA, GEORGIA 








grow it has saved the investment in a 
regulator. After installing the regu- 
lator, the capacitor could be moved 
to another line or it could be left 
in the original for the benefit it 
would give. 

On the other hand, if it is known 
that the released capacity needed is 
above about 20% then a regulator 
should be installed in the beginning. 

An exception would be for the case 
where a capacitor is readily available 
and the regulator is not. 


Problem of Wiring 
A Research Laboratory 
(Continued from page 43) 


In view of the necessity for main- 
taining a maximum amount of flexi- 
bility in the electrical system within 
the building, which, of course, is 
characteristic of most installations of 
this type, a special “header duct” was 
designed by the Austin engineers to 
provide access to every part within 
the building by making it possible to 
use every cell in the Q-floor system. 

This “header duct” is provided 
with a longitudinal baffle providing 
isolation between telephone and oth- 
er low voltage circuits and lighting 
and power circuits. 


The installation of this “header 
duct,” together with adequate copper 
and circuit capacity, typify the two 
principal electrical features of this in- 
stallation, i. e., isolation and _ flexi- 
bility. 

In addition to the features as out- 
lined above, the electrical system pro- 
vides, of course, a separate conduit 
system for the use of the Southwest- 
ern Beil Telephone Company, an 
electric clock system, and a combina- 
tion supervised watchmen’s and fire 
alarm system. 

The electrical system, while com- 
plex in its design and involved in its 
installation, provides a maximum of 
safety, simplicity of operation, elec- 
trical isolation and flexibility. It is 
an “electrical specific.” 


Use of Showmanship 
Moves Small Appliances 
(Continued from page 39) 


“They may be interested when they 
see the small washer in the window, 
but they hesitate to come inside and 
bother a salesman to ask questions 
about it. When the machine is out 
on the sidewalk in full operation, it 
answers most questions for itself— 


and thus we have had many custo- 





ALL the features your customers 
want—plus! The selling job is 
made easy when you show a fan 
like this—engineered, tested, 
PROVEN after years of success- 
ful operation in thousands of 
homes. You can’t beat ’em for 
performance, quietness, longer 
life at less maintenance cost. 


wo 


FAN A 


531 St. Joseph St. © New Orleans, La. 


ND VENTILATOR CO. 








mers walk in and say that they 
take one of the portable washers 
watching it operate for a while. 

Mr. McLeish is a firm believer jp 
“live display.” Of course, he has not 
been able to put electric irons out op 
the sidewalk for fear customer. oy, 
passers-by might burn thems: 
However, just inside the ent 
there is an ironing board set up 
samples of leading irons ready to 
up quickly at the snap of a sw 
Often, clothing which is wash« 
the portable washing machine 
side is brought in and neatly pi 
to show the customer the relatiy 
vantages of steam-elecrtic irons, 
weight travel models, heavy 
cordless types, etc. 

Behind the major applianc 
partment is a section devoted 
frared lamps, all plugged in and 
to be actively demonstrated. 
lamps are ready to be shown i 
same way. Buying a loaf of 
and keeping it close to a toaste 
play is the simplest way to con: ince 
a customer that a toaster wil) d ¥ 
evervthing claimed for it, Mr: : 
Leish has found. 

“We would even mix up 
and pancake batter, and use 
demonsrtations to waffle 
and grills if this were possible, 
McLeish said. “But we are 
of becoming careless and smoki 
the store.” 

In 
Appliance Company 
Fan Headquarters, Radio Hea 
ters, Washing Machine Headqi 
means of bann¢ 


will 
fter 





sell 





| | 


the O 


store 1S 


successive seasons, 


and so on, by 
up over the door. 

Mr. McLeish runs small 
ads three or four davs a week 
Orlando newspaper, concentrat 
small appliances in nationalls 
ed lines. Combined with his 
of showmanship and active d 
this program means that the 
no traffic appliance doldrums 
Orlando store. 


on 


‘Live Displays” 
Build Fan Volume 


(Continued from page 38 


“ee | 2 


than a dozen fans whirling aw 
once, and stopped to investigate 

Although Hall Hardware ‘ 
pany maintains a budget plan on 
jor appliances, this has never 
necessary in connection with 
merchandising. ‘‘Most people 
to buy an electric fan as an out 
out purchase,” Mr. Hall said, ° 
ing for years of service.” 

There is no such thing as a © 
popular-priced fan” in the exper! 
of Hall Hardware Company, 
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. 
) Type WP- Panel Type: 
A three-speed, direct drive, port- 
able window fan for effective 
operation in small homes, apart- 
ments, offices, stores etc. Can be 
conveniently moved from win- 
dow to window as desired. Fits 
window openings from 31 to 
39 inches. At full speed. delivers 
2000 C.F.M. 


° 
Type WC-Cabinet Type: 
Designed for inside window sill 
mounting, this semi- portable fan 
is suitable for cooling and ven- 
tilating relatively large areas 
where permanent fan _ installa- 
tions may be less desirable. Belt 
driven for quiet operation. 
Ample capacity for apartments 
of three to six rooms, homes, 
Cas stores, lodge rooms and small 
factories. Available with outside 
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automatic louver for year-round : ; 
use. Two sizes, deliver « 
——zy\ 4500 and 6500 C.F.M. . 
‘ 7 As with all CHELSEA Products, the air deli- 
very of these units has been determined by 
the Standard Test Code of the Propeller Fan 
Manufacturers Association. 







Mf WRITE FOR 
b LOOK FOR THIS SEAL! BULLETIN #852 . 
ual CHELSEA FAN & BLOWER CO. /_\‘ 
ons 4 Pee oe Rk 68 OS Ree eC \CHELSEA| 
\; 1206 GROVE STREET, IRVINGTON 11, NEW JERSEY wy, 


ES 









CUT HOLES UP TO 6" 
Jiffy Adjustable Hole Cutter 


You can cut clean round holes, 
quickly, easily, and accurately with 
this adjustable cutter. A spring keeps 
the sharp knife under constant, even 
pressure. The ratchet wrench makes 
the tool simple to turn, even in tight 
corners, Cuts holes from 34” up to 
6” in steel, slate, bakelite, etc. 
Specially ground and tempered knife 
is easy to change. 
Compact, and under 
5 Ibs. ORDER NOW. 













SEAL UP OPEN KNOCKOUTS 
Inspection rules require every hole in electrical 
junction boxes, switch boxes, etc., to be closed. 
Do not permit forgotten knockouts to invalidate 
the fire insurance. Close them with Jiffy Snap- 
in Blanks. One piece, they snap tightly into 
place from either inside or outside of the box. 
Available in all sizes from ‘2 to 2-inch. 
ORDER NOW. 


Write today for Jiffy Folder ES 


CLYDE W. LINT CO. 














ROOM 305 1144 W. WASHINTGON BLVD., CHICAGO 7, ILL. 
Southern District Representatives 

R. A. Bozeman Co. S. T. Schoolar & Co. G. G. Titherington Co. 

216 Walton Bldg., Richmond 19, Va. 705 Camp St., 


Charlotte, N. C. 


Atlanta, Ga. Knexville, Teun. New Orleans, La. 














REPRESENTATIVE 
wanted 


Salesmen and manufacturers representatives have 
rare opportunity in line of Fluorescent Lighting 
Fixtures—easy to sell to wholesalers because it’s 
UP in design and quality of construction 
and DOWN in cost of manufacture. Choice 
territories. Write experience or facilities in full. 
William Ranieri, President 
WM. PENN FLUORESCENT LIGHT MFRS. 
1639 South Broad St., Philadelphia 48, Pa. 








—_— 








ey’ ° * e 
fora complete line of inexpensive 


Residential Lighting Fixtures 
write for Catalog No. 47 
















PURITAN LIGHTING FIXTURE CO. 


21 BOERUM STREET . BROOKLYN 6, N. Y. 






or to our Southern Representative 


A 1M. ORLICK @ P.O. BOX 1033 @ SANFORD, N. C. 


+ 
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AIR-FLO i 
AUTOMATIC SHUTTER 


WEATHER SEALED 
leads the 
field in 
features! 




















There is every 
reason why you 
should use AIR- 
FLO shutters on 
your jobs. New 
heavy reinforce- 
ment strip adds 
strength and long 
life to the louvers, 
assures quiet operation and perfect counterbalance, 
prevents rattling. Aluminum louvers open fully, per- 
mitting capacity fan operation. Deep shroul protects 
shutter from high winds. Tie-rod, brackets and bear- 
ings inside frame, not exposed to weather. Special 
finish resists corrosion. Many other features. Write 
for illustrated catalog 42-B of the complete AIR-FLO 
line. 


Air Conditioning Products Co. 
2340 W. LAFAYETTE BLVD., DETROIT 16, MICH. 




















FRONT VIEW--CLOSED 
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"ae 
MORE COMPACT 
BETTER CONNECTIONS 
ECONOMICAL 
APPROVED 


Write today for details and 
52-page illustrated catalog. 
Southern Representatives 
VERLYN H. BRANHAM 
180 Interlocken Drive 
N. W. Atlanta, Ga. 


J. P. Lumpkin 
248 Tranquil Ave. 
Charlotte 3, N. C. 









gar THE GREATEST 
INNOVATION IN 
ELECTRICAL CONNECTIONS 





COPPER TUBE 
& PRODUCTS, Ine. 


CINCINNATI, OHIO 




















Repeat Sale 
Regulars 


Candylbeme Lamps 
The beauty of crystal and 


polished fixtures is em- 
phasized by Candylbeme 
Lamps. Radiating without 


diffusion they give sharp 
brilliant reflection. Effecti- 
vely increase sales of fix- 
tures and lamps" alike. 





Candleflame Lamps 


Especially effective in can- 
delabra and side-wall brack- 
ets. Give a soft, diffused 
glow. In clear, frosted, or a 
variety of tints. Install in 
fixtures for faster turnover. 





Carbon Pilot Lamps 


Extra long life, and designed 
to withstand vibration and 
shock. Available in standard 
or special shapes, sizes, 
colors or base. 
CARL HENRY 
170 Ellis St., N. E. 
Atlanta, Ga. 


NORTH AMERICAN 
Electric Li Cs. 


aon 












1041 Tyler St. St. Louis 6, Mo. 
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people buy them for so many varied 
purposes. However, one priced at 
$19.50 sells most frequently. Mer- 
chandising emphasis is placed on the 
20-inch circulating model, which may 
cool more than one room in southern 
Florida homes. 

“One idea which we constantly 
sell and suggest to our fan prospects 
is the fact that there has been just 
about <s much improvement in elec- 
tric fans as in major appliances,” Mr. 
Hall said. “Many people are at- 
tempting to get by with fans that are 
10) a5 and even 20 vears old, which 
are so handicapped by friction and 
weak armatures that they are unable 
to put out a really cooling breeze. 
When we tell a customer that a small 
table model fan actually moves 600 
cubic feet of air per minute, and 
does this so quietly that it may be 
kept on a bedside table at night, we 
lav the groundwork for a sale.” 

‘Ar electrical repair shop in the 
back of the store has proved another 
worthwhile source of fan sales. When 


people bring in antiquated, under- 
powered models, repair shop me- 
chanics tip off the salespeople at the 


front—who immediately suggest the 
proper fan for the proper size room, 
esc. 
Action Displays 
For Every Appliance 
(Continued from page 37) 
counter and given an active sales talk 
on several of the items. Practically 
everyone who comes into the store 
can be influenced to want one or 
more small appliance, the manager 
believes. 

“We don’t merely show the appli- 
ances,” said Mr. Morris. “‘We make 
the customer notice them—touch 
them, and maybe use them right in 
the store.” 

So many small appliances are sold 
that Mr. Morris is now secking a 
good city salesman who will devote 
all of his time to small appliances. 

In the meantime, when no city 
salesman is being used, daily letters, 
tvpewritten and signed personally , go 
out to people with whom Mr. Mor- 
ris is acquainted — old customers, 
drop-in customers whose names he 


has secured, business friends, church 
and lodge associates. Mrs. Kemp, 


who acts as her husband’s secretary 
and saleswoman, writes these letters 
during her spare time. And_ she 
makes sure that every day she will 
have time to write several. 

Every day two radio spot announ- 
cements, dwelling on some specific 
appliance, attract people to the store. 
Many a customer has told the man- 


ager that she came in because « 
ing heard the spot announc 
telling the merits of an electric 
iron or the electric cooker in t! 
play window. 


The store is bright and ch « 


and the friendliness display 
every customer lives up to the 
of the daily letters and the dai 
announcements. On the bach 
where all customers can see it, 
friendly sign: 


“Your visit here is a complim 


to us. We will make every hon 


effort to please you.” 
Action for every appliance, | 
the manager, is another way of 
the customer that his patro1 
wanted by this store geared 
panding volume. 


Are Your Appliance 
Demonstrations Alive? 
(Continued from page 3. 


to have something moving 
window to catch the eve; usu 
ing all-out on Christmas displa 
a snow machine and other 
making the window show an 
one, 

The company policy fo 
through with the statement 
the customer is not satisfied, 
has to do is return the applian 
we return his money.” 

But most customers, becaus 
adequate demonstration prog 
know what they want befor 
get it, and hence are satisfied 


What Appliance 
Dealers Want 
(Continued from page 3 


ly or seasonal promotions, we 
it would be a much better 
the industry to formulate an 
out special campaigns to s 
products which have not ve 
fully accepted, such as freezer 
ers, dishwashers, disposals, b 
frequency modulation _ radio 
television. 

One other important was 
vance the sale of products not 
accepted as well as new mo 
well accepted merchandise- 
be to conduct strictly dealer 
of electrical products, held 
the same as the automobile 
do each year. 

A recently conducted natio 
survey on _hiring-training-com 
ting retail appliance salesmen 
cated that there exists a very 
situation insofar as the av: 
number of prospective salesme¢ 
our industry is concerned. Th 
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a great name in 


electrical wiring devices 


1 more than a quarter cen- 
tury the name of KULKA on 
y product has been your 
surance of the newest in de- 
mm... quality in construc- 
. and priced right. 





CURRENT TAP 
in Bakelite and 
Urea Plasties No. 
204. Heavy walled 
brown Bakelite and 

















MOLDED TWIN-LITE 
SOCKET 


Bof ivory Urea 
poe, BOG 3) a in Bakelite and Urea 
. eed * Plastics No. 205 660 
7 with — holder W.—250 V. Sturdily 
ledge. Listed by made of brown Bake- 
UL. lite and of ivory Urea 


plastics (No. 205 I). 
Listed by UL. 


Write for our new 36-Page Catalog 





RULKA ELECTRIC MFG. CO. 


30 SOUTH ST., MT. VERNON, N. Y. 


SE. W. J. Milner & Co. 80 W. Peachtree Pi., Atlanta, Ga. 
Mid-So. Gamble & Mettes, 322 Godchaux Bldg., New Orleans, La. 








Phoenix, Arizona. H. George Shefler, P. O. Box 1587 




























FACTURERS * 
man” plz Be crRICAL moucTS 


— 


TWO TYPES 
ADJUSTABLE 
6"-11}" - 13” to 24” 
— . 


10” 
Check the features empha- A 
sized here, and you'll see why a 
Signa] Kitchen Vent Fans are popu- FAN 
lar with the trade and customers * 
alike...features that = point to PRM mM tntaa) 
more sales...a quality product 
priced to actually meet the demand MOUNTED-TOTALLY 
for a kitchen necessity ... an item ENCLOSED 
needed the year round. a 
DOUBLE PROTECTION 
OUTSIDE SHUTTER; 
INSIDE DOOR 


* 
CAN BE INSTALLED 
IN NEW OR OLD 
HOMES! 


Beside the features shown here, 
opening and closing of the door 
with the handle starts and stops the 
motor—and opens and closes the 
shutters 


Find out more about Signal Kitchen 
Vent Fans. Write for catalog infor- 
mation now! 





MENOMINEE 


\. SIGNAL ELECTRIC MFG. CO. “Nicutcan 

















FLUORESCENT 
FIXTURES 


Immediate shipment from stock 
Industrial Type for 2 lamps, 40 Watt 
Miller Type No. H2448A—H2411A 
Price $15.35 without lamps. 

C. SKINNER MACHINERY COMPANY 


Dunedin, Florida. 
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WASHING MACHINE PARTS — ALL MAKES 


PROMPT SHIPMENTS 


DISTRIBUTORS — Goodrich Wringer Rolls 
Gates Belts 
T-K Range Parts 


Washington 1, D. C. 


rP ART Sw 


FOR 


MOTORS 
FANS 
CONTROLS 


PROMPT SHIPMENT FROM LARGE STOCKS 


AUTHORIZED PARTS DISTRIBUTORS 


Brown-Brockmeyer General Electric Master 


Century Hamilton-Beach Peerless 

Cutler-Hammer Holtzer-Cabot Robbins & Myers 

Delco Howell Star 

Diehl Hunter Thor 

Duro Ilg Wagner 

Emerson Leland Westinghouse 
Marathon 


READING ELECTRIC COMPANY, INC. 


Parts Distributors for the Manufacturer 


200 William St. Barclay 7-6616 New York 8,N. Y. 
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INDUSCO 


BIG PROFIT LINE * 
RO-TO-MO DeLuxe Battery 


Operated Electric Lawn Mower 
A Rotary Mower with 16-in. 
blade and battery capacity 
ample for more than 
average lawn. Easily re- 
eharged at conven- 
ient electric outlet. 
Simple adjust- 
ment; cuts gras: 
and weeds; trim 
close to walks am 
shrubs. Control 
button in handle. 
Complete with storage battery 
and charger. Quiet and Easy Running. 


MO-TRAC 
Power Your 
Own Mower 
=y The MO-TRAC 
Power Attach- 
ment can be iit- 
ted to any stand- 
ard lawn mower and 
ean be attached in 
30 minutes. No dis- 
mantling necessary; 
requires no drilling or 
machining. Can be sup- 
plied with 6-volt bat- 
tery operated motor—or, 
with 4 hp 110 volt a. c. motor and extension 
cord—or, with gas engine. 


HAN-DE-BOY Lawn Sweeper 
An innovation that will keep 
your lawn clean of leaves, 
dead cuttings, paper, etc. 
in jig time. Simple mech- 
anism, nothing to get 
out of order. Easy 
to handle, saves y 
hard work and y——— 
does a good job. ARE 's 
Capacious bag, — 
easy to detach or 
and empty. w 

Write for Full Details. 


INDUSCO CORPORATION 


1201 W. 29th St., Minneapolis 8, Minn. 
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FOLDING DOUBLE CUPPED 
* WASHER LUGS x 


A SIZE and TYPE for every need! 


KRUEGER & HUDEPOHL 


Solderless Tarminal Lugs and Connectors 
VINE AT THIRD—ES * CINCINNATI 2, OHIO 








vey also indicated that dealers need 
guidance and help in selecting prop- 
er compensation plans and in train- 
ing sales personnel. 

To meet this condition, we recom- 
mend that the manufacturer-distribu- 
tor-electric :ompany join hands with 
NERA in a nation-wide movement 
to interest men and women in enter- 
ing the appliance selling field and in 
training the applicants for such ca- 
reers. 

We recommend that manufactur- 
ers work even more diligently with 
dealers than they have in the past 
—on all phases of sales promotion, 
including industry-wide promotions 
to increase acceptance of products 
not now in wide use, as well as na- 
tion-wide clectrical product shows 
to be held on a strictly dealer basis. 


Tie-In Sales 


THE DEALERS are much disturbed 
over the shocking malpractice known 
as the tie-in sale. We maintain that 
it is grossly unfair ever to load a deal- 
er’s inventory with items which the 
public doesn’t want, because the mer- 
chandise is off-brand or in over-sup- 
ply, and which the dealer therefore 
cannot sell except at a loss. And while 
tie-in sales may not be in effect 18 
months from now, in the meantime, 
many dealers are going to go broke 
if this tie-in sales practice is not stop- 
ped immediately. 


Model Production 

WueEN we began our discussion 
with the question of franchises, we 
stated that the dealer might come to 
grief over price cutting. if the manu- 
facturer did not uphold the princi- 
ples back of the franchise. 

Our association has carefully gone 
into the question of price cut and 
model protection. We recommend 
that all dealers ask for a model-pro- 
tection clause in all franchises they 
sign. 

This would therefore give all deal- 
ers in a given area the opportunity 
to purchase factory overstock in lieu 
of having the models dumped at a 
reduced price, such as through one 
large outlet. 

The National Electrical Retailers 
Association’s Leadership Conference 
would also like to go on record in 
recommending a minimum 90-day 
price protection in all franchises. 


Fair Trade Prices 
THE ASSOCIATION’S policy is in fa- 
vor of fair-traded items, if fair trade 
provisions are properly enforced. 
We have pledged our full co-opera- 
tion to promptly report any viola- 
tions, either to our distributor, manu- 


facturer or to our headquarters. 
Recently, there have been indici- 
tions that some manufacturers 
abandoning fair trade prices on od 
models, without giving the deal r 
ample time to dispose of the < 
models. With the introduction 
new models, retailers saddled 
heavy inventories are therefore f 
ing a grim situation, and we call 
on our manufacturers to adhere 
recommended time limits for pi 
cut and model protection on all 
pliances, including merchandise tl 
is fair traded. 


Advertising Helps 


Our ASSOCIATION is willing to t 
to task anv member who is lax ab 
using truly worthwhile advertis 
helps. On the other hand, we fi 
that dealers are still complain 
that they are forced to buy adver 
ing aids of a type that either d 
not fit their store, or else they 
pressed to purchase quantities at 
cost they do not feel they can aff 
in order to obtain merchandise. 

We propose a three-point prog: 
for advertising helps: 

(1) That manufacturers-dist1 

tors-dealers co-operate better in 
ciding how much each can afford 
invest in advertising aids, based wy 
the volume of business a dealer d 
with the manufacturer; 
(2) That manufacturers, throt 
their distributors’ salesmen, un 
take to properly instruct dealers 
the use of advertising aids, so t 
dealers can employ the material 
the best advantage; 

(3) That our association vig 
ously campaign to increase dealer 
of such an equitable advertising 
program. 

We do not in any manner, h 
ever, condone the practice of forc 
advertising aids on dealers in or 
to obtain merchandise. 





Simplify Maintenancé 


NORTH ARLINGTON, N. J. 








Give Maximum Protectig 


Cabo inc: 
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CIRCUIT 
ANALYZER 


CATALOG 













Take the Guesswork out of your 
work. Use a Powers Circuit Ana- 
lyzer. Tells you what the circuit is, Star 
or Delta, whether AC. or DC., whether it 
is 110, 220, 440 or 550. Powers Circuit 
Analyzer has a wider range than any other 
voltage tester. List Price with leather 
case 24.50. Without Case 14.40. 
nary  oltage testing. Equip- 


A ze, ore 
ped with a six watt mazada je" 7 ! 
lamp that tells you at a D 
glance by its own brilliancy what \ 
voltaze you are on. List Price with < 
case 6.60, 5.20. Y7 ee 


without case 


POWERS PRODUCTS ARE SOLD 


POWERS 
VOLTESTER 


»yractical tool for ordi- 





ONL) THROUGH DISTRIBUTORS a eae , coh , 

If sou dealer does not have A 

these products write to .. . \ age? 
POWERS MANUFACTURING COMPANY 
1527 FOLSOM STREET SAN FRANCISCO 3, CALIFORNIA 





FOR DISTINCTIVE 
OUTDOOR AND INDOOR 
LANTERNS 
We take pride in the solid copper 
construction of all our products. 


We use only the most durable, 


long-lasting materials and the 






No. 514 finest designs and engineering 
Diameter 10’ 
Height 18%’ @ 
Collor 3%” 


— a combination of values that 
has made Artolier a symbol of 
sales leadership in the field. 





@ For 





Quality and Beauty— 


Install ARTOLIER 














@ For Customer Satisfaction— 
Suggest ARTOLIER 

























@ For Quick Turneover— 


Stock ARTOLIER 





Our brand-new 1948 catalog is 
off the presses and is now being 
distributed. If you haven't re- 
ceived your copy of this valuable 
guide-book to larger sales and 
profits, write us today. 


core 
No. 520 LODI, NEW JERSEY 


rtolios 


Diameter 544” 
Height 12%” 


Extension 6’ 





























BAKELITE WIRE CONNECTORS 


Fully Approved by Underwriters Laboratories, Inc. 


No further need for substitutes. 


We offer a complete line of economical and dependable Bakelite 
Wire Connectors in various sizes for practically all jobs in 
electrical wiring. Write for revised prices and catalog sheet. 


Available through your local jobber 


Hi-Scale Products Corp. 







217 Centre St., New York 13, N. Y. 

















WH 


‘Better Than Ever’’ 


Cords — Cord Sets 
Southern Representatives: 

W. H. Berry Co., 88 Pryor St., S.W., Atlanta 3, Georgia 
llsrbert S. Gregory, 1511 Louisiana Ave. New Orleans, La. 
Lowell V. Maxson, 1708 Laws, Dallas, Texas 
Founded 1903 
LOWELL INSULATED WIRE COMPANY 
LOWELL, MASS., U.S.A. 
| LOOK TO LOWELL FOR LEADERSHIP 




















FLUORESCENT) | FIXTURES 









The New “SPOT-O-BRITE” Efficient—Economical 
A fluorescent fixture with adjustable Spots 
Jobbers Wanted 


Fluorescent Fixtures for all purposes. 


STA-BRITE FLUORESCENT MFG. CO. 
325 N. W. 22 Lane St. Miami, Fla. 
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Now -a BAR-BROOK FAN 


for every cooling need 
....From 18° to 54° 





BAR-BROOK BREEZEBUILDER* FANS are 
available in 4 sizes — 36”, 42”, 48’ 


54”. Easily 


installed in attic, basement or closet of any type 


. home. 


For 15 years they have provided quiet 


trouble-free hot weather relief for home owners 


profitable business 
Dealers. 


builders for Bar-Brook 


THE GREAT 8 FOR 48 


The BAR-BROOK WINDOW FAN line now 


includes 4 popular sizes, 18”, 24”, 30”, 36”. 


Ideal for offices, small homes, apartment dwellers. 


Modern 


styling, 


baked enamel finish. 
Individually packed in handy carry-home cartons 


—making them profitable 
the Dealer. 





attractive 
Two-speed air delivery. 


Package” 


and durable ivory 


items for 


*Trademark 





Write for the name of your nearest Distributor. 


~ BAR-BROOK 
FANS 


BASEMENT 
WINDOW 


BAR-BROOK MANUFACTURING CO. , Inc. 


: For 


ATTIC 
WALL 


6133 LINWOOD AVE. 


SHREVEPORT, LOUISIANA 
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Adam Electric Co., Frank -- 11 
Air Conditioning Products Co. _115 
Air Geatrom Inc. ........-....11% 
Air Equipment Co. = asic ae 
All Plastic Mfg. Co. -_. 74 and 75 
All-Steel Equip., Ine. SNES 
Aluminum Co. of America 79 
American Coolair Corp. 27 
American Machine & Metals, 

Inc. == 
Anaconda “Wire & Cable Co., 

a * 
Artolier Corp. - .119 
Asplundh Tree Expert Co. cf 
Associated Business Papers 92 
Automatic Electric Heater 

Co., Inc. AE a 
Automatic Washer Co. 103 
$ & C Metal Stamping Co. 113 
Bar-Brook Mfg. Co. - 120 
Bell Electric Products Co. 95 
Bendix Home Appliances, Inc. 9 
Benjamin Electric Mfg. Co. * 
Berlite Fixture Company * 
Berns Manufacturing Co. “4 


Blackburn Prod. Corp., Jasper 6 











Briegel Method Tool Co. * 
Bright Light Reflector Co., Inc. * 
juffalo Forge Co. 103 
Bull Dog Elee. Products Co. 15 
Burndy Engineering Co. 26 
Cc. & H. Air Conditioning Co., 

Inc. 69 
Carolina Industrial Plastics 

Corp. ‘. 105 
Certified Fleur-O-Lier 

Manufacturers 5 
Certified Starter Manufacturers * 
Che 1 Fan & Blower Co., Ine. 115 
Circulators & Devices Mfg. 

Corp. 97 
Clark Controller Co 
Cleveland Heater Co. 113 
Cornish Wire Co. 111 
Crescent Insulated Wire & 

Cable Co. 63 
Crouse-Hinds Co. ° 
D & M Mfg. Co., Ine. . 
Day-Brite Lis ghting, Inc. * 
E 
Eastern Fixtures Co. . 
Efficiency Elec. & Mtg. co 96 
Electric Steam Radiator Corp. 109 
Electro Manutac ‘turing Corp. 80 
Electromaster. ne. : * 
Emerson Electric Manufac- 

turing Co. 93 
Federal Electric Products Co., 

Ine. 4 
Fresh'nd-Aire Co. 105 
Gedney Elecrtic Co. 101 


General Electric Co., 
Apparatus Department 76 and 77 
General Electric Co., 


(Conduit) e * 
General Electric Co., 

(Composite I) Construction 

Material Div. ee 
General Electric Co. 

(Insulating Material) am * 
General Electric Co. 

Lamp Div. Se | 
General Electric Co. 

Wire and Cable Back Cover 
General Electric Co., 

(Wiring Devices) 17 
General Mills, Inc., 

* 


(Home Appliances) 
Gibson Mfg. Co. Inside Back Cover 


Graybar Electric Co. 13 
Great National Air Conditioning 
Corp. 96 


Hazard Insulated Wire Works 107 
Hedges Mfg. Co., Inc., M. M. 23 


Helwig Company 104 
Hi-Seale Products Corp. 19 
Hoover Company a a 
Hubbard & Co. 22 
Hunter Fan & Ve ntilating Co., 
Ine. - Front Cover, 24 and 25 


Ideal Industries, Inc. _.106 
Illinois Electric Porcelain Co. _. * 
Ilsco Copper Tube & Products, 


2. weccun Panmitotesdnne 116 
Indusco Corp. - nen ee 
Insulation Mfg. Corp. rae 88 
Insulation & Wires, 

_ a _ 55, 88 and 97 


Jones Metal Prod. Co.  -_- 0 


Kearney Corp., James R. 2 d 
Keystone Electric Manufactu 
SS a eee = g 
Kreuger & Hudepohl ____- 118 
Kulka Manufacturing Co., Inc 1]7 


Lakewood Engineering & Mf 

Co. ‘ as i} 
Lau Blower Ca: ~ ates 109 
Lint, Clyde W. : 115 
Lithonia Lighting Products ( 
Lowell Insulated Wire Co. 


M 


McGill Manufacturing Co., Ir * 
M & W Electric Mfg. Co., In. 198 
Malleable Iron ‘Range Co. 2 


Mobilite, Inc. 
Moe-Bridges Corp. 
Monarch Fuse Co., Ltd. 
Murray Company 


N 


National Electric Products 
Corp. - Inside Front 

National Gas Equipment Co. 
ne. 

North American Elec. Lamp ( 


0 


Okonite Co. 
Orley Freezers, Inc. 


P 


Paragon Electric Co. 
Penn-Union Electric Corp. 
Pierce Renewable Fuses, In 
Pittsburgh Reflector Co 
Powers Manufacturing Co 
Proctor Electric Co. 
Propeller Fan Manufacture 
Assn. 
Pryne & Co., Ine. 
Puritan Lighting Fixture C 
Pyle-National Co. 


R 

Reading Electric Co., Ine. 
Reed Unit Fans, Inc. 
Rheem Manufacturing Co. 
tobbins & Myers, Ine. 
Roebling’s Sons Co., John 
Roll-A-Ree! 

Russell & Stoll Co., Inc. 


S 


Schwitzer-Cummins Co. 
Seco-Lite Mfg. Co. 


Sherman Mfg. Co., H. B 
Signal Electric Manufact 
Co. 


Simplex Wire & Cable Co 
Skinner Machinery Co., B. 
Slater Electric & Mfg. Co 
Smitheraft Ligt zy Divisic 





Sorgel Electric 

Southern Electric Corp 

Southern Lighting Manuf: 
ing Co. 

Sparks Withington © F 
Division) 

Sta-Brite Fluoresce t Mfg 


Stewart, J. 
Stone Manufacturing Co 
Subox, Inc. 


T 


Tennessee Valley Marketer 
Ine. —_— 

Tribble’s, Ine. 

Trumbull Electric Mfg. Co 


U 


Union Insulating Co., Ine 

United States Rubber Co., I: 
(Tape Division) 

United States Rubber Co., I 
(Wiring Division) 


V 


Virden Co., John C. 


W 


Westinghouse Electric Corn 
(Appliances ) 
Westinghouse Electric 
(Lamps) . 
Wiegand Co., Edwin L. 
Wiley, R. & W., Inc. 
William Penn Fluorescent 
‘Light Manufacturers 
Wind Way Fan & Ventilator 





Cc 
82 


Co. 
Work- o- L ite. Co. 


Y 


Youngstown Sheet & Tube 
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DLS - OFFICES 





FOR YOUR CHILD—FOR YOUR BUSINESS 
With Gibson’s 5500 Biltmore your office has 
the same high standard of lighting efficiency 
which makes possible accuracy without 
eye strain in modern schools. 
Testing laboratory reports prove 
Gibson’s 5500 has 85.5% efficiency 
of bare lamp power — the highest 
known for any shielded unit. 
FOR YOURSELF AND YOUR 
CHILD YOU CAN AFFORD 
ONLY THE BEST! 





Gibson’s 5500 leads the field with 85.5% bare lamp 
power shielded and softened in str lined desig 


Easy to install and maintain. Today’s greatest value! 


OFFICE & PLANT 1919 PIEDMONT CIRCLE, ATLANTA 








—__ 
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NOW —to make the selection 0 
wires, cables, and cords easy — g 
your free copy of the new, comple 
catalog of General Electric Bwild; 
Wives, Cables, and Cords. In one eas 
to-use book, this new catalog lets \ 
make your choice from the com 
line. It includes wires, cables 
cords for every use — for indus 
manufacturing, and building appli 


tions. 





BUILDING WIRES 


CABLES & CORDS Thermoplastic Building Wires 


Rubber-insulated and Lecce 
Building Wires and Cables 


BX* Armored Cable 


i 


% is \ > 
a \ » 
4 4 iy be 
ee 
2 


% 4 PVX Nonmetallic Sheathed 
' Cable 


Service Entrance Cable 
Fiamenol* Cords 
Rubber Jacket Cords 


Fixture Wires and Cord, 


Latest National Elec. 
trical Code Require: | 


To gct your copy early, just fill out the coupon a 
mail it today. 





Section WI- 324 

General Electric Company 

Bridgeport 2, Connecticut 

Please send me the new, free catalog Building 
Wives. Cables and Cords for every purpose. 


GENERAL @ ELECTRIC | 


Fal 
zl 
a a oe oe ee ee ee ee oe oo ee oe ee 
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